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AMERICAN CABLE 
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@ Here is the answer to your prayer 
for a wire line that can stand the gaff of 
carrier-scrapers, bulldozers, loaders, 
rooters, and all the rest of those hard- 
working machines whose critical diam- 
eter sheaves and high speed drums give 
wire rope a beating. 

American Cable TRU-LAY Streamlined 
SCRAPER CABLE is a wire line of en- 
tirely different construction than stand- 
ard TRU-LAY Preformed. Listen :— 


It is more compact—resists crushing. 
It has greater metallic area—is stronger. 
It is even more flexible. 


lt has a smoother surface—resists 
abrasion. 


It has extreme fatigue resistance— 
lasts longer. 


Let your local American Cable engineer 
show you how TRU-LAY Streamlined 
SCRAPER CABLE has been designed to 
do more work than any other rope you 
have ever used. Or write, today, for 
fully descriptive literature. 


AMERICAN CABLE DIVISION 
WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 
New York, Philadelphia, Pittsburgh, Houston, San Francisco 


“AMERICAN CHAIN & CABLE COMPANY, Inc. 


» ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
ae WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
y. D Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
wD READING-PRATT & CADY Valves, READING Electric Steel Comtagh, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 


When writing American Cable Division please mention Purchasing 
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HE time factor is the heart 

of the priorities system. It 
cannot create supplies. Its effec- 
tiveness in serving national de- 
fense production lies in getting 
available supplies to the most 
urgent place at the right time. 
The basic philosophy of the 
system is to help one producer at 
the expense of another. 


One effect of priorities on the 
purchasing operation of the in- 
dividual producer is to place 
many essential materials on the 
basis of careful scheduling and steady flow. Traditional purchasing respon- 
sibilities and methods—such as inventory policy, reserve stocks, dependence 
on suppliers, the long view of market conditions, price elements, etc.—wili 
be subordinated to an accurate knowledge of exactly when materials must 
be delivered, and insistence on that delivery. 


This does not simplify the purchasing job. It removes many of the safe- 
guards against interrupted production because of lack of materials, and this 
is essentially a responsibility of procurement. The hazards of delays in trans- 
portation and delivery promises are magnified in importance and effect. 
Preference ratings may help, but they do not insure deliveries. Decisions 
made in a Washington office regarding the relative importance of contracts 
can change the situation without notice. Constant and aggressive follow-up 
is more than ever essential to successful procurement. 


The Purchasing Agent can serve national defense production best by 
serving his company most effectively. Priorities are a tool that he must learn 
to use, in the full knowledge that this is a tool which can harm as well as 
help. He must be close to the plans of his own organization that he may 
have the detailed information and foreknowledge of requirements to do his 
job intelligently. And he must ‘'sell’’ the position of his company as a user, 
just as the best salesmen have impressed him with their position as suppliers. 


Priority decisions may be handed down from a central authority that 
sees the situation as a whole. But it is the duty of each part of that whole to 
accomplish its own share. The most important part of the defense program, 
for every purchaser and every production man, is the part for which he is 
personally responsible. 
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To be Sure of Quality Steel 
...and Fast Service, Too! 


Ryerson service to American industry combines quick shipment 
from vast, conveniently-located stocks and quality certification under 
which every ton of steel in this huge reserve is carefully chosen to 
conform to definite quality standards. 


Ryerson Alloy Steels are from selected heats that meet an ideal 
specification—a “specification within a specification”—and are 
delivered to you with complete heat-treating data. No time is lost 
testing in your plant; spoilage is eliminated; uniform response is 
assured. Yet, like all other Ryerson steels, Ryerson Certified Alloys 
cost no more. 


With steel in brisk demand, you can have a dependable source of 
supply, and safeguard quality, too, by ordering from the nearest of 
the ten Ryerson plants. If the need is urgent, we suggest you not wait 
for quotations but mail, phone or wire an open order. Your steel 
will be shipped promptly and billed at standard prices. Stock List 
sent on request. Joseph T. Ryerson & Son, Ine. Plants at: Chicago, 
Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, 


Philadelphia, Jersey City. 
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K. H. CLARKE 


Vice President in Charge of Purchases 


Mr. Clarke’s experience is typical of 
Swift & Co. training methods. Twenty-five 
years with the company, he has been 
local buyer at the St. Joseph plant, 
manager of a cooperage plant, through 
the management training course, and in 
close contact with the chief executives in 
preparation for his present responsibility. 


SWIFT& COMPANY 


BUILDS own BUYERS 


All but three of the twenty-eight 
buyers in the Chicago Purchasing 
Department have been developed 
within the organization by a 
planned policy of selection, train- 
ing, transfer, and promotion. 


The Selective Service Act will not 
cripple this purchasing group, 
where there is always some one 
ready to step up into larger re- 
sponsibilities. 
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By HERBERT E. FLEMING 


HEN the buyer at the head of one of the six 

divisions of the Purchasing Department 
Swift & Company at its general offices in Chicago, a 
captain in the R. O. T. C., was called away on Decen 
ber 28 last for service in our National Defense, what 
did Joseph B. Rogers, the General Purchasing Agent 
do? 

Mr. Rogers did not raid the purchasing department 
of some other company. 

Being a Swift pioneer whose own growth in th: 
organization has been marked by transfers and pro 
motions under the company’s personnel policies, 
applied those policies by making five moves, as follows 

(1) In the division losing the captain called to the 
colors, he promoted its buyer for burlap and cotton 
goods to be Acting Division Head and buyer of feeds 

(2) He moved up the buyer of clothing and spices 
to become the buyer of burlap and cotton goods. 

(3) He transferred the buyer of electrical appli 
ances from another division in the department to 
the position of buyer of clothing and spices. 

(4) He promoted the department’s mail and trac 
ing clerk, who had been with the company five 
years and in the Purchasing Department three 
years, to have a try-out as buyer of electrical appli 
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ances. (5) He got a new mail and tracing boy 
from among recruits secured by the Personnel De- 
partment. 

This all was typical. It was in accord with a 
saying handed down from Gustavus F. Swift 
founder of the company, and often quoted in the 


Swift organization: 
I can hire.” 
Consequently it was not surprising when John 
Holmes, President of Swift & Company, remarked 
to the writer that, although courtesy to Visiting 
salesmen was a conspicuous characteristic of the 
men in the Purchasing Department, their outstand- 


“IT can raise better men than 


K. 


ice President in Charge of Purchases 


H. CLARKE 


1940, amounted to the huge total of $35,123,899. 
That was paid out for such items as fuel, barrels, 
boxes, paper, salt, and sugar. It is not to be con- 
fused with the much huger sum, $556,483,961, for 
purchases from producers of livestock, poultry, 
eggs, cream, vegetable oils and other raw materials, 
by cattle buyers, hog buyers, etc. 

As indicated by the classifications opposite the names 
of buyers in the accompanying organization chart of 
the Purchasing Department, its function is to buy 
equipment and supplies for use in converting livestock 
and produce into consumer goods, and in trans- 
porting and selling them. 


| PURCHASING DEPARTMENT ORGANIZATION 


J. 


General Purchasing Agent 


B. ROGERS 


SWIFT & COMPANY 


, There are 115 buyers at the Chicago office and in 36 zone 


L. A. SHEPHERD 


Assistant General Purchasing Agent 
Division Head 
Buyer — Raw Sugar 


and plant offices, all coordinated in the general personnel 
policy, and all in training for the job higher up. 


S. H. Brimacombe—Belting, Paints, etc. 
IM. W. Heuss—Lumber, Coal, Oil, etc. 
IM. C. Morris ) 


R. T. O'Neal ) 
. E. Rowe—Chemicals 
. G. Sauter—Metals 
R. P. Shaw—Cutlery, Specialties 
R. A. Vogel—Hardware 


W. H. CLAY 


Division Head 


BUYERS 


Departmental Methods 
Buyer — Tinware, Refined Sugar 


J. H. CLARK 


Division Head 
Buyer — Shipping Containers 


BUYERS 


)—Office Supplies, Stationery 


So. St. Paul 


Watertown (Local)—D. F. Achartz 
Winona (Local)—K. M. Groetsch 
Cleveland (Zone)—J. H. Hurley 
U. D. Beet (Local)—H. G. Rosenberger 
Jersey City (Zone)—L. M. Johnston 
Harrisburg (Local)—R. Smyser 
Corkran Hill (Zone)—P. C. Zahn 


BRANCH BUYERS 


Kansas City (Zone)—R. H. Tillerson 
So. St. Joseph (Local)—W. R. Euler 
So. Omaha (Zone)—W. F. Berry 
Sioux City (Local)—R. R. Grant 
E. St. Louis (Zone)—J. P, Tyler 
Denver (Zone)—R. W. Lentz 
Fort Worth (Zone)—C, F. Conner 
Dallas (Local)—O. N. Cox 
San Antonio (Local)—Mgr's Office 
Plankinton (Zone)—V. R. Lodes 


ing trait, as with Switt 
men in general, is loyalty 
to the company. “Among 
themselves, of course, 
they may pan the man- 
agement about this or 
that, but not to salesmen 
or others on the outside,” 
he said. “They are first, 
last, and all the time for 
Swift & Company, and 
for purchasing a_ great 
and interesting variety of 


(Zone)—G. A. Berndt 


J]. Caldwell—Shipping Containers 
J. E. Churm—Paper Products 

R. E. McKamy—Paper Products 
W. Koch—Boxes, Drums, Tubs 


J. F. EDEN 
Division Head 
Buyer — Automobiles 
BUYERS 
H. Becker—Glassware 
M. Humes—Tires, Gasoline 
R. Beck—Electrical Appliance: 


| ore 


E. D. Curt—Cartons 
J. E. Ringhofer—Labels 


In total 1,113 different detailed sorts of equip- 
ment and supplies are bought by this department. 
That is the writer’s count of those listed in a cur- 
rent mimeographed “Directory of Chicago Pur- 
chasing Department Showing Items Handled by 
Each Buyer.” As to quantities, a few figures will 
give some idea. Fifteen or sixteen carloads of 
pepper, each weighing 30,000 pounds, are purchased 
each year, for use in sausage and spiced meats. 


Wirebound boxes mount to 853 carloads. Some 
purchase-dollar figures for a year are: sugar, 


$600,000 ; salt, $1,600,000; cotton goods, $1,200,000; 
tinware, $2,500,000; fiber and corrugated boxes, 


lowa Packing Co. (Zone)—W. C. Dickey 
Evansville (Local)—M. L. Mercker 
So. San Francisco (Zone)—J. T. Geear 
Los Angeles (Zone)—F. W. Bingham 
No. Portland (Zone)—D. W. Hoffman 
Neuhoff Pkg. Co. (Zone)—C. C. Congden 
Atlanta (Zone)—C, O. Wilber 
Memphis (Local)—C. Chapman 
Moultrie (Local)—T. E. Maxwell 
Montgomery (Local)—Mgr's Oifice 
Boston (Zone)—R. J. Barker 
New Orleans (Local)—L. A. Bernard 
A. J. Landry 
Toronto (Zone)—A. I. Hill 
Winnipeg (Zone)—J. W. Mathewson 
Edmonton (Zone)—C. V. Bohannon 
New Westminster (Zone)—]. R. Gloster 
Moncton (Zone)—L. Meech 
Moose Jaw (Zone)—T. F. Rogers 
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supplies economically, as 
we must in a_ business 
where less than a cent 
and a half out of each 
dollar from sales is avail- 
able for profit.” 


A Big Purchasing Job 


The orders placed by 
the Purchasing Depart- 
ment of Swift & Com- 
pany during the fiscal 
year ended October 26, 


$1,700,000; power from public utilities, $3,500,000 ; 
fuel, $3,000,000; automobiles: passenger cars and 
trucks, $1,700,000; gasoline, $1,650,000. 

The number of operating units served by the 
Swift & Company buyers is as follows: meat pack- 
ing plants, 50; branch sales houses, 355; dairy and 
poultry plants, 118; oil refineries, 8; vegetable oil 
mills, 34; fertilizer plants, 19; miscellaneous, 15; 
total, 599, 


Extent of Centralization 


For this buying the Swift organization has a 
Purchasing Department which, as purchasing de- 
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partments go, is large. In the United States and 
Canada it has under the General Purchasing Agent, 
receiving either direct supervision or remote-control 
guidance, a total of 159 employees: buyers, 115; 
stenographers and file clerks, 44. 

At the headquarters, or Chicago Purchasing De- 
partment, in the General Offices at the Union Stock 
Yards, there are in addition to the General Pur- 
chasing Agent, an Assistant General Purchasing 
Agent, who also is a division head and a buyer; 
five other division heads who are also buyers and 
one of whom is in addition a specialist on depart- 
ment methods; 25 other buyers of various lines; 
a mail- and tracing clerk; a department telephone- 
cabinet operator; 12 stenographers; and 3 filing 
clerks. 

In the 27 zone offices and 9 local offices at plants 
and branch houses, there are 85 buyers, some of 
whom typewrite their own orders, and also 27 
stenographers and clerks. Besides this there is a 
fluctuating number of high school and college re- 
cruits sent to the zones to receive training. 

As can readily be inferred from the organization 
chart, this Purchasing Department carries on a 
buying operation that is in combination, both cen- 
tralized and decentralized. At the Chicago offices, 
Mr. Rogers, with L. A. Shepherd as Assistant Gen- 


eral policy and on relations with other departments 
One of the goodnatured joshes current at Swiit’s 
among department heads whose superior officer: 
have offices on the same floor with them is that 
somehow the “P.A.” has got his “V.P.” located in 
an office two floors away from the department, o1 
the second floor. Mr. Clarke, before his transfer 1 
1926 to Chicago for management training and f 
service later in the offices of G. F. Swift and ot 
Mr. Holmes, was manager of the cooperage plant 
at St. Joseph, Mo., and before that, from 1916 t 
1919, he was the St. Joseph local buyer. 

Moreover, the experience of Mr. Holmes, during 
his rise by the promotion route in operating and 
other positions in the company organization, i 


cluded close attention to purchasing. [efore he 
was elected President, during the 1935-'36 part of 
the time when he was Vice-President, Mr. Holmes 


had charge of the Purchasing Department among 
others, and was the one to whom Mr. Rogers made 
reports and went for consultation. These and othe 
experiences by Swift officers are factors favorable 
to their enthusiastic interest in the Purchasing De 
partment and their sympathetic understanding o! 
its many intricate problems, including those con 
cerning selection, training and guidance of pet 
sonnel. 
“The first duty of each of out 
buyers,” said Mr. Rogers, “is to get 
supplies to where they are needed, 


when they are needed, and a prime 


requisite is knowledge as to what 
H. A. ERION B. C. THAYER ae we need; where they are 
Division Head Division Head used; how they’re used; where they 
Saget —— Foees Buyer — Power, Gas come from; and what methods are 
BUYERS BUYERS followed by the manufacturers in 

L. H. Lundeen—Burlap, Cotton Goods H. S. Gilbert—Machinery making them, and it pr »ssit le, infor 
R. W. Rencker—Clothing. Spices H. O. Jackson—Motors, Power, Machinery mation as to cost in relation to sell 

W. Johnson—Boilers, Tanks, Machinery ing prices. 


F. N. Beeson—Machinery 


Each of the buyers in the head 
quarters Purchasing Department at 


eral Purchasing Agent and also as division head 
and buyer of raw sugar, directly and indirectly 
supervises the work of the other five division-head 
buyers and all the other headquarter buyers. Mr. 
Rogers’ desk is out in the open with those of all 
in the department; when necessary, appeal can be 
made to him quickly. The zone buyers are under 
the plant managers in their respective zones, but 
they receive constant correspondence from the 
buyers at Chicago headquarters specializing on the 
various lines, and they make reports to the General 
Purchasing Agent. 

About 75% of all the purchase orders are placed 
pursuant to contracts—some for the whole territory 
of the company, some for several zones, and some 
for a single zone or unit. These contracts are for 
quantities required for various periods—some for 
three, six or nine months, a year, or two years. 
Approximately 25% of the purchases are on local 
orders at open market rates. 


Executive Supervision 


K. H. Clarke is the Vice-President in Charge of 
the Purchasing Department, as well as the By- 
products, Glue and Gelatin, Lard, and Tallow De- 
partments. The General Purchasing Agent reports 
to and consults with Mr. Clarke on matters of gen- 
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Chicago handles one or more spe- 
cial lines. The zone buyers, with 
guidance from these general office specialists, han 
dle everything needed by the plants and branches 
in their respective zones. 


Qualifications for Buyers 


The duties of the Chicago buyers are, in the 
main, not unique. Besides keeping informed on 
their special lines, they handle the usual routine 
of cooperating with departments requisitioning sup 
plies, meeting suppliers’ salesmen, answering tele 
phone calls, examining samples, working up con 
tracts, placing orders, corresponding with vendors 
and with zone offices, etc. 

As to the qualifications of men to be built up to 
perform the duties of a buyer, Mr. Rogers holds 
that the most important is “to be expense-minded. 
Amplifying this he said: “‘How much does it 
cost?’ That has to be one of the first questions 
for the Purchasing Agent or the buyer. He has 
to assume that about everything may be too high. 
Then he has to ask, ‘Won’t a good substitute at 
a lower cost do for what we need?’ Sometimes the 
advertising and sales departments, having in mind 
intangible values such as the sales appeal needed 
for packages, say, ‘No’ to our proposals, and we 
vield to their judgment. “hale 
' “But being expense-minded in these ways is 0! 
prime importance for us, since Swift & Company, 
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out of every dollar received from sales, in 1940 
for example, paid 4.6 cents for supplies and had 
for the shareholders 1.4 cents. If the cost of sup- 
plies goes up out of proportion to other costs, about 
the only place the increase can come from is that 
cent and a fraction, which wouldn’t be fair to the 
investors in the business.” 

Another qualification demanded of Swift buyers, 
as outlined to the writer, is that they shall have 
initiative, imagination, and character—not be mere 
plodders. Still others are that they shall be alert in 
keeping informed on their respective lines and on 
market trends, courteous on the telephone and in 
receiving callers, fair and effective in negotiating 
with vendors, quick and accurate in paper work at 
their desks, and good team workers. 

As General Purchasing Agent, Mr. Rogers selects 
and hires directly the buyers for the department in 
the General Offices at Chicago. He selects the mail 
and tracing clerk and the stenographers and filing 
clerks from candidates presented by the Personnel 
Department. He also chooses from among high 
school and college graduates recruited by that de- 
partment those sent out to the zones for training. 
The zone buyers, however, are generally hired by 
the managers of the respective plants to which they 
are attached. 


Building a Department 


The department was born in the year 1900 when 
G. F. Swift, the founder, appointed N. B. Higbie 
as Purchasing Agent for the Chicago plant. As the 
Company expanded and additional plants were built 
in other locations, a Purchasing Department was 
established at each of the larger plants to handle 
the buying for that plant. 

In 1928 Mr. Higbie, then having the title and 
responsibilities of General Purchasing Agent, re- 
tired, and was succeeded by Mr. Rogers. 

In 1930, it was found necessary to arrange for 
better coordination of the many purchasing units. 
A Methods Division, referred to elsewhere in this 
article, was created. 

A representative of the Chicago Department spent 
considerable time thereafter traveling throughout 
the United States organizing the zones set-up as it 
exists today. 

Market facilities, transportation and rates were 
analyzed, and operating units in the many locations, 
allocated to the Zone Purchasing Department that 
could serve them to best advantage. 

In building up the personnel of the Chicago Pur- 
chasing Department, about two-thirds of the buyers 
have been transferred to it from other departments, 
one has come from another packing company, and 
two have been taken on from outside the industry ; 
the others have been developed within the depart- 
ment, chiefly young men who started in its one 
mail-and-tracing clerk position. 

Concerning transfers, Mr. Clarke remarked that 
the other departments are pretty good about letting 
their men move over to the Purchasing Department 
when it meant advancement for them. Mr. Rogers 
recalled that of the buyers transferred to the Pur- 
chasing Department, two came from the plant at 
Kansas City, one each from the Fort Worth and 
St. Joseph plants, one from the accounting depart- 
ment, one from the office of superintendent of oper- 
ations in Chicago, three from the construction de- 
partment, and one who had served in several depart- 
ments at the general offices. 
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A bi-weekly report of supply purchases, 
made out by each buying office and 
circulated throughout the purchasing 
organization, is an effective means of 
promoting efficient, coordinated effort. 


Special Training 


The building of young men to be buyers now 
going on in the department at Chicago includes 
special coaching for three. One is the former mail- 
and-tracing clerk who has been assigned to buying 
electrical appliances. Another, of necessity, is the 
training of the lad who is his successor at sorting 
the mail for buyers, tracing orders and doing mis- 
cellaneous office work. The third is the recent em- 
ployment of a man stenographer transferred from 
the chief engineer’s office where he has served for 
four years. Mr. Rogers remarked quizically, “We 
are going to see if we can make a buyer out of 
him.” Typical of the training in the zones is that 
of a young man given intensive training at Kansas 
City and recently transferred to St. Paul to be a 
second buyer in the zone office there. 

Some formal study in the after-hours class-room 
courses and correspondence courses worked out 
by the Personnel Department is pursued by some 
of the buyers, especially the less experienced. For 
buyers, one of the most important of these company 
class-room courses is that on commercial law. At 
present two of the buyers are taking it. 

In the day-to-day operation of the Chicago Pur- 
chasing Department the Swift buyers receive guid- 
ance which amounts to training not only as to 
knowing their lines, but also in reference to courtesy, 
filing and reporting. 


Reception of Salesmen 


The layout and equipment of the department are 
definitely arranged to foster courtesy, as well as 
dispatch and time-saving, in the reception of sales- 
men and in the handling of telephone calls. The 
department occupies, in the General Office building, 
50 by 80 feet of space in the middle of the spacious 
fourth floor, on which also are situated other de- 
partments and a fringe of office and conference 
rooms for the President and other officers. It ad- 
joins a good-sized reception space furnished with 
comfortable chairs at the entrance-exit door. There 
is merely a railing with counter-top between that 
reception rectangle and the Purchasing Depart- 
ment. 

So, if a visiting salesman knows which buyer 
handles his line, there’s no opportunity for the 
buver to advance the plea that he is “in confer- 
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ence,” unless he actually is, at one of the six con- 
ference tables situated at various points among the 
desks in the department. As in the accompanying 
photograph, it is not unusual to see at the railing 
between reception space and the Purchasing De- 
partment five or six salesmen talking to as many 
attentive buyers. Incidentally, the air-conditioning 
in vogue at these Swift offices since 1903—including 
air-cleaning that removes all stockyards fragrance 
—makes this department a haven for salesmen, 
especially on hot summer days. 

The desks of all the buyers are also in plain sight 
of a departmental switch-board operator stationed 
in the rear of the department at a desk on which 
there is a flat telephone cabinet having switches 
connecting with their lines. When an outside call 
comes in for Mr. Rogers, any Division Head, or 
any buyer, it is connected by the general switch- 
board on another floor directly with the receiver 
on the desk of the man concerned, and if present, 
he answers. In that event a red light shows on a 
button opposite his switch on the department 
switchboard operator’s cabinet. But if he is out 
she answers, takes the message, jots it down on 
a special form, and slips the form into a rack, from 
which the mail-and-tracing clerk delivers it to the 
buyers’ desk. 

Furthermore, when a buyer is going to be away, 
for instance visiting manufacturers to gather data 
on his line, or actually in conference, he notifies 
the department operator, who thereupon places a 
white rubber ring on his switch in her cabinet, and 
pending his return to his desk answers his calls. 
The members of the Purchasing Department rate 
this operator, Miss Marie Moorman, as the Helen 
Hayes of secretarial telephone assistants. Besides 
the star operator, three of the stenographers or file 
clerks are skilled in operating this departmental 
telephone service to buyers and to those who call 
them. 


The Methods Division 


For their work in connection with filing orders, 
correspondence, and contracts, the buvers have the 
benefit of a filing system worked up by the Meth- 
ods Division of the Purchasing Department. This 
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J. B. ROGERS 


General Purchasing Agent 


Thirty-five of Mr. Rogers’ forty-four 
years in the Swift organization have 
been spent in purchasing. He became 
General Purchasing Agent in 1928. 


O. L. SCHWOERKE 


A Purchasing Division Head at the 

Chicago office when he was called to 

the colors for National Defense last 

December. The personnel policy of the 

department is such that even a major 

interruption like this can be taken in 
stride. 


division was established without precedent; it ap 
pears to be unique. It is in effect an internal man 
agement engineering unit. W. H. Clay, who really 
constitutes this division, besides doing methods 
work, is the buyer of tinware and refined sugar. 

This system was put forth in mimeograph forn 
in October, 1933. Between that date and May, 1934, 
Mr. Rogers issued four reminder memos addressed 
jointly to the buyers by their initials, as is the cus- 
tom with intra-department communications. ‘The 
last of these memorandums said that the system 
was working satisfactorily. It has been giving 
satisfaction ever since. 

“Do not send anything to the file clerks that can 
be destroyed. If of no value, buyer should destroy 

That is one of Mr. Rogers’ key directions. It re 
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WILLIAM H. 
CLAY 


Head of the 
Methods 
Division 


JOHN F. 
EDEN 
Division 
Head— 
Automotive 


BRANT C. 
THAYER 
ivision 
Head— 
Machinery 
and Power 


flects a conspicuous characteristic of this Purchas- 
ing Department. Waste-time prevention! 

Three file girls keep the records in order. Ar- 
ranged alphabetically by cities there is a section in 
the files for each packing plant, branch house, pro- 
duce plant or other operating unit. Order files for 
each such unit are filed numerically from one up 
for each unit. Correspondence files for each city 
are filed alphabetically by commodities. So are con- 
tracts and papers. Besides the sections for the vari- 
ous cities there is a Chicago-General section for 
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papers affecting all, or two or more, units in the 
company organization. 

Each buyer marks his own files, penciling rings 
around names of cities, commodities and order 
numbers, and writing code letters for directions to 
file or to hold. But it is not left to the file girls 
to keep ticklers on papers for the buyers. [Each is 
required to see to his own “bring-ups.” For this 
he makes notations of dates on his desk pad. 

The response of Swift buyers to coaching in this 
method of filing, as well as in methods of securing 
mastery of their lines, meeting salesmen, receiving 
telephone calls, and also dictating to cylinders as 
well as directly to stenographers, has been enthusi- 
astic. It has been such as to enable this purchasing 
force to pack a lot of expeditious action into the 
hours between 8:15 a.m. and 4:45 p.m., with half 
an hour for lunch, in their Monday-through-Friday 
week. 


Cooperation with Zone Buyers 


Another feature of the personnel practices of the 
Purchasing Department of Swift & Company fur- 
thers the training of the individual zone buyers and 
the cooperation between them and the headquarters 
buyers. Mr. Rogers tries to bring in to Chicago 
the buyer in charge of each zone once in three 
years. They come in groups from one region after 
another. For instance, the three buyers from the 
Pacific Coast, those from San Francisco, Los Ange- 
les, and North Portland—these buyers have much 
in common—recently came together. These zone 
buyers bring in their problems for discussion with 
Rogers, the division heads and other buyers spe- 
cializing on the respective lines. This helps to 
build up not only the zone buyers but also those 
at Chicago. It makes for coordination of efforts. 
It fosters effectiveness in cooperating on such mat- 
ters as a highly-developed method that is followed 
in the interchange of reports. 

A “Report of Supplies Purchased,” in hectograph 
on a simple form, is made out for every other week 
by each zone buyer and by the General Purchasing 
Agent, for all the Chicago buyers. This covers 
every order placed that week for over $5 except 
those placed under the contracts. These bi-weekly 
reports cover about 10% of the total year’s pur- 
chases. The reports classify the purchases by com- 
modities, and on each order show the quantity, 
from whom it was ordered, the price, F.O.B. point, 
as well as the place and date of the purchase and 
the name of the buyer. The Chicago reports go to 
all the zone buyers, the reports of each zone buyer 
go to Chicago and to other zone buyers in his 
general region. 

Each buyer at headquarters and at the zone 
office reads all of the reports that come to him. 
He may not use a microscope, but he reads them 
minutely. When he finds that any other buyer 
has paid for an item more than the net cost, in- 
cluding transportation, at which it has been pur- 
chased, or could be procured, elsewhere, he imme- 
diately writes to that buyer about it. In this corre- 
spondence the buyers get down to close cases. Re- 
cently, for example, a buyer in a plant in Iowa 
wrote to another buyer who was paying $3.50 per 
hundred feet for rope of a certain quality calling 
his attention to the report of another buyer, nearbv, 
who was getting it for $1.20. 

Since Mr. Rogers receives carbon copies of all 
such correspondence he has opportunity to stimu- 
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late the securing of the best prices at all points. 
He also has a good opportunity to note which 
buyers are alert in this way for saving those pen- 
nies that make the dimes and dollars take care of 
themselves. 

Once in a while a meeting attended by Vice 
President Clarke, General Purchasing Agent Rogers 
and the Division Heads is held. But this is not 
often. It is usually when there is on the horizon 
a change in basic conditions, such as from a buyers’ 
to a sellers’ market or the other way around. There 
are also occasional staff meetings of all the buyers 
at the Chicago offices. Such meetings tend to give 
each buyer a broad view of the situation as it 
changes from time to time. While initiative is 
demanded of each one, no one engaged in Swift 
purchasing is left to run wild on the buying range. 


The Men Who Buy 


Notes on the business biographies of the General 
Purchasing Agent, the Assistant General Purchas- 
ing Agent, and the Division Heads will show three 
things: (1) how extensively the Swift Purchasing 
Department has drawn on technical knowledge and 
practical experience gained in other departments 
in building up its personnel; (2) how it has drawn 
a specialist on methods in from the outside; and 
(3) how notably it has developed men from the 
mail-tracing-and-messenger job within the depart- 
ment. 

Mr. Rogers started with Swift & Company, in 
1986, as a timekeeper in the construction depart- 
ment, and then was successively file boy, clerk, 
and chief clerk. At that time the Construction 
Department did its own buying and building. But 
a job as buyer opened up in the Purchasing Depart- 
ment, and Mr. Rogers, concluding that since he 
was not an engineer the purchasing field held open 
a greater opportunity for the future than construc- 
tion, took it. That was in 1905. He was thoroughly 
familiar with the machinery requirements of the 
company, but for many months worked twelve to 
fourteen hours a day, in order to master the other 
lines of supplies. In 1928 he won promotion to his 
present position as General Purchasing Agent, the 
operating head of the department. 

Lewis A. Shepherd, Assistant General Purchas- 
ing Agent, buyer of raw sugar, and division head, 
who entered the Purchasing Department in 1912, 
also came to it from the construction department, 
where he had served for a year, following a previ- 
ous general business experience. 

William H. Clay, operating the Methods Divi- 
sion and serving as buyer of tinware and refined 
sugar, joined the Swift & Company organization 
and the Purchasing Department in 1918, having 
been brought in from the outside in view of a 
special experience in retail and wholesale grocery 
management practices. 

James H. Clark, the next Division Head shown 
on the organization chart, buyer of shipping con- 
tainers, with supervision of buyers of paper prod- 
ucts, entered Swift employ in 1918. He came to 
the Fort Worth Purchasing Department in 1922 
from the Accounting Department. 

John F. Eden, Division Head and buyer of auto- 
mobiles, started in 1910 at the bottom in the Pur- 
chasing, Department. He had been a messenger in 
the Swift offices for two years. 

Herman A. Erion, recently promoted to be Acting 
Division Head, and buyer of feeds, was first em- 
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LEWIS A. 
SHEPHERD 


Assistant 
General 
Purchasing 
Agent 


JAMES H. , 
CLARK 
Division 
Head— 

Containers 


HERMAN A. 
ERION 


Acting 
Division Head 
Feeds and 
Textiles 


ployed by Swift & Company in 1906. He trans 
ferred to the Purchasing Department in 1936, from 
the Fertilizer Department. 

Brant C. Thayer, the Division Head who con 
tracts with public utility companies for the ele 
trical power and gas used by the company, and 
supervises the buying of machinery, entered the 
Swift organization in 1917, after experience in 
electrical contracting. He was in the constructior 
department until 1933, when he was transferred 
to the Purchasing Department. 
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What are the opportunities for promotions «of 
buyers out of the Purchasing Department to po- 
sitions of broader scope in business? There are 
many. Experience in the Purchasing Department 
has been a factor in the advancing of several men 
to broader management positions. Vice President 
Clarke, in charge of the purchasing and several 
other departments, is one of them. The managers 
of the Denver and Cleveland plants were formerly 
in the Purchasing Department. 

Moreover, salary schedules in the Purchasing 
Department budget are such that increases are 
made from time to time, although not at stated 
intervals. The buyers also benefit from the com- 
prehensive personnel policy of the company, with 
its provisions for vacations with pay, insurance, 
and non-contributory pensions. 

The men involved in the illuminating series of 
typical personnel moves described in the opening 
paragraphs of this article are as follows: O. L. 
Schwoerke is the captain in the R. O. T. C. who 
was called by the Army, going to Fort Sill, Okla., 
for defense service. H. A. Erion, 
put in his place as Acting Division 
Head, had been buyer of burlap 
and cotton goods. L. H. Lundeen 
is the former buyer of clothing and 
spices who was assigned to be buyer 
of burlap and cotton goods. R. W. 
Reneker, formerly buyer of elec- 
trical appliances, was the man trans- 
ferred from another division to be 


The departmental switch- 
board system has been de- 
veloped to eliminate delays 
and to provide a simple and 
continuous visual control. 
The white rubber rings on a 
switch handle indicate that 
this particular buyer is 
away from the plant or is 
otherwise unavailable at the 
time. 


The buyers’ desks are locat- 

ed in a large open office, in 

plain view from the recep- 
tion corridor. 


the buyer of clothing and spice: 

Richard Beck was the department’ 
mail and tracing clerk, who wa 
given a probationary appointment a 
buyer of electrical appliances. An 
Clarence Miller is the new yout! 
secured through the Personnel De 
partment who has become mail and 
tracing clerk in the hope of some 
day becoming a Swift buyer. 

Five of the buyers in the head 
‘quarters of the Swift Purchasing 

Department are registered unde: 
the selective service law. When they 
are called to camp, their places will 
be filled by temporary promotions, 
transfers and try-outs of Swift men 
Such changes are subject to adjustment, however, as 
men who come under the selective service law and 
return to the Company after completing their sery- 
ice are entitled to reinstatement. 

Moreover, like other progressive managements, 
the Swift officers look ahead to the day when 
World War II will be over and the national econo- 
my will have to be adjusted after the national de- 
fense boom. Here prospective policy can be based 
on past action. President Holmes recalls that in 
the years of the depression following 1929, Swift 
& Company made strenuous efforts to avoid lay- 
offs in all departments, and that the Purchasing 
Department was not cut down. In addition General 
Purchasing Agent Rogers points out that in a time 
of depression, with purchasing of supplies on virtu- 
ally a hand-to-mouth basis, there are many more 
individual orders to be placed than in times of 
prosperity. Hence he predicts that in the next 
post-war adjustment there will be more work than 
ever for the buvers. 
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BROADER SCOPE FOR 
PRIORITIES SYSTEM 


Critical materials list is expanded, and 
preference ratings are extended to all sub- 
contractors by Army/Navy Munitions Board 


MPORTANT changes in the operation of the 

priorities system were announced on March 19th 
by E. R. Stettinius, Jr., Director of the Priorities 
Division, Office of Production Management, follow- 
ing a series of conferences between that division and 
representatives of the Army and Navy Munitions 
Board. 


Critical Materials List 


In announcing the new working arrangement and 
procedures, the Division made public for the first 
time the list of critical materials, which has hereto- 
fore been available only to manufacturers and pro- 
ducers working on defense contracts. These are the 
items currently subject to preference ratings. There 
has been a constant call for this information from 
manufacturers and other interested parties as a basis 
for working more intelligently with the defense indus- 
tries, as well as an aid in organizing their own pro- 
curement programs. The list includes 220 items, many 
ot which have been added in recent weeks, indicating 
a rapidly expanding field in which priorities control 
is to be exercised. A copy of the list is published here- 
with for reference. 

A significant foreword states that “The items that 
appear on this list shall be deemed to include all fabri- 
cated parts and accessories necessary for the comple- 
tion, maintenance or mechanical operation thereof, 


No single part or acces- 
sory, however small, will 
be permitted to delay the 
completion of this anti- 
aircraft equipment. 


(Photo by General Electric Co.) 
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By STUART F. HEINRITZ 


which are designed to meet military specifications, 

as designed are not commercially useful for civiliai 
purposes.” Officials of the Priorities Division explain 
that this provision means, for example, that since ai 
craft are on the critical list, any airplane part o1 
tachment necessary in the construction or operation 
of a plane would automatically be subject to the as 
signment of a priority rating. In effect, therefore, th 
list of items or products coming under the “critical 
classification is far broader than the 220 stated items 
would indicate. 

Furthermore, the list is subject to revision once 
month, at the discretion of the supervising authoritie: 
In order to receive consideration at the time of mal 
ing this monthly revision, any requests for additions 
subtractions or modifications must be received by the 
Priorities Committee of the Army and Navy Mui 
tions Board or by the Director of Priorities, Off 
of Production Management, on or before the 15th o1 
the preceding month. 

The list includes virtually all of the important 
metals and alloys, in pig and fabricated form. All 
chemicals used in explosives are included, and ther 
is a general classification of “Chemical warfare che 
icals” as well as a number of specific individual list 
ings in this field. The greater part of the items, how 
ever, are products which are distinctly military items 
and parts necessary for their completion, usually 
ing no direct counterpart in commercial production 
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As under the previous working agreement, the 
Army and Navy Munitions Board has the responsi- 
bility of determining the relative importance of mili- 
tary items, and the contracting officers of the Army 
and Navy will administer the assignment of preference 
ratings to such items as appear on the critical list. 
This will be done automatically on prime contracts of 
the Army and the Navy, and, in addition, on prime 
contracts of certain foreign governments, including 
Great Britain and Canada. 


Preference Ratings Extended 

An important change, however, is that such pref- 
erence ratings, which have heretofore been subject 
to extension only to the first subcontractor, can now 
be extended to other subcontractors, following down 
the line of supply as far as is necessary to insure 
the proper flow of materials. The bulletin states: 

“Manufacturers will be encouraged to inform their 
subcontractors and suppliers as to what ratings may 
be extended to their work if a priority certificate is 
requested and issued. This will enable subcontractors 
to plan for readjustments which might be necessary 
if and when a preference rating certificate is issued.” 

Division of Priorities 

The Priorities Division of O.P.M. has a broader 
responsibility. Its jurisdiction and powers include: 

1. All materials which are not on the critical list. 

2. The task of balancing civilian needs with defense 
needs at all times, with authority to give priority aid 
to important civilian projects as well as to military 
projects and foreign orders. 

3. The power to issue specific certificates for indi- 
vidual contracts, whether the items are or are not on 
the critical list, and to use such techniques as blanket 
ratings and industry-wide priorities for allocation of 
materials in order to accomplish desired objectives. 

4. In special situations, such as the case of com- 
panies engaged almost wholly in defense work, or in 
case of special urgency in connection with a particular 
defense project, ‘the Priorities Division is prepared 
to grant authority for the automatic use of limited 
blanket ratings which will be valid for a limited time 
only. Such limited blanket ratings will include a list 
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Priorities will provide a 

steady supply of mate- 

rials to keep production 

machinery fully occupied 

on the urgent job of de- 
fense. 


(Photo by National Defense Advisory 
Commission) 


of the specific items to which the rating is applicable. 
A blanket rating of this type was issued to nine crane 
builders on March 12th. 

5. Allocation of materials on which mandatory pri- 
orities have been announced. These commodities are 
included in the critical list, and thus are subject to 
preference ratings assigned by contracting officers of 
the Army and Navy. But allocations by the Priorities 
Division will take precedence over those ratings as- 
signed by the Army and Navy field staffs whenever 
the shortages are so acute as to require a diminution of 
the funneled into military channels. Among the mate- 
rials subjected to such allocation are aluminum and 
aluminum alloys, pig or fabricated; magnesium and 
its alloys, pig or fabricated; neoprene (synthetic rub- 
ber) ; nickel, pig or fabric: ated; nickel alloy steel. 

All priority certificates must be signed by the 
Director of Priorities, though in the majority of cases. 
for items on the critical list, the actual distribution of 
certificates will be handled by the Army and Navy 
field staff. 

7. The top preference rating—AA—can be assigned 
only by the Director of Priorities, in emergencies. 
Application for such rating is to be made to the 
Director through the Priorities Committee of the 
Army/Navy Munitions Board. 


Certificates of Preference 


As heretofore, the preference rating certificate is 
the principal administrative mechanism of the priori- 
ties system. A completely new set of forms incorporat- 
ing the detailed provisions of the revised procedure is 
being issued. However, it is made clear that previously 
issued certificates and extensions, properly issued and 
executed, will remain valid, to the end that there will 
be no interruption or other interference with work 
already in progress. The table of ratings is substan- 
tially the same as in the previous plan. The work will 
be expedited by having officers designated by the War 
and Navy Departments to handle priorities matters 
within their respective bureaus and branches. 

Ratings may be extended or re-extended by con- 
tracting officers, procurement district officials of Army 
procurement districts, and officials of the Naval In- 

Continued on page 98 
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CRITICAL MATERIALS 


Aiming circles 
Aircraft, all types, including lighter-than- 
air, complete 
Altimeters, all types 
*Aluminum and aluminum alloys, pig or 
fabricated 
Ambulances, service specifications 
Ambulance boats 
Ammonia, anhydrous 
Anti-aircraft equipment 
Ammunition (Small arm and large caliber), 
| all types 
Angle-dozers 
Auger, earth (power) 
Autoclaves (laboratory), field and hospital 
Armor plate 
| Aircraft detection equipment 


Bags: barrack, sea, cantle, powder, steriliz- 
ing water 

Balloon, observation or barrage 

Barges 

Barometers 

Batteries, radio, ship, fire control 

Bearings, roller and ball 

Belt, ammunition link, cartridge 

Binaural trainers 

Binoculars, monoculars, spy glasses, field 

| glasses, spotting glasses 

| Board, deflection, fire adjustment, plotting 

} (all types), range correction, spotting, 
chart 

Boats, aircraft rescue, picket, crane assault, 
ambulance, eagle, landing, motor torpedo, 
utility (QMC and AC), subchaser, target 
(armored), motor launch, radio control, 
lighters, D.B. (distribution box) 

Boilers, power plant, heating 

Bombs 

Booms 

Box, ammunition 

Brass, pig and fabricated 

Bridges, foot (all types), steel (portable), 
pontoon (all types) 

Bronze, pig or fabricated 

Battery chargers, portable 

Bull-dozers 


Cables, electric, under water, fire control, 
lead sheath or lead and armor, degaus- 
sing, including assemblies 

Calibration sets, bomb sight, optical ele- 

| ments for 

Calipers, micrometer 

Cameras, areonautical, gun, triangulation, 
motion picture and still 

Camera control, gun 

Candles, chemical 

Canisters, service, diaphragm, optical 

Caps, field and winter, watch 

Carts, hand drawn, reel, chemical mortar, 
ammunition, weapon 

Castings, steel, heavy; brass (over 150 

| pounds) ; aluminum 

} Catapult, aircraft 

Charger, gun (hydraulic) 

Chest, service types 

Chemicals, chemical warfare, explosives 

Chlorine 

Chromium alloy steel 

Cipher devices and machines 

Clothing, flying, chemical protective 

Combat vehicles 

Containers, galvanized, portable refrigerated 

Coils, service specifications 

Cordage, hemp, jute, oakum 

Compressors (air), power driven 

Computers, intermediate and major calibers, 
time and distance, line of position 

Condensers, steam 

Cone assembly 6-inch metrogor lens 

Control equipment for electric motors, 
automatic 

Cooking outfit, mess and field 

Corrector, percentage, fire control 

Cotton, canvas duck, webbing 

Cotton linters 


} 

| Cranes 

} Cutters, wire, and carriers (special service 
| types) 

Cylinders, chemical (portable), compressed 
| gas or air 


Demustardizing equipment, chemical war- 
are 

Diamond point tools 

Dies, forging, diamond 

Distribution boxes 
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Diving apparatus 
Drydocks, floating 


Electric generators, motors and motor gen- 
erators, dynameters: all except N.E.M.A. 
standard types, meeting A.1.E.E. specifi- 
cations and rules 

Energizers, aircraft electric 

Explosives, including chemical components 

Extinguishers (fire): foam, carbon dioxide, 
tetrachloride 


Finders, radio direction, height, depression 
position, vertical view, range 

Fire control instruments and equipment 

Flares 

Flashlights (service types) 

Flash ranging set 

Flying equipment 

Forgings, brass, steel, aluminum 

Frequency meter set, radio 

Fuel, aviation, diesel, 50 ceteme number 
and up 

Fuzes and primers 

Fuze setters 

Flood lighting equipment 


Gas, decontamination apparatus and equipment, 
masks 

Gases, chemical warfare 

Gastight doors and frames 

Generating units, service types 

Generators, electric, except N.E.M.A. stand- 
ard types of A.1.E.E. specifications 

Glasses, field, spotting, binoculars, spy, 
monoculars 

Grenades 

Gages, inspection 

Goggles (service types) 

Grader, road, self-propelled 

Guns, all types and calibers, including car- 
riages and mounts, limbers and caissons 


Hammers, power driven 

Head and chest set, communication 

Height finders 

Helmets (service types 

Hoist, ammunition 

Hoists, power or hand 

Howitzers, all types and calibers, with 
limbers, Caissons, carriages and mounts 


Impregnite (1 and S) 

Insignia, uniform 

Instruments, battery commander, electro- 
diagnostic, observation, optical (all types, 
complete), stereoscopic, training, surgical, 
surveying, aximuth and aximuth mils, 
self-synchronous (engine) 

Interphone equipment, aircraft, vehicular 

Isolantite 


Jigs and fixtures 
Kits, first aid, repair, (C.W.), toilet 


Laboratory, field 

Lamp equipment, signal 

Leggings, canvas 

Lenses requiring grinding, except eyeglasses 

Lighters and harges 

Lighting equipment, electric (portable), 
service types 

Locators, sound, anti-aircraft (C.A.C.) 

Lockers, steel, foot 

Locomotivs, diesel, gasoline, electric 

Lubricant, diesel engine, special ‘‘RPM- 
DELO” or equivalent 


Machine, blasting 

Machine guns, all types and calibers with 
mounts, sights and tripods 

Machine and metal working tools 

Machinery, forging, power-driven, for cast- 
ing, cutting, grinding, hoisting, melting, 
metal pressing, welding, refrigerating 

Magazines, small arm ammunition 

Mapping equipment, service types 

Marker beacon receiving equipment 

Masks, gas, oxygen 

Meggers, insulation testing 

Mess outfits, field, barrack, ship 

Meters, electric, drift 

Meter set, frequency (seacoast) 

Mines, anti-tank, drifting or anchored 

Mine equipment, submarine 

Mine planters and yawls 


LIST 


Mirrors, magnifying 

Magnesium and alloys, pig or fabricated 

Monel metal 

Mortars, all types and calibers, with car- 
riages, mounts 

Motors for pontoons 

Motorcycles, solo or side car (service types) 


Nets, anti-submarine, camouflage 
* Neoprene 

*Nickel, pig or fabricated 
*Nickel alloy steel 


Octant, bubble type : 
Oil, castor and fuel (diesel 50 ceteme and 


up) 
Optical elements and instruments 


Paper, chart 

Parachutes, service types 
Pontoon equipment 
Potassium perchlorate 
Projectors, signal (ground) 
Pumping sets, all types 
Purification unit, water 
Pyrotechnics, service types 


Radio, apparatus (sending and receiving 
all types 

Radio direction finders 

Range, field, complete with equipment 

Range finders 

Ranging equipment, sound 

Reels, firing 

Remote control equipment 
for guns and searchlights 

Reproduction equipment, map (al! types 

Repurification plant, helium, portable 

Rifles, magazines, machine, automatic 
semi-automatic 

Rubber, synthetic 

Rubberlike synthetic materials 


Saddle, pack (cargo and riding) 

Scabbard, small arms 

Scale, prediction 

Ship plates 

Searchlights 

Searchlight control instruments 

Ships, all types, complete 

Small arms, all types and calibers 

Smoke, toxic, and equipment for use 

Smoke screen, apparatus 

Sound equipment, underwater 

Sound locaters, anti-aircraft 

Sphygnomanometers 

Spotting sets 

Steel, electric furnace, bullet, armorplate, spe- 
cial treatment, tungsten, nickel, chrome, vana 
dium 

Stereoscope, all types 

Stereoscopic testers 

Stoves, tent 

Submarine mine cable, steel 

Submarine safety and escape devices 

Switchboards, power, complete assembly 


Table (plotting) 

Tags, identification 

Tanks, cartridge, combat, all types and 
models, powder 

Telephones, all special types, radio and 
equipment 

Telegraph sets (service specifications) 

Testing outfits, boiler water 

Theodolites 

Thermometers, air-standard, mercurial 

Time interval apparatus 

Tin 

Tools, precision, hand 

Torpedoes 

Tractors, military 

Trailers, 2, 4 and 6-wheel, assorted, bom! 

Trainer, binaural, stereoscopic, instrument 
flying and landing (ground) 

Transformers, electric 

Trucks, motor (all special service types) 

Tungsten, ferro-tungsten, and tungsten ore 

Tungsten alloy steel 


Vanadium and vanadium alloys 

Vehicles (service types) 

Watches, service types 

Whetlerite 

Wire, service types (see conductor), field 
(s.c.) 


Zinc 


Items in italics appear on this list for the first time this month 
Items with star (*) have been subjected to allocation by the Priorities Division 
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An interview with 
ALBERT F. RENZ 


Purchasing Agent 
Sonotone Corporation 


HOW SONOTONE IS MEETING THE 


If alternative materials are used, 
processes and test methods may 
have to be changed. Planned 
purchasing requires such in- 
formation in advance. 


makes hearing aids. These are 
somewhat complex electrical de- 
vices, and they present purchasing 
problems which also can become 
complex in these days of defense 
emergencies, bottlenecks, and prior- 
ities. 

The whole company operation is 
built upon a policy laid down by Dean Babbitt, its 
president. This policy is that hearing itself must be 
sold, not merely a hearing aid. That is to say, a per- 
son who has become progressively harder of hearing 
over a long period must be readjusted to life itself 
when his hearing is restored. Consequently, the com- 
pany’s purchasing program includes the provision of 
instruments by which our salesmen (we call them 
“consultants”) can test hearing in the field, and also 
sales promotional efforts such as a dealers’ school with 
all of its equipment. 


Classed as a Luxury 
Instant service and maintenance of hearing aids 


which have been sold is an important obligation of the 
company to its customers, since the latter have rebuilt 
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their lives around the increased hearing obtained 
through the use of their hearing aids. This, from the 
purchasing viewpoint, means that there can be no 
shortages of parts and supplies for service. 

Purchasing then, like all functions of this business, 
is as much a duty to society itself as to the company. 
Yet this industry is, to date, placed in the classification 
of luxuries rather than essentials. There are few, if 
any, priorities which will operate in our favor. 

The Purchasing Department must also face the fact 
that the business is rapidly growing. Sales volume— 
less than $300,000 in 1932—has grown to more than 
$3,000,000 in 1940, a tenfold increase. It will grow 
even faster as sales methods are improved, as more of 
the hard of hearing realize the possibilities of hearing 
aids, and as more money flows into the hands of the 
public. We shall need greater volumes of supplies just 
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Each decision involves several 
different viewpoints. The knotty 
problems can best be solved by 
close cooperation and executive 
conference. 


ITIES PROBL 


when the defense program and its priorities indicate 
that we can have less. 

We are meeting this situation by considering all 
angles about all the materials which we must procure, 
and by enlisting the help of all pertinent executives of 
our company and of its suppliers. As any Purchasing 
Agent knows, our actual decisions and course will call 
for doing many things at once, and for refining one 
procedure by the results of another. However, dis- 
cussion of the actions must be made as if several steps 
were taken in sequence. The policies here described 
must be interpreted in the light of this fact. 

The purchasing plan includes raw materials, finished 
parts, semi-finished parts, sub-assemblies bought from 
other manufacturers, production machines and _ tools, 
inspection instruments and tools, and all other supplies. 
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It is the Purchasing Agent's re- 
sponsibility to see that the flow 
of materials to manufacturing and 
assembly lines is not interrupted. 


Items are first classified by th 
immediate and the foreseen difficul 
ties of procuring them. Many items 
can be dismissed off-hand from such 
consideration, for there are ample 
supplies of them and no procure 
ment problems are in sight. But it 
is better to be too thorough in ou 
thinking than to be too casual, for a 
material that is considered too lightly now may becom« 
a headache later. 

For products like aluminum, Allegheny metal, fine 
Swedish steel, and high speed tool steel, all of whic! 
find their way into hearing aids, there are severa 
questions to be asked. We should know, for example 

1. How much of the material exists in the United 
States or in other open markets ? 

2. Where does it come from, and how constant will 
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be the flow of new supplies ? 

3. What other companies need the same sort 
material, or need the use of the equipment on which it 
is made? 

4. What are the priorities, existing and probable, 
affecting this material? 

5. In short, what supplies are likely to be available 
to us, and on what delivery dates, and at what prices 


= 
—~ . 
fs 
~ 
.. 
; 
19 


Information like the foregoing is to be had from 
government reports, from trade journals, and by ask- 
ing the executives of supplier companies. In fact, at 
this point the planning problem becomes a matter of 
dealing with human beings as well as of calculating. 
Our information and our decisions must be based on 
both of these factors. 

The data obtained should show us quite accurately 
which of our materials are in a critical position, and 
which ones are likely to become so—when, and _ to 
what degree. 

Possible Substitutes 

Now we consider that many of the materials in use 
are simply old stand-bys. Original developments of 
products or of methods showed these materials to be 
suitable, supplies were plentiful and to be had at rea- 
sonable prices, relations with suppliers were smooth; 
therefore we used those materials and gave little con- 
sideration to the possibility of substitutes or alterna- 
tives. This does not mean that we were standing still, 
but rather that we had an adequate answer and our 
attention was focused on new problems of greater im- 
portance. 

Now that relative importance has changed, and sup- 
ply becomes a major consideration. We must ask our- 
selves whether satisfactory substitutes are available 
for these time-tried materials. 

Executives are called into conference—such as 
Dr. Hermann Scheibler, vice-president in charge of 
research; Dr. Fred Kranz, the works manager, and 
King Cooper, vice-president and general sales manager. 
With them are discussed the possible substitutes for 
various materials, and the effects of those substitutions 
upon their respective departments. 

To the Research Director, a new substitute material 
may mean that some of our tests or experiments must 
be amplified, repeated, or re-directed, or that one change 
may require other changes in design or materials for 
proper coordination. The Works Manager must think 
about the new tools, or perhaps whole new processes 


which may be needed. Will costs be materially greater 
or less? 

From the Sales Department must come opinions on 
such matters as the effects of new materials and tech- 
niques on field service. Absolutely nothing must be 
permitted to interfere with maintenance service to those 
who are using our hearing aids. 

The final decision about substitute materials, then, is 
no simple matter of substitution; it is the cooperative 
decision of many men in many departments. And then 
the substitutes themselves, in their turn, must run the 
gamut of the five questions originally asked concerning 
availability and priorities, to be sure that it offers a 
practicable answer. We may need several alternatives 
for one material. 


Wider Sources of Supply 

Over a considerable period of time, we have devel- 
oped cordial and intimate relations with our regular 
suppliers. Those houses are standing by us now, and 
we shall stand by them. Nevertheless, for some mate- 
rials we must seek a broader source and amplify our 
list of suppliers. And the time to learn how to get 
along with these new houses, and to teach them how to 
work with us, is before the actual emergency needs 
arrive. 

An amplified list of suppliers may modify the need 
for using an alternative material, or it may bring more 
sensitive contact with market conditions. These mat- 
ters are planned. 


Financial Considerations 


Our company does no gambling on raw materials or 
other supplies; no hoarding against rises in price. But 
there are many reasons for buying in advance of the 
immediate requirement. One of the most important of 
these is to permit suppliers to make solid production 
runs on our materials and then clear their machines 
for the needs of some other customer. Matters like 
this are discussed with our own executives and with 
suppliers. 

Then we go before the “powers that be” with com- 
plete plans showing how much money we shall need, 
what for, and when. This affords opportunities for 
discussions which may lead to still further refinements 
in our plans. 

Careful records are kept of all such calculations. No 
one can accurately predict the courses of markets in 
these times; plans must be kept adaptable. It may be 
very important to look back a year from now, to see 
just why we thought as we did when we made up 
original purchase schedules. 

Such planning to meet the problems of scarcity and 
priorities is difficult and exacting. But there is a bright 
side as well. We are forced by these circumstances to 
make a close examination and re-appraisal of many 
matters which otherwise might have been left alone. 
And in this process, chances to make improvements and 
savings are to be found. 


Technical perfection is the first requisite in 

such a product. Whatever happens to mate- 

rials, technical standards must be main- 
tained. 
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UBBER technologists are not unanimous in agree- 

ment as to what properties a synthetic material 
must possess to qualify as a rubber. Many synthetic 
substances, such as synthetic indigo or synthetic meth- 
anol, are chemically identical to those of the same name 
derived from vegetable origins. In contrast, all of the 
commercially available synthetic materials classified in 
this discussion as rubbers are distinctly different in 
composition from the natural product. Here the clas- 
sification is based solely on physical properties, and all 
these synthetics resemble natural rubber in some of the 
physical characteristics on which its wide usefulness 
depends. 

The meaning of the word rubber has changed. It no 
longer signifies a particular hydrocarbon material, but 
has been widely adopted to characterize a class of sub- 
stances similar physically to natural rubber, regardless 
of their chemical composition. In order to qualify as 
a rubber, a material should stretch readily to a con- 
siderable degree and, after release, retract forcefully 
and quickly ; but no specific criteria have been generally 
adopted limiting the values for these properties. 


RUBBER 


NATURAL 


The synthetics which recently have been or are now 
of commercial interest in this country are of five types: 

1. Polymers of chloroprene (Neoprenes ) 

2. Reaction products of aliphatic dihalides with 
aliphatic polysulphides (Thiokols) 

3. Co-polymers of butadiene with other polymeriz- 
able compounds (Perbunan, Buna S, Ameripols, 
Hycars, Chemigum ) 

4. Plasticized polymers of vinyl chloride ( Koroseal ) 

5. Polymers of isobutylene ( Vistanex) 

In its unvulcanized state rubber is more or less 
plastic, and when suitably prepared can be readily 
sheeted, extruded in tubular or other shapes, squeezed 
into the meshes of textile fabrics or spread in solution 
on their surfaces. These properties, important for the 
fabrication of articles, are possessed in varying degrees 
by all the synthetic materials here classified as rubbers. 
Vulcanization changes natural rubber from a plastic 
substance, soluble in hydrocarbon solvents and suscep- 
tible to marked physical and chemical alterations within 
the range of ordinary weather temperatures, to a new 
material—highly elastic, insoluble (though swollen) in 
hydrocarbon solvents, and relatively insensitive to 
change over a considerable temperature range. Similar 
changes may be induced by vulcanization in most of the 
synthetic rubbers. 
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SYNTHETIC 


By J. W. SCHADE 


Director of Research 
The B. F. Goodrich Company 


Investigations of the co-polymer field, though in 
tensively pursued for some years past, have by no 
means covered all possible combinations. It is reason 
able to expect that continued research may within a few 
years disclose several new synthetic rubbers made fron 
as yet untried combinations, each possessing some de 
sirable characteristic to a degree as yet unobtained. If 
this expectation is realized, the usefulness of rubber 
like materials will spread far beyond the limits imposed 
by the properties of materials now available. 

The uses of natural rubber unblended with othe: 
materials is decidedly limited. For a hundred years the 
rubber industry has been seeking i improved methods of 
modifying rubber in order to make it more resistant to 
abrasive wear, oil, heat, or other deteriorating materials 
or forces affecting serviceability. It has been necessary 
to produce compositions of different colors and of 
various degrees of hardness or rigidity. During this 
period, manufacturers of rubber goods have learned 
also, various ways of combining the advantages of 
rubber compositions with other materials such as wood, 
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Polymerization combines the ingredients in a 

complex molecular structure. Each of these 

units has a capacity of one ton of synihetic 
rubber per day. 


Ameripol is readily handled on standard rub- 

ber processing equipment. The first step is the 

wash mill, which squeezes the material into 
thin sheets. 


These two miniature tires were of identical 

size. After two weeks immersion in oil the 

natural rubber tire swelled 40% in diameter, 

180% in volume. The synthetic retained its 
original dimensions. 


metals or textile fabrics. Like expedients are now being 
followed in modifying synthetic rubbers and designing 
articles in which they are used. Just as study and ex- 
periment have disclosed ways of improving in certain 
respects the properties of natural rubber, it is to be 
expected similar important improvements will be made 
in compounding technique with synthetics. 

To meet the many requirements imposed by a wide 
diversity of uses, hundreds of rubber compositions 
have been developed. For a specific service those are 
selected whose properties are best suited to meet the 
requirements. Compositions are frequently improved, 
but no matter how great the improvement, demands for 
products to withstand more severe conditions never 
cease. For example, conveyor belts, originally required 
to carry small aggregates at ordinary temperatures, 
must now withstand the shock of large masses dropped 
upon them and, at times, must transport materials at 
temperatures only slightly below red heat. Belts cap- 
able of standing this severe punishment are now avail- 
able. In pneumatic tires, improvements in tread wear 
resistance during the past ten years has averaged 10% 
a year. The industry has not been static, and there 1s 
no indication that the limit of improvement will soon 
be reached. 


Comparison of Properties 


Inasmuch as all rubbers are greatly modified by 
compounding, and their compositions are usually com- 
bined with other structural materials to render them 
useful for a great variety of services, it is evident that 
no table of properties can be compiled representative of 
any vulcanized rubber as a specific material. Values for 
various physical properties vary with each change of 
composition and sometimes with the degree of vulcani- 
zation. In comparing the properties of several rub- 
bers, each of which may be varied so widely, one can- 
not be very specific. Certain general comparisons can 
be made, however, which will be of value to those who 
are interested in applications of rubbers for specific 
uses. Chart I tabulates the relative merits of rubber 
and the synthetics which have been used commercially 
in this country. Vistanex is omitted because its appli- 
cations as a substitute for natural rubber are not im- 
portant, although it is used to some extent in mixtures 
with natural rubber and for electrical insulation. 

The mechanical properties of natural rubber compo- 
sitions are not surpassed to any marked extent by those 
of synthetic rubber stocks. For this reason, unless their 
cost can be reduced sufficiently to be competitive, syn- 
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thetic rubber will probably not replace the natural prod- 
uct in articles which depend for utility on such proper- 
ties alone. It frequently happens, however, that in 
service rubber must be subjected to influences which 
rapidly impair its mechanical excellence. Contact with 
oil may be unavoidable, or exposure to bright light or 
high temperature. In such cases, compositions of syn- 
thetics or mixtures of synthetics with natural rubber 
must be used. 

Occasionally some one material so far surpasses all 
others that it alone may be used successfully. For ex- 
ample, no synthetic has yet been found to equal natural 
rubber in resiliency or extensibility. Golf balls made 
by winding rubber thread under tension, and stationers’ 
bands, are markedly superior to similar products made 
of synthetic materials. Linings for metal tanks to 
resist the action of nitric-hydrofluoric acid mixtures 
used for pickling stainless steel, or of chromic acid 
plating solutions, are made of Koroseal because of its 
outstanding superiority in resisting these powerful ox- 
idizing solutions. For hose to conduct lacquer solvents 
and thinners, Thiokol is the most resistant of any of the 
synthetics which have yet appeared. 

Some Practical Applications 

The predominant virtue of synthetic over natural 
rubber is their resistance to oil and organic solvents. 
This fact has directed their first use to those types of 
service where the flexibility of rubber was needed but, 
because of the action of such liquids, compositions of 
natural rubber could not be satisfactorily applied. A 
few of these may be mentioned by way of illustration. 

Rubber inking rollers on printing presses, which 
withstood the action of newsprint inks containing no 
drying oils, were entirely unsuited for use with inks 
containing manganese or cobalt driers. Rollers of 
synthetic rubbers, however, not only resist the action of 
oils and driers but do not soften when heated as the 
glue-glycerine rollers do. This has led to their adop- 
tion for a new printing process in which the ink, a solid 
at room temperatures, must be melted by heated rollers 
on the press. It does not require oxidation, but sets by 
chilling. This is the process used in printing the new 
paper, PM. 

Water-lubricated rubber bearings are commonly used 
for the outboard bearings of propeller shafts on ves- 
sels plying in silt-bearing waters. The rubber is de- 
formed by any particles of sand which enter between 
it and the metal shaft, and these particles travel along 
the shaft and are expelled without scoring the metal. 


Principal ingredients of Ameripol synthetic 


rubber are petroleum, gas and air — plus 
the brains, patience and skill of research 
scientists. 


The curds of the new compound rise to the 

top of the solution and are skimmed off. Dr. 

Waldo L. Semon demonstrates their new 
rubber-like properties. 


Sidewalls and tread of this tire are of the new 
synthetic: all other materials unchanged. It 
looks like a natural rubber tire and meets the 
most rigid specifications for highway service. 
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CHART I 


E=Excellent, G—Good, F=Fair and P= Poor 


Property Rubber Neoprene Thiokol Koroseal Perbunan Oil Resistant 
ABRASION AND TEAR RESISTANCE G P E— if heat E 
is not gen- 
ADHESION TO METALS E E 
AGING IN STORAGE | E E E E _€ E 
CHEMICAL RESISTANCE: a 
Oxidizing Solutions P P P E P P 
Ozone P E E 7 F F 
__Solutions of Salts, Alkalies G Acids G G G G G G 
COLOR RANGE E G P E F 
RESISTANCE TO DIFFUSION OF GASES F G E E G G 
ELASTICITY AND REBOUND E G P F G F 
ELECTRICAL PROPERTIES: 
Conductivity F F F F F F 
Resistance to Corona Cracking P E E E P P 
Dielectric Strength E re F E F F 
FLAME RESISTANCE Pp P Po 
RESISTANCE TO FLEX-CRACKING F E G 
RESISTANCE TO FLOW: Cold E G P ae E E 
Hot E F P P E 
HARDNESS RANGE-DUROMETER A | 20-100 _ 10-90 20-80 10-100 10-100 10-100 
LOW HEAT GENERATION THROUGH 
HYSTERESIS E F F F 
FREEDOM FROM P F F 
RESISTANCE TO SWELLING IN: P P G Shrinks be- P F 
Chlorinated or Aromatic Solvents P P G cause of ex- P F 
Lacquer Solvents P G E traction of 
Mineral Oil or Gasoline plasticizer. GCtoE E 
Water F G — E E 
RESISTANCE TO DETERIORATION BY 
Ave. Plastic- 
izer Con- 
SPECIFIC GRAVITY OF BASIC MATERIAL 0.93 | 1.25 1.35 tent 1.30 0.98 1.00 
RANGE FOR STRETCHABILITY E G F F G : G 
RESISTANCE TO CHECKING IN SUN- _ 
LIGHT E F G 
STABILITY OF PROPERTIES WITH 
CHANGE OF TEMPERATURE: 
Cold E F E F G G 
Heat G E P P E a 
In exceedingly muddy water such as is produced by 


Rubber still exhibits superiority to all the synthetics 
now available, in 


a. Elasticity and rebound. 
b. Low heat generation through hysteresis. 
c. Extensibility. 


d. Resistance to stiffening at low temperatures. 


Superiority has been found in synthetics over natural 
rubber in 


a. Resistance to swelling and deterioration in con- 
tact with oils, organic solvents, and water. 


b. Resistance to cracking in sunlight. 
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Resistance to deterioration by heat. 
d. Resistance to powerful oxidizing agents. 


e. Resistance to diffusion of gases. 


the cutter he: ads of dredges, rubber bearings have 
yielded extraordinarily long service. However, when 
bearings of this sort were used on vessels at Maracaibo, 
Venezuela, where the surface of the water was covered 
with a film of oil from neighboring wells, the rubber 
swelled and softened and the bearings soon failed. 
Substitution in the bearings of synthetic rubber com- 
pounds which are not swollen or deteriorated by oil 
overcame the difficulty. 

Because of their resistance to swelling in gasoline, 
synthetics are replacing natural rubber in hose for dis- 
pensing this fuel. Similar superiority against the ac- 
tion of lubricating oils led to adoption of synthetics for 
hydraulic brake hose for use with fluids containing 
mineral oil, though natural rubber has proved adequate 
for use with fluids of the glycerol type. 

Another superiority of certain synthetics lies in their 
resistance to checking in sunlight. This fact led to the 
adoption of Neoprene in a surface coating for rubber 
airplane de-icers, exposed at times to bright sunlight. 
Because the higher specific gravity of Neoprene would 
increase the weight, and because it stiffens at higher 

Continued on page 92 
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THE QUESTIONING MIND 


A PRIVILEGE 
AND A DUTY 
OF THE 
PURCHASING 
EXECUTIVE 


AprRIL, 1941 


By FRED G. SPACE 


Purchasing Agent 
Seymour Manufacturing Co. 


a. are cheap; as a commodity, the market 
is surfeited with them. A national political cam 
paign merges into a campaign for national prepare: 

ness, which of course means preparation for a pos 
sible war. There is no lifting of the barrage of voices, 
no actual unity except in the recognition of the prin 
ciple that the people have the right to express them 
selves. 

This the people are surely doing. Last November 
the total political vote was the largest in the history of 
our nation, and in some ways it was the most volatile 
Today the newspapers and magazines, the air-ways and 
the buy-ways, are filled with a confusion of voices 
There is an upsurge of violent opinion which leaves 
even those of us who are more conservative somewhat 
groggy from its impact. Emergency powers are de 
manded, and while avoiding the issue of its necessity, 
it is well that we consider whether those in whom these 
powers may be vested are qualified to use them rightly 

Sennacherib, the great Assyrian king who reigned in 
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700 B. C., through his messengers requested certain 
pledges of Hezekiah, King of Judah, offering in turn 
to deliver 2,000 horses, if—. And as so often happens, 
that two-letter word introduced the most vital clause 
in the proferred contract: “if thou wilt be able on thy 
part to set riders upon them.” Horse power is still the 
theoretical unit of power measurement, but it remains 
in the realm of theory until it is harnessed and con- 
trolled. Horses are synonymous with power, but they 
offer little more than a stirring picture until they are 
ridden by men of strong will and wise purpose. 

Lest we think that this confusion of voices and 
welter of opinion is aimless and might well be con- 
stricted, let us remember that in its essence it is a 
sacred privilege denied to many of the peoples of the 
earth and preserved for us as a proud heritage and as 
an expression of our liberty. If a Purchasing Agent, 
for instance, were circumscribed in his privilege to 
question—with all that the word implies—he could 
function about as intelligently as a dummy. 

At a time like this, it is easy for the buyer, uncon- 
sciously perhaps, to abrogate that function. The trade 
papers tell him that steel is operating at over 100%, 
that a good delivery is three months, and a reasonable 
delivery much longer than that. He is reminded that 
prices are firm and some commodities scarce. Quota- 
tions are subject to prompt if not immediate accep- 
tance. Much of industry is on a twenty-four-hours-a- 
day basis, but the stock market would hardly confirm 
that situation. Legitimate concessions here and there 
are withdrawn because now is hardly the time to ex- 
pect such things. The salesman is embarrassed when 
you give him an order, hence a few of them are tak- 
ing vacations. The buyer knows that he should visit 
his sources of supply in the interest of a clearer under- 
standing of his needs, but the increase in his duties 
chains him to the desk. If he delays the placing of a 
specification because he questions this or that, his own 
organization may be on his neck. In short, for the 
moment, and perhaps for years, it is a sellers’ mar- 
ket. 

As I am writing this in the privacy of my den, a 
radio voice filters through and is telling of the problem 
of furnishing armor plate, and the obtaining of ma- 
chine tools, and the shortage of housing. All of these 
may be facts, but if you have a house to sell, unless 
it is in exactly the right area, it’s a drug on the mar- 
ket. We have encountered serious difficulty in pur- 
chasing a certain metal, and then one morning we read 
that the government has discovered a conspiracy to 
restrict its production. Our purchase orders multiply, 
and the routine of placing the business becomes more 
complicated. 

Today the task of purchasing is bewildering. With- 
out knowing it, we drift from many of our accustomed 
moorings. With less time for research and review, we 
may become less efficient. There is an old Chinese 
proverb which tells us that in addition to the four 
points of the compass there is still a fifth one—and 
that is the point where we are. Under present condi- 
tions, the point where we are may be as confusing as 
the course that we should pursue. 

It might even be irksome to some of us who have 
been on the job for years, to face up to the fact that 
at times such as this the wear and tear on ourselves 
might even be greater than on the machinery which 
may be suddenly giving out here and there throughout 
our plants. Difficulties surrounding the replacement of 
machinery may appear insurmountable, but spare parts 
for human being are not catalogued or available even 
on extended deliveries. The secret then is in growth 
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and re-creation, and that is or may be a much slower 
process. 

When the Purchasing Agent is under pressure from 
every side, it is very easy to lose that fine sense of 
proportion which is the essence of buying. The sales 
department may well know the delay involved in filling 
an order, but it is quite natural that they should still 
fight for the impossible. One Purchasing Agent tells of 
a department head recognizing as hopeless the meaning 
of the word “Rush” or “Urgent”, and to nullify the 
mummifying impact of these terms on the buyer he 
has now substituted the word ‘Frantic’. Let’s credit 
it at least with being original. 

It is important that we maintain that sense of pro- 
portion. The little annoyances may prove the most de- 
vastating, but if they get the best of us in the end the 
chief victim is ourselves. Some years ago a scientist 
was called to view a giant tree on the slopes of the 
Sierras. He decided that it was but a seedling when 
Columbus discovered America, only a sapling when 
our forefathers landed at Plymouth Rock. The great 
tree had withstood the avalanche, although it had left 
its scars. Lightning had destroyed some of its branches, 
and the storms that swept the mountains had taken 
their toll, but there it stood—its main trunk as vital 
with life as ever, until some small insects had started 
to bore from within. And finally, when these had fin- 
ished their passage, the giant tree had succumbed. Just 
some little insects under the bark, that’s all. 

We perhaps face the major things with courage, or 
even as heroes, but the little things that get under our 
skin are what saps our strength. Today’s task is a 
challenge, and to meet it may require a new technique, 
but in the hurly-burly surrounding us we may well 
hold fast to that questioning approach which has served 
the buver well in stripping the cloak of impossibility 
from many problems. Samuel Johnson once said that 
“Questioning is not the mode of conversation among 
gentlemen.” But we may still enlist the services of 
those six honest serving men of whom Rudyard Kip- 
ling speaks in the “Rabbi’s Song” : 

“| keep six honest serving men, 

Thev taught me all I knew. 

Their names are What and Why and When 
And How and Where and Who.” 
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For best results, capaci- 
tors should be considered 
as a part of a complete 
installation. This substa- 
tion at a South Carolina 
cotton mill includes three 
500-KVA 2400/600 - volt 
single phase transform- 
ers, one 360-KVA outdoor 
capacitor, with appropri- 
ate disconnecting switch- 
es, bus supports, insula- 
tors and connectors. 


CAPACITOR... 


HI purchase of capacitor equipment, like milady’s By M. I. ALIMANSKY 
purchase of a lipstick, involves more than a mere tas 
business transaction of money paid for goods received. 
Correct application is the factor which determines the 
worthwhileness of the buy. 
The capacitor’s single function is to compensate 


General Electric Company 


in its ability to lick a condition known to the elect: 


magnetizing current. In so doing it reduces total cur- ena wages “low ——— provided the capa: 
rent demand and cuts power costs. Just how the ca- tor is properly applied. 


Usually, all of the current input is not utilized t 
deliver power, as measured in watts or kilowatts, 1 
the general a-c circuit. In most cases some of the cut 
rent is used to magnetize equipment such as inductior 
motors, transformers, and electromagnets, which 1 
quire a supply of magnetizing current from thi 
The relationship of power current (current actual 
performing work) and total current (power cur: 
plus magnetizing current) is known as powe! 
Obviously, no reduction in power current is poss 
for a given heating or mechanical load, but it is | 
sible to compensate for magnetizing current. [his 
duces total current demand from the system, and 
load can be supplied from the same generating, | 
mission, or distribution facilities. 


pacitor plays the role of a money-saver this way lies 


The Pyranol A system in which these circumstances prevail 
capacitor unit said to possess high power-factor. Naturally, 11 
is extremely less to supply power to such a system than one whic! 
compact, one- has a low power-factor. For this reason, many powe! 
third smaller companies provide rate schedules that reward the 
and lighter power user with a high power-factor by a reduction 11 
than earlier power cost. 

types. At the same time, high power-factor users reduc¢ 
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Small rack-type capacitor equipment can be 
furnished dust-tight for convenient installation 
in the plant, as at this Georgia textile factory. 


current in feeders and transformer banks within their 
plants. The result is improved voltage, reduced losses 
and released capacity of their own systems for load 
growth. 

These benefits make the application of capacitors 
particularly attractive to the industrial plant which 
generates its own power, for of course there is no 
power bill to be reduced. Equally important savings 
are made, however, by forestalling major investments 
in increased generating equipment, transformer ca- 
pacity, feeders, and similar equipment. 

For this same reason, power companies are be- 
ginning to apply capacitors themselves on distribution 
feeders serving their smaller customers whose power- 
factor is low. Special rate schedules involving power- 
factor adjustment clauses or kva demand clauses can 
generally be applied by the central station companies 
only to the larger industrial customers. 


Applying Is As Important As Buying 


Both the purchaser and the supplier of power are 
capacitor customers. Each should take certain things 
into consideration in buying capacitor equipment. 

Industrial power users supplied by a central station 
company with a power-factor adjustment or kva de- 
mand clause in its rate schedule, should first consult 
with the power company on the rating recommended. 
At the same time, the proposition should be referred to 
a manufacturer with an established reputation in the 
field who can offer the services of experienced engi- 
neers. Services of the manufacturer’s engineer are 
invaluable, since proper application of the capacitor 
necessitates not only familiarity with the user’s plant, 
but also with the central station system operation and 
its effect on the capacitor equipment. The engineer 
will be able to make complete recommendations re- 
garding type of capacitor equipment, points of installa- 
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Typical indoor installation at a felt plant in 
central New York. The equipment includes two 
capacitors, 75-KVA, 460 volts, 60 cycles. 


tion for maximum effectiveness, and tell what switching 
and protective equipment is needed. Such assistance, 
based on thorough analyses, preclude the possibility 
of operating difficulties and assure maximum return 
for the minimum investment. 


Specifications Should be Exact 


After the rating of the capacitor, and the switching 
and protective equipment to be purchased has been 
determined, prices can be obtained from the manu- 
facturer. Quotation requests should always specifically 
state the exact rating desired of all the related equip- 
ment. 

Industrials generating their own power should take 
these same steps in the purchase of capacitor equip- 
ment, and one more. Since the capacitor application 
will affect the entire system, complete recommenda- 
tions should be obtained from an experienced engineer 
who is not only familiar with capacitors, but with 
transformers, feeders, and generating equipment as 
well. 

Utility capacitor buyers can obtain from the manu- 
facturer’s engineers valuable services which will aid 
tremendously in achieving the most effective layout for 
maximum return on the investment. These engineers 
are in constant contact with systems of all types all 
over the country, and are in touch with the latest 
trends in power-factor improvement on central station 
systems. Thus they are ideally qualified to collaborate 
with the utility’s own engineering organization in prop- 
erly applying capacitor equipment. 

It is highly essential that the utility purchaser specify 
exactly the equipment desired by his engineers, but the 
specific cations should permit the quotation of excep- 
tions. This sometimes allows the manufacturer to 
suggest economies based on new application ideas or 
newly developed equipment which will give operating 
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In some cases, capacitor equipment can be 

most effectively installed outdoors, or where 

power lines enter the plant. Here is the way it 

is handled at the American Emblem Co., in 
Utica, N. Y. 


results perhaps even more satisfactory than would be 
obtained with the equipment specified. 


Meet Mr. Capacitor 


The capacitor as an element of the electrical circuit 
is one of our old friends. But except in laboratory 
and a few minor commercial applications, it had but 
limited use until 1913-1915. At that time the increas- 
ing use of alternating current emphasized the im- 
portance of power-factor consideration. 


Fundamentally, a capacitor consists of a number 
of plates separated by some form of insulation, Oi 
impregnated paper was the best-known insulation 
the early stages, so it was used in capacitors applied 
to circuits 2300 volts and above. With the gre 
increased use of capacitors in the next 15 years 
oil capacitor underwent extensive changes for in 
provement. However, it became apparent by 1927 
that the use of capacitors would never be fully ex 
tended until some material was found to replac: 
as the treating medium. 

First, it was evident that no further appreciabl 
cost reductions could be obtained with oil. Second 
oil as a treating medium was unstable becauss 
was a natural product and had to be refined, and 
because it could be oxidized readily, resulting in un 
stable characteristics and inflammability. 

Recognition of these defects led to extensive r 
search efforts to develop a new material which 
would overcome them, It was early recognized that 
this new material would have to provide more kva 
for the same volume in order to lower costs. It was 
essential that the material be synthetic so that by 
combination of known ingredients a known ultimate 
product could be obtained every time. It was furthe: 
essential that the material be chemically stable so 
that the capacitor characteristics would remain un 
changed even after years of service, thus resulting 
in longer life. 

After several years of intensive effort, the new 
liquid, Pyranol, was developed in General [lectric’s 
insulation laboratories at Pittsfield. Pyranol permitted 
reductions of about one-third in size and weight of 
capacitors and when the material was introduced in 
1931 there was a reduction in the prices of capacitors 
amounting to approximately 40%. 

This had led to increased use of capacitors and sub 
sequent cost reductions due to economies in produ: 
tion. Further, there have been additional reductions 
in size due to improvements in the characteristics of 
the other materials used. Today the size and weight 
of Pyranol capacitors are approximately one-third that 
of the older oil capacitors, with a price level about 35% 
of that existing in 1929 (a reduction of 65%). To top 
it off, these capacitors have achieved a remarkabl 
service record—failures in service having amounted 
to considerably less than one-half of 1%! 


DEFENSE AGAINST SABOTAGE 


The principal points to be considered in protecting 
a plant or other vulnerable point against sabotage, ac- 
cording to the Civil Security Branch of the Royal 
Canadian Mounted Police, are: 

a. Adequate fencing of property with industrial 
type of fencing, together with floodlighting when this 
is at all possible. 

b. Employees and visitors to be admitted through 
a single entrance, and to be carefully checked on their 
entrance and exit. 

c. A pass system for plant visitors, to be issued 
by a competent authority and to be taken up when 
the visitor leaves the premises. 

d. Identification cards for all employees, bearing 
the subject’s photograph and fingerprint. 

e. Inspection of trucks and other vehicles seeking 
entry upon the property. 
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f. Inspection of all raw materials and supplies be 
ing taken into the premises. 

g. Through and frequent inspection of all fir 
fighting equipment, including sprinkler system and 
water supply main inlets. 

h. Organization of a volunteer fire brigade wit) 
the plant itself. 

i. Screening of windows through which any bom! 
or incendiary material could be thrown. 

j. Parking of cars and other vehicles close to build 
ings should be discouraged. 

k. The proper checking of all employees. 

1. A plant police force or guard unit should be 
organized under the supervision of the plant security 
officer, the number of guards depending on size and 
location of the plant and the nature of the industry. 
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N.A.P.A. CAN CARRY THE LOAD 


An analysis of the proposed amendment 
from the standpoint of membership growth, 
quality standards, and Association finances 


By F. ALBERT HAYES 
Purchasing Agent, American Hide & Leather Co., 


Vice President, National Association of Purchasing Agents 


HE N.A.P.A. should be concerned about the prob- 

able effect of the proposed amendment on growth 

and finances. That requires consideration of the kind 

of growth to be secured from widespread use of the 

permissive amendment, and the study of financial abil- 

ity to maintain and increase the quality and amount of 
national services now extended to members. 

The normal growth of the N.A.P.A. has come from 

recognition by those firms which have organized Pur- 

chasing Departments that the membership of their 


HE National Association of Purchasing Agents, 

at its convention in Chicago next month, will 
vote on a proposal to create a new type of Asso- 
ciation membership open “to those members of a 
Purchasing Department which already has represen- 
tation in the Association, who otherwise satisfy the 
eligibility requirements of the National Association 
and the Local Association.’ The amendment would 
be permissive in nature, to be made effective only 
at the discretion of the individual Local Associa- 
tions. It would extend the benefits of membership, 
at first hand, to buyers and junior buyers, at a re- 
duced rate for the limited period of five years for 
each such membership. 


The plan is sponsored by Donald G. Clark of Gulf 
Oil Corp., Past President of the N.A.P.A. and Chair- 
man of its Educational Committee, and W. E. Bittner 
of the Diamond Alkali Co., Past President and Na- 
tional Director of the Pittsburgh Association. A state- 
ment outlining the objectives of the proposal was 
published in the October 1940 issue of PURCHAS- 
ING. In that statement, the case for associate mem- 
bership was summarized as follows: 


ASSOCIATION MEMBERSHIP 


Purchasing Agent in the Association is desirable be- 
cause it is profitable. It is not likely that further growth 
from this source is exhausted. Every Local Associa- 
tion has that as a project, and thus a membership of 
5,866 in 25 years has been secured. That member- 
ship represents about 5,400 different companies. 

Another source of future membership depends on 
the further acceptance by business that there is profit 
derived from the use of progressive procurement poli- 
cies made effective through properly organized and 
staffed Purchasing Departments. That is an educa- 
tional program which takes more time, and in which 
the N.A.P.A. can only share. The promotion of the 
idea is a proper project, and the Association uses 
several methods, such as the Boffey Students’ Award, 
the national conventions, etc. 


The kind of growth resulting from the foregoing can 
be viewed in general with great satisfaction. What will 
be the effect of the proposed amendment? Will our 
total membership increase? Will the quality of mem- 
bership remain at its present high level ? 

If the amendment is adopted at Chicago, the imme- 
diate effect will be nothing, because the legislation is 
only permissive. A considerable time element is in- 
volved, because any Association wishing to use the idea 
will have to, by suitable means, incorporate it into their 
own constitution and by-laws. 

The proposal would be considered only by those 
Local Associations whose membership included firms 
large enough to have candidates for Associate Mem- 
mership. The proposal in its present form does not 
extend a reduced fee to Associate Members in Canada. 
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Some of the Local Associations already have arrange- 
ments for Associate Membership which they will not 
wish to disturb. This eliminates at least 1,000 firms 
within such territory. Some of the remaining 4,400 
already have multiple membership. Without the bene- 
fit of a questionnaire to establish facts, it is estimated 
that there are not more than 1,000 firms whose Pur- 
chasing Agents are now members, which would have 
potential candidates for the new Associate Member- 
ship. That might amount to a potential of 2,000 addi- 
tions, and your guess is as good as mine as to how 
many of these would be secured by the device of the 
proposed amendment. Perhaps not more than 500 would 
ever be secured, and during 1941-1942 not more than 
200 of the possible 500 are likely to come in. The ef- 
fect of such an addition on the N.A.P.A. from a finan- 
cial standpoint is negligible, and we can easily carry 
the additional burden of the proposed membership. 
To make the proposal attractive to Associate Mem- 
bers, the Local Associations must adjust their dues so 
that the total of the concession by the National and 
Local organizations amounts to a considerable reduc- 
tion of overall expense. These are Local Association 
problems over which the N.A.P.A. has no control. 
From the National viewpoint, it might be well to 
create a uniform scheme for Associate Membership 
which would be adopted by Local Associations as they 
saw fit. It should be recognized that any Association 
can now establish an Associate Membership within its 
own body at a reduced rate, if it chooses. The fee of 
the N.A.P.A. under present regulations would still be 
$15, and for all practical purposes those Associate 
Members within an Association would be full fledged 
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1. If the N.A.P.A. is to perform its greatest service 
to the Profession of Purchasing, it must direct 
its attention, and its educational efforts, to the 
younger group who are going to be the Pur- 
chasing Agents of tomorrow. 


2. If the Association is going to endure and 
prosper, it must engage the attention not only 
of those who are now leaders in purchasing 
work, but of those who are going to be the 
leaders of tomorrow. 


To foster a better understanding of this important 
proposal, which is basically in harmony with the 
educational and service ideals of the Association, 
PURCHASING has asked for expressions of opinion 
from three different viewpoints—a junior buyer, a 
national officer, and a department head on the 
Pacific Coast where junior memberships have been 
successfully established under a somewhat different 
administrative procedure. These statements are pre- 
sented herewith. They are individual opinions, not 
to be construed as the official policy of any group. 


FOR JUNIOR 


members of the National. The proposed amendment 
would prevent that anomalous condition and also pro- 
vide a reduced fee from the National for those Asso- 
ciate Members. Under those circumstances, either the 
proposed amendment or some modification thereof 
would be a good idea to prevent a haphazard Associate 
Membership from gradually arising throughout the 
country. 

To summarize: the effect of the proposed amend- 
ment, if adopted, on the National, reduces itself to its 
effect on the growth of the Association. Growth from 
that source is not likely to be large. If we can be 
satisfied that the amendment will produce an increased 
membership of men with desirable qualifications, then 
there seems to be merit in the idea. The proposal is 
surrounded with enough restrictions so that nothing 
harmful can happen. The question well might be 
raised as to whether the proposal would be of sufficient 
attraction to the younger men, at whom it is aimed, to 
do much good. 

The amendment is permissive only, and only those 
that want it will accept it. If a particular Association 
believes it will help their local situation, it is desirable 
to have some uniform plan available. It is not clearly 
apparent why other Associations which already have a 
plan, or who may not be interested in such a plan, 
should prevent adoption of the amendment by their 
opposition unless they have a better plan. 

The proposal of District No. 6 and the arguments 
presented by its sponsors are worthy of thought before 
the meeting of the National Directors at Chicago in 
May. The project apparently is headed now for the 
waste basket—and it may not belong there. 


Apri, 1941 


JUNIORS WOULD BE HELPED 


Purchasing Assistants Appreciate the bene- 

fits of Association work, and would wel- 

come the wider opportunity of affiliation 
with N.A.P.A. 


By ANDREW GUNTHNER 


Buyer, General Printing Ink Corp., 
President, Metropolitan Purchasers’ Assistants Club 


T IS indeed gratifying to see that a movement is 

afoot among the Chiefs of our Purchasing Depart 
ments who realize the problems of the younger men 
in purchasing and want to shorten the time that experi 
ence makes necessary, by extending to us the educa 
tional resources of the N.A.P.A. 

It is true, we hope, that many of us who are now 
holding Assistant’s positions in buying will some day 
control the policies of a Purchasing Department. The 
sooner the N.A.P.A. takes a larger and more direct 
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part in our education, giving us first hand information, 
the faster our capabilities for directing proper policy 
will develop. It is to be assumed that most Juniors are 
doing a good job under the systems that are now in 
effect in the companies for which they work. This does 
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not necessarily mean that the buying principles and 


systems used are always the best. When promoted to 
a senior position, today’s Assistant, if he has been prop- 
erly schooled in modern purchasing methods, will be 
in a position to apply those modern methods to modern 
trends and conditions, which will automatically raise 
and improve the sté indards of the purchasing profes- 
sion, 

Quite frequently we hear the question, “Is there any 
loyalty to the N.A.P.A. felt by the Assistant or Buyer 
who has no direct affiliation with any local Association, 
and therefore none with the N.A.P.A.?” The answer 
is very definitely, “Yes.” | quote from the constitu- 
tion of the Metropolit: in Purchasers’ Assistants Club, 
which has no official affiliation with the N.A.P.A. or 
with the Purchasing Agents Association of New 
York: “To foster the principles and practices adopted 
by the National Association of Purchasing Agents in 
their various conventions.” Yes indeed, we are grate- 
ful to the N.A.P.A. for its aid and example, and to the 
New York Association, which has been of material help 
through the very liberal use of its members as speakers 
before our Club. 

No matter what the final plan may be, we must not 
overlook the fact that junior buyers are not in a posi- 
tion to pay dues on the same scale as department heads, 
which means that the size of the Associate Membership 
will be governed largely by the per capita cost. 

The argument has been advanced that the presence of 
junior members at the meetings might to some extent 
curtail the free expression of opinion, action, etc. This 
could be controlled in various ways—for example, by 
having the juniors present at one in every three meet- 
ings, or some similar plan. This might be a desirable 
arrangement, for it would allow for the formation of 
active Junior Clubs in the various cities. These clubs 
could have their own meetings, elect officers and learn 
the answers to the various problems that go with the 
offices and chairmanships and memberships of com- 
mittees. Such information and experience would be 
very helpful upon coming into full membership in a 
Local Association. 

The eligibility of members in any Associate Mem- 
bership plan should be very carefully studied. Our 
Junior organization, for example, has several types of 
membership, and some of these would be properly ex- 
cluded from Associate Membership in the N.A.P.A,, 
though there is definitely a place for them in the Junior 
Club. Our membership now includes principally men 
who are engaged in purchasing work, but also some 
who were formerly in purchasing work and intend to 
re-establish themselves in this field at the first oppor- 
tunity, and some who have taken courses in purchasing 
and are trying to locate themselves in our profession. 
The present proposal would accept only those who are 
active buyers and whose Chiefs hold full membership 
in the Association. 

One concluding thought: Many Assistants in Pur- 
chasing Departments are keenly interested in further- 
ing their knowledge of the profession. As the plan 
now stands, they would be excluded simply because 
their Chiefs do not have the time or the inclination to 
become members of the local chapter of N.A.P.A. 


WE HAVE JUNIOR MEMBERS 


The Northern California Associa- 
tion favors junior membership in 
principle, but not as proposed un- 
der the Clark-Bittner amendment 


By JOSEPH E. PRIMEAU 


Purchasing Agent, St. Francis Hotel, San Francisco 
Vice President, Purchasing Agents’ Association 


of Northern California 


N THE Purchasing Agents’ Association of North- 

ern California, we have had a form of junior mem- 
bership for ten years. My assistant 1s one of the 
junior members at the present time, and [ am he: irtily 
in accord with the plan as it operates in our Local As- 
sociation. We have found it of inestimable benefit 
both to the Association and to our junior purchasing 
executives, 

Because it has been so successful, and since the 
majority of our local membership feels that the pro- 
posed plan for Associate (Junior ) Membership in the 
National Association would definitely impair the ef- 
fectiveness of our present plan, without offering many 
compensating advantages, we are strongly opposed to 
the creation of National Associate Membership. 

Under our set-up, any person who is eligible for ac- 
tive membership and who is employed as an assistant or 
buyer for an active member, is eligible for junior mem- 
bership for a term not to exceed three consecutive 
years. While so designated on the roster, these junior 
members share all the privileges of local membership 
the same as active members, except for voting, prop- 
erty rights, committee chairmanship, or the right to 
hold office. They, of course, have access to the 
N.A.P.A. bulletins and releases received by the active 
members in whose departments they are located. 

The plan has proved very successful. It gives the 
junior executives the advantages of helpful contacts 
and all the educational values and services of the Local 
Association, and in turn has proved to be a means of 
bringing in many active members through “graduation” 
from their ranks. We earnestly recommend our plan 
to the consideration of every Local Association. 

However, to replace this plan with that proposed for 
National Associate membership, would be most unwise, 
we feel, and would work a hardship on all those Local 
Associations which have junior or associate member- 
ship arrangements such as ours. 

Since many firms will pay for but one membership, 
the junior members are often paying their own dues. 
To add the $5 for the National Association to their 
present dues (in the case of Northern California, $6) 
making a total of $11, would undoubtedly result in 
considerable defection in the present ranks of the 
juniors, and make it far more difficult to secure new 
junior members. Aside from the injustice this would 
work upon them, the bad effects upon Local Associa- 
tion finances should be considered. 

In the light of the foregoing, we of Northern Cali- 
fornia feel that junior membership is strictly a matter 
for Local Associations to handle, and in no sense a 
national problem, and that it is being covered most 
adequately under the present arrangement. 
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ROCUREMENT problems have increased ten-fold 

since the inauguration of the National Defense 
Program. Speed is essential. With shipments in 
many lines already subject to delay and immediate 
supplies no longer available, the Purchasing Agent is 
being asked to speed up deliveries. And conditions 
will grow progressively worse as the Defense Program 
gains momentum. 

Priorities are being issued for some materials, and 
the system for handling them will soon be established. 
The Purchasing Agent will necessarily play an impor- 
tant part in carrying out whatever system is used, for 
upon him rests the responsibility for the procurement 
of goods and for their delivery in time to meet the 
production requirements of his plant. It is not the 
purpose of this article to discuss the handling of 
priorities. It is sufficient here to say that the Purchas- 
ing Agent will follow whatever rules may be promul- 
gated. 

Aside from priorities, which will probably cover a 
comparatively small number of materials at the start, 
the Purchasing Agent is still faced with the necessity 
of obtaining prompt deliveries on a host of other 
items. He must find sources of supply capable of 
meeting the demands of an ever changing production 
schedule. 

Basically, the Purchasing Agent will continue to use 
the follow-up system such as most concerns already 
have in operation. Such a system is usually adequate 
for regular materials on which reasonable delivery 
promises are made by the vendor. In many cases the 
buyer knows from experience that the vendor will per- 
form as promised. The principle of a follow-up sys- 
tem is generally the same, though the actual mechanics 
or methods used may differ according to the particular 
business involved; in other words, the follow-up sys- 
tem used by a textile house may differ in some details 
from that used by a building materials concern. The 
National Defense Program will cause many buyers to 
intensify the follow-up of orders if they are to ob- 
tain materials when they are needed. 

To cope with the situation effectively, other ap- 
proaches may be necessary. Accordingly the follow- 
ing points are set forth for consideration. 
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By DONALD LYONS 


Purchasing under the defense program 
requires more intensive follow-up of 


orders to secure adequate deliveries 


1. The delivery date shown on an order should 
given careful consideration. Too often a date will 
assigned because some person thinks that is when 
materials will be required. It will be advisable fo: 
Purchasing Agent to consult more frequently with 
production officials in order to learn what chang 
might be anticipated before they actually come about 
He will also want to keep in close contact wih the sal 
department, because they can often tell him of 
trend of sales even before orders are actually recei\ 
from the customer, Some concerns have a clearing 
house for such information in the form of a lorecast 
ing Scheduling Department. In any event, the P 
chasing Agent must be well informed on these coi 
tions, otherwise he will not be able to operate with eff 
ciency and dispatch. Once an order has been plac: 
the usual follow-up system will begin to function 

2. In addition, the Purchasing Agent should en 
deavor to spot individual items which may caus 
trouble, and begin immediately to intensify his follow 
up. The buyer should know responsible people in 
vendor’s organization on whom he can call for help 
necessary. He should see to it that his goods are n 
lost track of in the suppliers plant. On occasion, th 
Purchasing Agent should visit the vendor's plant 
check the progress of his orders. He should refrain 
from making impossible demands, but at the same ti 
should be firm in asking the vendor for unusual servic: 
if required, though this may cause the vendor to strain 
his facilities. 

3. When a supplier says he cannot make a deliver) 
because of his inability to secure raw material fron 
others, the buyer should see whether it is possible for 
him to assist his vendor in obtaining such raw mate 
rials. An analysis of the conditions may disclose that 
the vendor has not exhausted every possibility. For 
example, in a recent case the delivery of a certain part 
was delayed six weeks because a vendor was unable t 
obtain raw material. In going over the situation, the 
Purchasing Agent found that the vendor was relying 
on one source of supply who had served him for a 
period of years. The vendor knew that the item was 
special, and assumed that if his regular supplier could 

Continued on page 94 


SPEED-UP 


THE BOARD OF TAX REVIEW HAS RAISED 
THE VALUATION ON OUR MATERIALS WARE- 
HOUSE ON B STREET BY 30 PER CENT. 


DID WE HAVE ANY NOTICE OF THE 
PROPOSED INCREASE OR AN OPPORTUNITY 
TO OPPOSE IT ? 


~~ NOT THAT | KNOW OF, BUT I'LL 
{ ASK AROUND THE OFFICE. 


THE PURCHASING OFFICE SENT ME 
DOWN TO ASK IF YOU REMEMBERED 
GETTING A NOTICE SOME TIME AGO 
REGARDING THIS INCREASED ASSESSMENT. 


YES, | BELIEVE | DID RECEIVE SOME SUCH 
NOTICE BUT DID NOT THINK IT AMOUNTED 
TO ANYTHING, AND SO THREW IT AWAY. 


KT TORNEY 


CHAI 


DOES A PRINTED FORM TELLING OF A 
TAX INCREASE AND A HEARING ON IT SENT 
TO A WAREHOUSE LIKE THE ONE ON B 
STREET GIVE US ADEQUATE NOTICE ? 


| DON'T BELIEVE SO. ALL YOU HAVE 
AT THAT WAREHOUSE |S A STORES t 


CONTROL CLERK. HE CAN HARDLY BE 
CALLED YOUR AGENT IN TAX MATTERS 


AT 


Notice to a Purchasing Employee is Not Always 
Notice to His Company. 


al ips E stores control clerk in charge of a small warehouse 
performs only a limited range of duties for his em- 
ployer, or principal. These relate principally to the keep- 
ing of specified records on additions to and withdrawals 
from stock. 

Within the scope of these activities, the clerk may be 
presumed to have authority to make contracts for his com- 
pany. For example, he might agree to receive unordered 
goods for temporary storage. If word should then come 
from the sender regarding the disposition of these goods, 
the stores control clerk would have the responsibility of 
seeing that the message reached an executive who had 
authority to deal with it, by word or action. 
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However, it would be unusual for such a clerk to have 
any duties in connection with the tax records of the com- 
pany. These would be handled at a higher executive level. 
The stores control clerk might not be conversant enough 
with them to realize exactly what a tax notice was, or 
meant. It is not presumed that he should be conversant 
with these matters. They are outside the scope of his 
employment. A notice concerning them, sent to him at 
warehouse B, could hardly be deemed proper notice to the 
company. Such being the case, the company should have 
further opportunity to contest the increased valuation be- 
fore the review board. 
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This paper won the First Prize of 
$200 in the 1940 Students’ Eduactional 
Contest for the Boffey Memorial 
Awards, sponsored by the National As- 
sociation of Purchasing Agents. Mr. 
McLean is a student at the Graduate 
School of Business Administration, 
Harvard University. 


The third and final section of Mr. 
McLean's study, covering economical 
manufacturing quantities, intangible 
factors, and general conclusions, will 
appear in the May issue. 


ITH the objective of developing a tool which 
the Purchasing Agent may use in balancing 
and analyzing his judgments regarding the cost factors 
in purchase quantity problems, the following mathe- 
matical methods are suggested. The symbols used in 
expressing these mathematical relationships are shown 


in Table I. 


1. Total Unit Cost 


The primary relationship that must be established is 
an expression for the total unit cost of a product, 
which will include all of the expenses incurred from 
the time the requisition is written until the article goes 
into production. This is essential because a determina- 
tion of the economical purchase quantity requires a 
consideration of the unit costs involved in the pur- 
chase of various quantities. The total unit cost for 
any given purchase quantity will be made up of the 
unit purchase price, the unit procurement expense, the 
unit carrying charges (interest, insurance, deterioration 
and obsolescence), and the unit storage costs. 

The unit purchase price (P) is readily determined. 

The unit procurement expense is derived by divid- 
ing the total procurement expense for the order by the 
number of units purchased and will be equal to G/Q. 


For a given product it is reasonable to assume for 


the purpose of this calculation, that the total procure- 
ment expense involved in placing the order will be 
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nearly constant for the range of quantities under con 
sideration. 

The unit carrying charges will depend on the unit 
purchase price and the length of time the unit is kept 
in stock. Since I represents the combined annual ra 
for interest, insurance, deterioration and obsolescenc: 
expressed as a fraction, the unit carrying charges will 
be equal to PI multiplied by the time the unit is 
stock. 

From a consideration of Figure 1, which re presents 
graphically the depletion and “replenishment of stocks 
for a given rate of consumption, it seems reasonable 
to assume that on the average a unit of the purchas 
quantity, Q, will remain in stock about half the time 
necessary to consume the entire quantity. The lengt 
of time in years that the average unit will be in stock, 
then, is equal to T/2 or Q/2S (since T is equal to O 
divided by the rate of consumption). Hence the unit 
carrying charges may be expressed as PIQ/2S. 

The unit storage charges will depend on the amount 
of space required per unit and the length of time for 
which that space is used. In most cases, it is likely 
that the storage space cannot be made available fo: 
other use until the entire quantity Q is consumed, and 
on that basis it is reasonable to assume that the unit 
storage space will be required for a time T, or Q/S 
Since the storage space required per unit in squat 
feet is equal to B, and the annual cost per square foot 
of storage space is equal to FE, the unit storage charg 
may be expressed as BET, or BEQ/S. 

By adding together these expressions for the unit 
purchase price, procurement expense, carrying charges 
and storage charges, a formula may be obtained fo: 
total unit costs accumulated by an article from the tim 
the requisition is written until it goes into production 
This appears as Equation I, in Table IT. 
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Figure 1—Depletion and Replacement of Stocks. 
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Table I 
Symbols Used in Cost Equations 


P=The quoted purchase price per unit, including 


inward freight. 


C= The total cost of the article up until the time it 


() 


goes into production including the pur- 
chase price; the procurement expense ; the 
interest, insurance deterioration, and ob- 
solescence expense; and the storage ex- 
pense. 


The expense involved in placing the order 


from the time the requisition is written 
until the goods are received, checked, in- 
spected and placed in stock. These ex- 
penses will include the cost of operating 
the purchasing office, the cost of forms and 
records, clerical expenses, receiving expen- 
ses, etc. 


The number of units purchased. 
The total expense per unit expressed on an 


annual basis as a fraction of the dollar 
value for interest, insurance, deterioration, 
and obsolescence. Subsequently, the sum 
of these expenses will be referred to as 
“carrying charges.” 


>The storage space required per unit in square 


feet. 


-The cost per square foot of storage space per 


vear. 


S=The rate of consumption in units per year. 
=Q/S=The time in years necessary to con- 


sume the quantity purchased. 


T,= The title interval between the placing of the 


order and the receipt of FO" rds expressed as 
a fraction of a year. 


R,=ST,=The number of units consumed during 


the time T;. 


R=The number of units kept in stock at any time 


as a reserve against unforeseen contin- 
gencies. 


R,=The number of units on hand at the time an 


order is placed. 


It is noted that this expression is less complicated 
than those which have been developed in the past, be- 
cause it includes no charge for maintaining at all times 
the stock (R in Figure 1) as a reserve against con- 
tingencies. It is clear that the maintaining of reserve 
stocks will involve carrying charges and_ storage 
charges which remain nearly constant as long as the 
amount of the reserve is unchanged. The omission of 
these charges from a unit cost formula is justified on 
the grounds that the cost of maintaining a reserve stock 
may well be regarded as an expense of operating the 
business and hence should not be included as a part of 
the unit cost of particular purchase quantities. 

The total unit cost formula provides the Purchasing 
Agent with an expression he can-use effectively to ap- 
praise the cost factors in a particular situation. For 
example, suppose he is considering the purchase of 100 
units at a price of $.15 per unit as compared with the 
purchase of 1000 units at $.12 per unit, and has come 
to the conclusion that price trends will not be signifi- 
cant; the rate of consumption is 1,200 per year, pro- 
curement cost $1.00 in either case, carrying charges 
6%, space required per unit is .OL square feet, and 
storage cost $1.00 per square foot per year. 

The problem of balancing the factors favoring the 
larger quantity against those tavoring the smaller 
quantity would be difficult without a mathematical 
analysis. By use of Equation 1, however, he can 
readily determine that total unit cost will be $.161 for 
a purchase of 100 units, and $1.42 for 1000 units. It 
is apparent then, that considering all factors of this 
equation, the larger quantity will give the lower unit 
cost. Although, as will be illustrated later, he may 
wish to take some other factor into account in making 
his decision, it is true that a knowledge of the unit 
costs involved puts him a great deal closer to the cor- 
rect decision than he was at the outset. 


2. Economical Purchase Quantity 


With the unit cost formula, it is possible to plot the 
unit costs for purchase of various quantities at a given 
price, as shown in ligure 2. It is apparent that there 
is one quantity for any given price which will give a 
lower unit cost than any other. An expression for that 
one quantity may be secured by setting the first deriva- 
tive of the unit cost formula equal to zero, resulting 
in 2. 
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l‘or a particular product, the Purchasing Agent may 
rive at the most economical quantity which may be 
ourchased at a given price. For example: an article 
for which the quoted price is $1.00, no quantity dis- 
‘ounts allowed; rate of consumption 2,000 units per 
vear; price trends insignificant ; total procurement ex- 
pense $2.00; combined carrying charges 6% ; storage 
space required per unit is .05 square foot, and an- 
nual cost of storage space $1.00 per square foot. 

By the use of Equation 2, it appears that the mos! 
economical quantity of this article to be purchased at 
a price of $1.00 will be 224 units; and by Equation 1, 
the total unit cost for this quantity is $1.02. The 
Purchasing Agent may wish to buy a slightly dif- 
ferent quantity in view of some other factor in the 
situation, but the figure of 224 units provides a funda 
mental starting point from which other adjustments 
may be made. Further, the unit cost formula will en- 
able him to determine how much his unit costs will be 
increased by buying some quantity other than 224 
units, and thus indicate the cost factors involved in 
making allowance for any additional factor he may 
wish to consider. 


3. Quantity Discounts 


The above methods apply to purchase quantity prob 
lems in which only one price is under consideration. 
It is next desirable to develop a method for handling 
problems which involve several prices, or quantity dis 
counts. Two types of quantity discounts are common : 
those which quote a series of different prices for quan 
tities within specified ranges (discontinuous quantity 
discounts) and those which quote a base price plus a 
fixed unit price (continuous quantity discounts ). These 
two cases are considered separately as follows: 

(a) The handling of discontinuous quantity dis 
counts involves two considerations: (1) a determina- 
tion of the most economical quantities that can be pur- 
chased at each of the prices listed, and (2) a compari 
son of the total unit costs obtained by the purchase o1 
those quantities These decisions can be reached by 
the use of Equations 2 and 1 respectively. 

For example, the Purchasing Agent has before him 
a price schedule of $.15 per unit in quantities up to 
100, $.13 per unit in quantities from 100 to 1,000, and 
$.11 per unit in quantities of 1,000 or more. Other 
factors are the same as in the previous example. 
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By applying Equation 2, the most economical quanti 
that could be purchased at each of the three prices 
determined as follows: at $.15 per unit—272; at $.15 
per unit—273; at $.11 per unit—274. These calcul 
tions indicate that the first price of $.15 does no 
warrant further consideration, because the most 
nomical quantity to buy at that price is 272 units, ani 
the second price of $.13 may be obtained for put 
chases over 100 units. At a price of $.11, the most 
economical quantity to buy is 274 units, but the | 
quantity that can be bought at that price is 1,000 units 

Hence the problem becomes one of determining 
whether a purchase of 273 units at a price of $.13 
the purchase of 1,000 units at a price of $.11 will giv: 
the lowest unit cost. Equation 1 may be applied 
that end, showing that the purchase of 273 units at S.14 
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will result in a unit cost of $.145, while the purchase 
of 1,000 units at $.11 will result in a unit cost of $.139, 
a saving of about 4-cent per unit. 

(b) Continuous quantity discounts may be treated 
on a somewhat simpler basis because in this case the 
unit cost will decrease uniformly as the number of 
units purchased increases. <As a result, the price at 
any quantity may be expressed in terms of that quan- 
tity, and an expression similar to Equation 2 may be 
developed as follows. If A represents the base cost, 
and P, the unit price in addition to A, then the total 
unit purchase price, P, for any quantity, Q, will be 
equal to A/Q plus P,;. This expression for P may be 
substituted in place of P in Equation 1 to obtain an 
expression for the total unit cost with a continuous 
quantity discount. This is shown as Equation 3. 

Just as Equation 1 was differentiated to obtain 
Equation 2, this expression may be differentiated and 
set equal to zero to obtain an expression for the quan- 
tity under a continuous discount schedule which will 
give the lowest unit cost. This is shown as Equation 4. 
It indicates, as might be expected, that in treating con- 
tinuous quantity discounts, the base cost A, may be 
regarded simply as an addition to the procurement 
expense, G. 

For an example of the use of Equation 4, consider 
a situation in which the Purchasing Agent is quoted 
a flat price of $25 plus a charge of $.75 per unit. Other 
factors to be the same as in the previous example. 
Applying Equation 4, © is equal to 866 units, the pur- 
chase quantity which will give the lowest unit cost 
at this price. Then Equation 3 may be applied to ob 
tain the unit cost which will be secured by the pur- 
chase of this quantity, namely $.813. 


4. Price Trends 


Up to this point, the discussion has assumed that 
price trends for the product under consideration will 
be negligible. In many cases, however, price changes 
are likely to be very significant, and the Purchasing 
Agent may go to considerable lengths to make accu- 
rate forecasts of future price movements. It is, then, 
essential to consider quantitative methods which may 
be used to interpret price forecasts in terms of quanti- 
ties to buy at particular times. 

Fundamentally, the problem of determining purchase 
quantities in a period of rising prices is one of com- 
paring the average unit costs that could be obtained 
by purchasing the entire supply for the period imme- 
diately, to the average unit cost that could be obtained 
by purchasing in economical quantity lots throughout 
the period. A quantitative method of treatment in 
this case may be illustrated by means of an example. 
ample. 

Assume that the Purchasing Agent has made the 
following forecast for the price of a particular product 
during the next six months: 


Time Price 
now $1.00 

6 weeks 1.02 
12 weeks 1.03 
18 weeks 1.05 
24 weeks 1.06 


Assume also that other factors are the same as in 
previous examples. The average unit cost which would 
be obtained by buying the entire supply for the next 
six months (1,000 units) at the present time at the 
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Figure 2—Relationship of Unit Costs to Purchase 
Quantities. 


price of $1.00 may be obtained by means of [Equation 
1, and appears as $1.042. 


It is next necessary to determine the average unit 
cost which would be secured by buying in economical 
lots during the next six months’ period. The most 
economical quantity which may be purchased at a 
price in the neighborhood of $1.00 may be obtained 
by means of Equation 2. (If quantity discounts were 
quoted, Equations 3 or 4 would be used to determine 
the economical quantity.) From the nature of Equa- 
tion 2, it is clear that the economical quantity would 


. be practically the same for all prices between $1.00 


and $1.06. Applying Equation 2, this quantity ap- 
pears as 224 units. 

In this case, the Purchasing Agent will probably 
consider buying the next six months’ requirements 
in four lots of 250 units each. The average unit cost 
that would be obtained on that basis may be computed 
by applying Equation 1 to four lots of 250 units at 
the estimated prices of $1.00, $1.02, $1.03, and $1.05. 
The unit cost for the first lot would be $1.018; for 
the second lot, $1.038:; for the third lot, $1.048; and 
for the fourth lot, $1.068. The average unit cost over 
the entire period would thus be $1.043. 


From a comparison of this figure with the average 
unit cost of $1.042 obtained above, it is clear that in 
spite of the anticipated price rise, it will make very 
little difference whether the Purchasing Agent buys 
the entire six months’ supply at the present time, or 
buys it in lots of 250 units at 6-week intervals. 
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THE MARKET PLACE 


1940 
ACIDS 

Muriatic, 18 deg., cwt. ........ 1.50 
Nitric, 36 deg., cwt. .......... 5.00 
Oxalic, Works, cwt. .......... 10.75 
Phenol, Works, cwt. ........ 14.25 
Sulphuric, 66 deg., ton ...... 16.50 


BUILDING MATERIALS 


APRIL, 1941 


Brick, N. Y. dock, per M....... 12.00 
Cement, f.o.b. plant, bbl. ..... 2.15 
Glass, single B, per box........ 2.70 
2.75 
Nails, wire, per keg............ 2.55 
Oak flooring, per M. ft........ 72.00 
Southern pine, K.C., per M. ft... 24.33 
CHEMICALS 
Alcohol, denatured, gal......... Jl 
Alum, potash, 3.75 
Alumina Sulf., Comm., 
1.15 
Ammonia, aqua, 26 deg., 
Arsenic 
3.00 
Barium 
77.00 
Carbonate, tOn 56.50 
Benzol, pure, gal............... 16 
Borax, powd., ton .......:.. 48.00 
1.75 
Formaldehyde, Ib. ............ 05% 
Glycerine, drums, Ib. ......... 1214 
Lead acetate, white, broken, 
Nickel sulphate 
13 
Potash 
06% 
Sal Ammoniac 
Gran. WHITE, CWh: 4.50 
5.75 


12.00 
2.15 
2.70 
2.85 
2.55 

79.00 ¥ 

30.75 


13 
13 


06% 
.20 


4.50 


5.75 


First - of - the - month quotations 
for carloads or mill shipments, 
with comparative prices quoted 
one month ago and one year ago 


Apl. 1 Mar. 1 


1940 1941 

Saltpeter crystals 081 086 
Soda 

Ash, 58%, light, bulk, cwt... .90 95 

Caustic, 76%, solid........<..+ 2.30 2.30 

Sodium 

Bicarbonate, cwt. .......... 1.70 1.70 

Tri-Sod. Phosphate, cwt..... 2.25 2.35 

Silicate, 60 deg., cwt. ...... 1.65 1.65 
Sulphur, Comm., cwt........... 2.60 1.60 


COAL & COKE 
Anthracite, stove, mines....... 6.25 6.25 
Bituminous, Cleaf, mine run... 2.50 2.50 
Beehive Coke, Connellsville.... 5.00 5.00 
By-product Coke, Newark..... 11.38 11.85 
FERTILIZERS 
Muriate potash, 80-85%, per 
Sulphate potash, 90-95%, bags. 36.25 36.25 
Nitrate soda, bulk ........... 27.00 27.00 
Sulphate ammonia, dom, bulk.. 28.00 29.00 
Steamed bonemeal, 3 and_ 50, 
GRAINS 
Barley; malting, Dui... ....... 744 
Corn, No. 3, yellow, bu........ 5834 61354 
Oats, No. .2, white, 38 
Rye, No. 2, Western, bu....... 8456 0% 
Wheat, No. 2, hard winter, bu.. 1.01 18%, 
Flour, spring patents, 196 Ibs... 5.90 5.00 
HIDES 
Light native cows, Ib.......... 1214 12% 
Heavy native steers, ]b......... 12% 121 
Calfskins, 5-7 Ibs. per skin..... 1.65 1.60 


Gs 
ad». 
Apl.1  Mar.1 Apl.1 
1941 1941 1941 
086 
2.23 2.23 
1.50 1.50 95 
5.00 5.00 2.30 
10.75 10.75 1.10 
14.25 14.25 
16.50 16.50 1.70 
1.65 
(\ 1.60 
Kl 
12.00 ey = 
2.15 
2.70 
2.85 
2.55 
80.00 
31.69 
6 25 
32% 32% 
3.75 3.75 11.85 
1.15 1.15 
02% 02% 
53% 
3.50 3.50 36.25 
nom. nom. 27.00 
29.00 
77.00 77.00 
56.50 56.50 35.00 1 
14 14 
48.00 48.00 
175 1.75 
05% 
12% 
11.00 11.00 
13 87 
13 a 5.55 4 
06% 
1334 
4.50 13 
5.75 1.80 
— 


IRON & STEEL 


Pig iron, foundry No. 2....... 
Pig iron, basic, valley........ 
Cast iron pipe, New York..... 
Forging billets, Pittsburgh base 
Sheet bars, Pittsburgh base.... 
Wire rods, Pittsburgh base.... 
Cold rolled sheets, cwt., Pitts- 
burgh base 
Hot rolled annealed 
cwt., Pittsburgh base 
Cold rolled strips, cwt., Litts- 
burgh base 
Hot rolled strips, cwt., Pitts- 
Tin plate, cwt., Pittsburgh base 
Bars, cwt., Pittsburgh base.... 
Shapes, cwt., Pittsburgh base... 
Bright wire, cwt., Pittsburgh 
base 
Ground shafting, cwt., 
Rails, ton, Pittsburgh base..... 
No. | heavy melting scrap, 
ton, Pittsburgh 


sheets, 


METALS, NON-FERROUS 


Aluminum, virgin ingots....... 
Antimony, American, spot 
Copper 

Electrolytic 

Casting 


Chromium, 97%, spot 

Lead, E. St. Louis 

Nickel, ingot 

Quicksilver, flask ............. 
Silver, bars, N. Y., per oz 

Tin, Straits, spot 

Zinc, E. St. Louis 


METAL PRODUCTS 


Copper, wire, bare, cwt 
Yellow brass sheets, high 


NAVAL STORES 


Turpentine, gal. .... 
Rosin, Grade B, cwt.. 


PAINT MATERIALS 
White lead, dry, 


bonate 
Carbon black 
Shellac, orange 
Linseed oil 


basic, 


Apl. 1 
1940 


Mar. 1 
194] 


24.00 
23.50 
52.20 
40.00 
34.00 
40.00 


23.00 
22.50 
52.20 
40.00 
34.00 
43.00 


3.20 3.05 


2.10 
2.95 
2.10 
5.00 
2.10 
2.10 
2.60 


2.70 


40.00 


14.00 21.00 


PAPER 


Book, M. F., cwt 

Wrapping, northern, cwt 
Wrapping, southern, cwt 
Wrapping, manila jute, cwt..... 
Chip board, No. 1, ton......... 
Wood pulp, mech., ton 

Wood pulp, sulph., No. 1, cwt.. 


2.00 


2.65 
40.00 


21.00 


PETROLEUM 


Crude, Mid-Continent 

Crude, Penna. ................ 
Gasoline, 65 oct 

Bunker Oil C 

Kerosene, 41-43 gray 

bright 


Penn. 
P.t. 


stock, light, 25 


35 


173.00 178.00 * 


91375 


0575 0725 


15.375 


19.48 


.03075 
nom, 


.095 


34% 
.0725 


RUBBER 


Smoked sheets 


15.375 
19.48 


TEXTILES 


Cotton middlings, Galveston... 
Cotton varns, 22s...... 
Print cloths, 


Sheetings, 


38 

Wool, fine combing, -blood. . 
Worsted yarns, French 2-40s.. 
Worsted yarns, English 2-40s.. 
Silk, Japan, double extra cracks 
Rayon, viscose, 150, 40s........ 
Burlap, 10!14-0z., 40” 

Hemp, Manila 


Apl. 1 
1940 


Mar. 1 
1941 


Apl. 1 
1941 


50.00 
6.25 
5.00 
4.00 
8.25 

32.50 


50.00 
6.40 
5.25 
4.25 
8.25 

40.00 

34.00 
3.17% 


50.00 
6.40 
5.25 
4.25 
8.25 

40.00 

34.00 


2.50 3.17% 


1.02 

1.89 
051 

1.25 


1.02 

1.89 
06 * 

1.25 
OAR 


21 
18 


2714 * 


18! 


0994 
2614 
057% 
.067% 
1.02 
1.80 
1.771 
2.64 
33 
094 


1101 
29Y, 
07% 
08% 
1.03 * 
1.85 * 
1.85 * 
2.88 * 
Sa 
111 * 
07 
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24.00 2 
52.20 | 
34.00 
40.00 
3.05 
7 2.10 2.10 
2.80 2.80 
2.10 2.10 
3.00 5.00 
2.15 2.15 32.00 
; 2.10 2.10 
2.60 | 
SN 
1.02 
2.30 
1.50 
U6 
‘14 ‘14 ‘14 Penn. cylinder oil, 600 flash.... .25™% 
12 12 
124% 12% Man 
84 84 4 
049 057 * 
35 
455 
GR 
| 
1038 
454% «AB 24 
05 
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SKATING 


says Bess Ehrhardt, lovely 
Star of ‘‘Ice Follies of 1941" 
A 
A 
A 
7 The Lo-Hed Hoist Is Applicable To Any Monorail System 
| There’s A Balanced Lo-Hed Electric Hoist For Every Purpose 
A OTHER A-E-CO PRODUCTS: TAYLOR STOKERS, MARINE 
DECK AUXILIARIES, HELE-SHAW FLUID POWER 
Look in your Classified Telephone Directory under “A-E-CO 
Ni LO-HED HOISTS” for your nearest representative. 


When writing American Engineering Company please 


You Need 
BALANCE in a HOIST 


LO-HED, the Balanced Hoist. It’s balance 
that makes the difference between a 
Lo-Hed and any other hoist. In this differ- 
ent hoist the motor and drum are on opposite 
sides of the beam. The hook goes up so close 
to the beam you can scarcely jam your 
thumb between. You get a compact, bal- 
anced hoist, minimum headroom, efficient 
spur gearing, and a sturdy frame, plus all 
the practical features a hoist should have. A 
Lo-Hed is worth a few dollars more but it 
will make a difference in your operating 
and maintenance costs. Look at a Lo-Hed 
and you won’t have to look further. Write 
for Lo-Hed catalog today. 


LOOK AT THE BALANCED LO-HED! 


It Costs Less To Operate— All gears are efficient stub- 
tooth spur gears running in a sealed oil bath... gear 
shafts and trolley wheels are equipped with heavy-duty 
ball or roller bearings. 

It Costs Less To Maintain—Sturdy construction . . 
seldom, if ever, requires removal from rail... covers 
of controller, motor, drum and gearing are easily removed. 
It’s Safe— Factor of satety of over 5 at full capacity... 
100% Positive Automatic Stop when load reaches upper 
limit . . . Automatic Holding Brake prevents load from 
drifting when current is shut off... short, strong shafts 
minimize torsional stresses. 

it’s Protected—Contrroller is fire, dust and moisture 
proof ... motor totally enclosed . . . gearing sealed in 
.e-motor and drum covered by easily removable covers. 


AMERICAN ENGINEERING COMPANY 
2462 Aramingo Avenue, Philadelphia 


_] Please send me your complete catalog of LO-HED HOISTS 
ZC Ask your representative to get in touch with me promptly 


Name 
Company 
Street Address 


City State 


(Please print plainly) 
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_—" great attractions are expected 
to make the twenty-sixth annual 
convention of the National Association 
of Purchasing Agents the biggest and 
best affair in the organization’s history. 
They are: 

An outstandingly informative program, 
designed to give purchasing agents a 
complete and up-to-the-minute picture of 
procurement under defense, and 

Chicago, the convention city, with its 
infinite variety and accommodations for 
both business and pleasure. 

The convention will be held at the 
Stevens Hotel, world’s largest hostelry, 
May 26 to 29, inclusive. 

Under General Chairman Walter H. 
Hallsteen, the convention committee has 
been busy for weeks arranging a pro- 
gram which it is confident will make 
the trip to Chicago well worth the while 
of all Association members. As all pur- 
chasing agents know, this year, above 
all years, brings them into the indus- 
trial spotlight as the executives most 
immediately concerned with meeting the 
problems of priorities and prices. It is 
around these vital problems that the 
business sessions are being built. 

Neither Hallsteen nor Program Chair- 
man John P. Sanger have announced de- 
tails of their plans as yet, preferring to 
withhold these until shortly before the 
convention because they wish to take 
full advantage of the element of time- 
liness. But both state that some of the 
country’s biggest men in National De- 
fense and in industry will address the 
meetings. 

As a feature of the convention, the 
annual Inform-A-Show is expected to 
be even more important this year than 
ever before. The show will be held in 
the Stevens Hotel’s Exposition Hall on 
the lower level, and will be made up of 
more than 100 exhibitors occupying 131 
spaces. Inform-A-Show Chairman Henry 
C. Bauer announced more than two 
months before the convention date that 
almost all spaces had been sold. 

The Inform-A-Show has been a con- 
vention feature for nineteen years. It 
is here that leading industries exhibit 
the latest developments in materials, 
products, processes and services, and its 
displays always attract engineers, super- 
intendents, foremen and executives in 
addition to purchasing agents. With 


many materials vital to industry on the 
stategic and critical list this year, the 
Inform-A-Show is expected to provide 
much useful information about substitute 
materials and the manner in which they 
may be utilized. 

The Plant Visitation Committee is 
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CHICAGO IS 


READY FOR THE CONVENTION 


JOHN P. SANGER 
U. S. Gypsum Co. 


General Program Chairman 


making every effort to arrange interest- 
ing and informative tours through many 
plants in and around Chicago the in- 
dustrial heart of the great middlewest, 
but National Defense work has caused 
the committee to hold final plans in 
abeyance. Chairman Paul E. Shaw 
calls attention to the fact that millions 
of dollars of defense work is being 
turned out by Chicago plants, and that 
some government restrictions have been 
imposed on visitors. He promises, how- 
ever, that a full program will be ar- 
ranged, and that at plants where visitors 
with proper credentials are permitted 
tours will be scheduled. 

Chairman Hallsteen says he expects at 
least 2,000 members of the association to 
attend and set a convention record this 
year. 

Chicago provides an ideal setting for 
this most important of Purchasing 
Agents’ conventions, being situated as it 
is almost in the heart of the nation, 
and providing every facility necessary to 
a successful convention. Hundreds of 
conventions held in the city each year 
have inspired the Association of Com- 
merce to call it “Host City of the 
Nation.” 

Nowhere are hotel accommodations 
excelled, but Hotel Chairman T. R. 
Willard has sounded a note of warning. 

“Even though we are meeting in the 
world’s largest hotel,” he says, “dele- 
gates are likely to find there is no room 


for them under the Stevens’ roof unless 
they get their reservations in early.” 

In late May, at the time of the pur- 
chasing agents’ meeting, Chicago weather 
usually is cool and comfortable. Enter- 
tainment Chairman A. G. Pearson, with 
full realization of the fickleness of the 
Windy City’s breezes, however, will not 
take a definite stand on this. He does 
cite the weather record for the city 
which shows a preponderance of days 
in the comfort zone, but, beyond that, 
his best suggestion is to be prepared for 
both cool and warm weather. 

Visitors to Chicago will find much to 
interest them in many varied fields. 
Some of the major industries in and 
around the city include the great steel 
mills of South Chicago and Gary, the 
Union Stock Yards, the Pullman-Stand- 
ard Car Manufacturing Company, the 
huge mail order establishments of Sears- 
Roebuck and Montgomery-Ward, and 
the mammoth Western Electric plant in 
nearby Cicero. 

The University of Chicago on the 
Midway, scene of the World’s Colum- 
bian Exposition of 1891, and North- 
western University’s two campuses in 
Evanston and on Chicago’s near north 
side lake front are high points of educa- 
tional interest. 

Chicago landmarks and points of his- 
torical interest include the replica of 
Fort Dearborn, constructed of logs for 
the 1933 Century of Progress; site of 
Wigwam, where Abraham Lincoln was 
first nominated for the presidency; and 
Mrs. O’Leary’s home on the west side, 
legendary origin of the great Chicago 
fire of 1871. 

The city has two fine zoos—one in 
Lincoln Park and the other at Brook- 
field where the giant pandas have at- 
tracted world-wide attention. The park 
and boulevard systems, so say Chi- 
cagoans, are unrivaled, and the Art In- 
stitute, the Field Museum, the Rosen- 
wald Museum of Science and Industry, 
the Adler Planitarium and the Shedd 
Aquarium give Chicago a high cultural 
rating among world metropolitan centers. 

All manner of sports—golf, baseball, 
racing, swimming, boating, tennis, riding 
—are available for devotees. The horses 
will be running at the huge Lincoln 
Fields plant south of the city limits 
when the convention is held, and_ base- 
ball fans will have three opportunities to 
see the White Sox play the St. Louis 
3rowns in Comiskey Park. 

Two things which should interest many 
visitors to the city are the municipal 
airport, busy crossroads of great trans- 
port planes, and the subway excavations 
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THE VITAL ELEMENT 
IN ALLOY STEEL EXPERIENCE 


Youngstown Alloys are acombina- That this is the stuffof which Youngs- 
tion of fine materials, excellent pro- town’s steel makers are made has been 
duction equipment, and highly skilled recognized by many of our steel mill 
men. And the greatest of these is visitors, who never cease to marvel at 
men! the obvious spirit of cooperation that in- 
Anybody can buy machinery and spires this force. We in the sales depart- 
materials but the skill ina man’s hands’ ment know of it, of course, which is 
must be built by years of the most pains- one very important reason why we are 
taking effort -- an effort that must be proud to offer you Youngstown Alloys 
continuous, untiring, and inspired by as products that are uniform, high in 
ambition and loyalty. quality and well fitted to your needs. 
* 
Sheets - Plates -Pipe and Tubular Products- 


Conduit - Tin Plate - Bars - Rods - Wire - 
Nails - Tie Plates and Spikes 


4-4D 


tHE 


3 Manufacturers of Carbon, Alloy and Yoloy } 
seneral Offices - YOUNGSTOWN, 


When writig The Youngstown Sheet and Tube Company please mention Purchasing 
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N TYPICAL buildings in three cities, these 
questions were asked: 


1. What is your favorite brand of toilet tissue? 
3 out of 4 who had a preference answered: 
“ScotTissue.” 


2. What is your favorite brand of tissue towel? 
4 out of 5 who had a preference answered: 
“ScotTissue Towels.” 


Men and women alike prefer Scot Tissue for its 
balance of superior softness and strength. Pro- 
vided in plant washrooms. it shows emplovees 
that you overlook no detail of comfort and 
protection. And Scot Tissue is economical, too— 
packaged to be long lasting. 


The new “Soft-Tuff” SeotTissue Towels are 
even softer than before... vet they have 10 
times more rub strength in use! Two- ply. full 
size, heavy weight... each has double the absorb- 
ent capacity needed for thorough hand drying. 


Hundreds of leading industries have found 
these Scot Tissue products valuable in building 
good will and cutting costs. 


The Scott Washroom Advisory Service will help you 
arrange washrooms for greater comfort, hygiene and 
economy. Lt will suggest ways to improve traffic con- 
ditions, reduce waste and improve morale. 


“Scot Tissue’ Reg. U.S. Pat. Office. Trade 


Tuff,” ““Washroom Advisory Service’ Reg. 


Scof fissue 


Cc opr., 1941, Scott Paper Co., Chester, Pa. Trade Mark 
Marks “‘Soft- 
applied for. 
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where thousands ot “sidewalk superin- 
tendents” are helping to build a vast 
transportation system under ground and 
under the “river that runs uphill.” 

What about night clubs? There arc 
all manner and kinds of these from the 
famous Chez Paree to the less pretenti 
ous places throughout the city, with 
prices to meet all pocketbooks. 

The entertainment committees — will 
have complete information about night 
clubs, their class and their prices, and 
about a multitude of good eating places, 
featuring American and all manner of 
foreign cooking. 

In addition to Pearson’s entertainment 
committee one also will function for the 
entertainment committee one also. will 
function for the entertainment of the 
ladies, headed by Ray W. Morrill. Plans 
are being made to see that every del 
gate and wife who comes to the con 
vention will have a good time over the 
full four-day period. 


PUBLIC BUYERS ELECT 


Officers for 1941-1942 have been chosen 
by the California State, County anid 
Municipal Buyers Association, tol 
lows: 

President, V. L. Shaljian, City Pur 
chasing Agent, Stockton. 

Vice President, A. J. Holm, City Pur 
chasing Agent, Los Angeles. 

Secretary-Treasurer, Verne O. Gel 
ringer, County Purchasing Agent, San 
Diego County (re-elected). 

The 1942 conference will be held at 
San Diego. 


MARCH 1 
CINCINNATI—D inner dance of thi 
Cincinnati Association, at the Cincinnati 


Club. 
PORTLAND—Annual dance of the 


Oregon Association, at the Heathman 


Hotel. 


MARCH 3 
HOUSTON—Luncheon meeting of thit 


Hlouston Association, at the Rice Hotel. 
Speaker: Ray Ashworth, Houston Chief 
of Police, “New Traffic Regulations.” 


MARCH 4 


OAKLAND—Luncheon meeting of the 
East Bay Group, Northern California 
Association, at the Lake Merritt Hotel. 
Prog ram presented by members in the 
warehouse steel group: Dave Rodricks, 
“Alloy Steels”; Paul Jackson, “Abrasive 
Resisting Steel”; and Paul Oakley, “Mild 
Steel and Cold Finished Steel.” 


MARCH 6 
BIRMINGHAM—Luncheon meeting of 


the Birmingham Association, at the Ked- 
mont Hotel. Speaker: Herschel A. W1l- 
son of the Long-Lewis Hardware Co., 
“Buying for Resale.” 


SAN FRANCISCO—Luncheon mecting 
of the Northern California Association, 
at the Palace Hotel. Speaker: Frank 
Lynch, Advertising Manager, Owens- 


When writing Scott Paper Co. please mention Purchasing 
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To most people, “piping” conveys noth 
ing more dramatic than ordinary straight 
pipe used in heating and plumbing. 

But not to a power engineer! He thinks 
in terms of complex super-piping systems 
engineered to handle steam at thousands 
of pounds pressure ... of special-alloy 
tubing fabricated to perform exacting 
chemical processes on a large scale! 

When such systems are required 
today, leading engineers prefer to “give 
the plans to Grinnell.” Pioneers of pre 
fabricated piping, Grinnell engineers ac 
curately interpret layouts into metal . . . 
prefabricate complete systems in Grinnell’s 
fully-equipped shops . . . and deliver pre 
tested sub-assembliesready to drop in place 

Super-pipe prefabrication is but one 
of many Grinnell services. Others include 
automatic sprinkler fire protection, The: 
molier unit heaters, Amco industrial humi 

difiers, pipe fittings and pipe hanger: 
Grinnell Co., Inc., Executive Offices. 
Providence, Rhode Island. 


WHENEVER PIPING 1S INVOLVED 


Grinnell Company, Inc. « Grinnell Company of the 
Pacific « Grinnell Company of Canada, Ltd, « 
General Fire Extinguisher Company « American 
Moistening Company « Columbia Malleable Casting 
Corporation « The Ontario Malleable Iron Co., Ltd. 


When writing Grinnell Co., Inc. please mention Purchasing 
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Anchor Fence Provides Inside and Outside 
Protection Against Saboteurs and Spies 


In times like these you must have 
fences around your plant property. 
But to get complete protection you 
must also have strong Anchor 
Fences inside your property—sur- 
rounding power plants, transform- 
er stations, chemical storage, raw 
materials, fuel supplies and other 
vulnerable spots where spies and 
saboteurs who might be on your 
payroll right now could curtail or 
destroy your Defense work. 
Anchor Fences are “Walls of Steel”’ 
that say “Keep Out’ to spies and 
saboteurs. Allow only trusted em- 
ployees to have access to your 
vital plant buildings. 


SEND FOR THE ANCHOR EN- 
GINEER. He'll show you how an 


¢ 


Anchor Fence installation can pro- 
tect your plant from both inside 
and outside saboteurs with a min- 
imum of expense for policing. 
He’ll show you how an Anchor 
Fence can be quickly installed, yet 
can be moved and reinstalled with- 
out loss in case of plant expan- 
sion. He’ll give you the benefits of 
Anchor’s long experience in com- 
plete fence protection. 


AN ANCHOR FENCE ENGINEER will gladly help you plan 
D) complete protection for your plant. Write or wire to: ANCHOR 
POST FENCE CO., 6615 Eastern Ave., Baltimore, Md. 
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Illinois Pacific Coast Co., “What’s New 
in Glass Containers.” The talk was 
illustrated with a motion picture. 


WARREN—Dinner meeting of the 
Northwestern Pennsylvania Association, 
at the Blue and White Restaurant. 
Speakers: Frank Wodrich of the Ken- 
dall Refining Co., Bradford, “Zine and 
Copper Markets”; Edward Walker oi 
Kendall Refining Co.; “Purchasing De- 
partment Procedure”; and Fred Manion 
of the Manion Steel Barrel Works, Oil 
City, “Priority Ratings.” A sound mo- 
tion picture on the manufacture and use 
of neoprene rubber was _ presented 
through courtesy of E. I. duPont de Ne- 
mours Co. 


MARCH 10 


PORTLAND—D inner meeting of the 
Oregon Association, at the Mallory 
Hotel. The program was the fourth in 
a series sponsored by the Educational 
Committee. Prof. Robert Terrill of 
Reed College spoke on inflation and the 
probable effect on prices. Ben Campbell, 
Northwest Manager for the National 
Bureau of Casualty and Surety Under- 


writers, discussed insurance  require- 
ments under state laws, pointing out 
public liability and compensation haz- 


ards. Charles Katherines, Traffic Man- 
ager of Montgomery Ward & Co., spoke 
on short cuts in transportation. George 
P. Griffis presided as chairman of the 
meeting. 


HOUSTON— Luncheon meeting of the 
Houston Association, at the Rice Hotel. 
Speaker: C. J. Crampton, Assistant Man- 
ager, Houston Chamber of Commerce, 
“Recent Developments in the National 
Defense Program.” 


NEW ORLEANS— Dinner meeting ot 
the New Orleans Association at the St. 
Charles Hotel. Speaker: Theodore W. 
Bethea, public relations counsel, “Insur- 


ance.” 
MARCH 11 
TULSA — Salesmen’s Night dinner 


meeting of the Tulsa Association, featur- 
ing a joint discussion of common prob- 
lems in buying and selling. Speaker for 
the purchasing viewpoint was W. L. 
James of the Stanolind Oil and Gas Co., 
“Looking at the Business of Buying.” 
From the sales viewpoint, A. J. Kerr, 
district manager of the Pittsburgh Equit- 
able Meter Co., spoke on “Looking at the 
Business of Selling.” A. J. Edwards, a 
former Purchasing Agent, now sales 
manager for Black, Sivalls & Bryson, 
viewed both sides of the question in dis- 
cussing the topic, “Looking at the Busi- 
ness of Buying and Selling.” The meet- 
ing was preceded by a forum discussion 
dealing with the sales tax in Oklahoma, 
Kansas and Illinois. H. A. Shanks of 
Shell Oil Co. was in charge. 


MILWAUKEE—E-xecutive Night din- 
ner meeting of the Milwaukee Associa- 
tion, at the Astor Hotel. The theme, 
“\Iajor Problems of the National De- 
fense Program” was discussed by H. S. 


When writing Anchor Post Fence Co. please mention Purchasing 
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Natick @ 


ALL OVER THE MAP! a 


New York 


CHICAGO @ Baltimore 


Wabash 
Rock Island Circleville 


Peoria® Anderson® 


Cincinnati 


Minneapolis Detroit® 


* — Philadelphia 


Indianapolis 


St. Louis @ ® 


Carthage 


Customers enjoy the benefits of Container Cor- 
poration’s strategically located paperboard mills 
and package plants. For costs, deliveries and service 


reflect mileage. 


Yet products of the various plants are under rigid 
laboratory control for uniformity and quality. This 


company is thoroughly integrated, with its own 


Fernandina 


sources of materials, its own paperboard mills, carton 
and shipping case factories. For every customer, the 


& Ft Worth entire organization collaborates in selecting “the one 


correct package for the job.” 


At your service is an organization geared to pro- 
gressive, thorough packaging analysis and creation 
... the men and the machines for economical, speedy 
production . . . the talent and sales-mindedness for 
packages that sell. Get in touch with the nearest Con- 
tainer Corporation office and arrange a survey of 


your present and future packaging problems. 


CONTAINER CORPORATION OF AMERICA 


CHICAGO, ILLINOIS, AND 21 OTHER STRATEGICALLY LOCATED CITIES 
CORRUGATED AND SOLID-FIBRE SHIPPING CASES @© FOLDING CARTONS 


When writing Container Corporation of America please mention Purchasing 
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THE LUNKENHEIMER Co. 


CINCINNATI, OHIO. A. 


Direct comparison is a sound basis on 
which to buy. We believe that the 
“N-M-D" Valve is the finest valve in its 
class. We want you to believe it. The most 
convincing way we know to prove it is to 
suggest a direct comparison with any 
other make of valve designed for the 
same services. 


Tell your Lunkenheimer distributor you 
want to see a Fig. 123 ‘“‘“N-M-D" VALVE. 
First, examine it externally — critically. 
Note the fine casting—get its feel of stur- 
diness. Then take it apart... compare it 
point by point — from every angle of 
service-giving design and construction. 
We'll rest the case in your hands. 


“N-M-D" Valves are made in Globe, 
Angle, Check and Quick Operating Pat- 
terns — with various types of discs for 
steam, hot water, cold water, air, gas, 
gasoline, oil, butane and propane. Avail- 
able from Lunkenheimer distributors in 
all industrial centers. 


Send for copy of 


EXPORT DEPT: 318-322 HUDSON ST. NEW YORK Catalog No. 78. 


We will include our 
handy ‘'Guide"’, for 
easy selection of 
valves, boiler 
mountings and lu- 
bricating devices. 
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Ullman, Vice President of Revere Cop- 
per & Brass, Inc., Howard Clark, Sales 
Manager, Sheet Metal Division, Car- 
negie-Illinois Steel Corp., and Allen B. 
Williams, Midwest Manager of the 
Aluminum Company of America. Prof. 
Lee Lawrence of the University of Wis- 
consin spoke on latest international and 
economic developments. 


NEW YORK—Dinner meeting of the 
Metropohtan Purchasers’ Assistants 
Club, at Midston House. Speaker: E. 
M. Emerich of the Federal Bureau of 
Investigation, “Work and Functions of 
the F.B.1.” 


OAKLAND—Luncheon meeting of the 
East Bay Group, Northern Caltfornia 
Association, at the Lake Merritt Hotel. 
Speaker: Henry W. Haller, Chairman of 
the Housing Authority, City of Oakland, 
and President of the Apartment House 
Association of Alameda County, “Slum 
( learance.” 


CINCINNATI—D inner meeting of the 
Cincinnatt. Association, at the Gibson 
Hotel. Speaker: Major George McPike, 
in charge of procurement at \ right The regular HOLTITE line comprises a complete 
Field, Dayton, “Purchasing for the Na- 


Miltary range of screws, bolts and allied fastenings 


MARCH 12 ¢ For smooth, uninterrupted production HOLTITE 


| specify HOLTITE fastenings. By eliminating 
S—High Light Party 
dinner meeting of the J/ndtanapolts Asso bottle necks in assembling operations these hillips-— 


ciation, at the Columbia Club. Speaker: Recessed Head 

Kaoul FE. Desvernine, President of the tion and insure delivery on time! Strength far 

( rucible Steel Company of America, “in beyond ordinary demands, tested accuracy and Screws & Bolts 

dustr ooks Jations ‘fense.” B tti bl 

lustry Looks at National Detens uniformity, rigid inspection — all combine to 
SPRINGFIELD, OHIO—Dinner meet insure dependable performance. more, these modern 


‘ fastenings are now 
* For maximum efficiency and economy, used by every manu- 


specify HOLTITE on your next fastening facturer interested 
order. There's a HOLTITE product for every in reducing assembly 


i i ° time, costs, il 
fastening requirement —regular or special. ond age 


ing of the Springfield Association, at the 
Shawnee Hotel. Report of the District 
Council Meeting, by Frank Drady, Na 
tional Director. Round table discussion 
of commodity markets and current pur 
chasing problems. In view of the present 
rapidly changing conditions, it was voted Special parts and fastenings made on order 
to hold an extra meeting each month, on exact to samples, blueprints, or specifications. 
the fourth Wednesday, open to members, / 

their assistants and business associates, 
for the consideration of releases from 
the national offee and interchange o! 
experience. 


SOUTH BEND—lJ)inner meeting of the 
South Bend Association, at the Hotel 
LaSalle. Speaker: C. E. Means, Office 
Manager of Wilson Bros. He said in 
part: “Patience, tolerance, and the abil- 
ity to think are qualities we would do 
well to cultivate in this day and age. 
Truce knowledge can be acquired only 
by experience, Most of us think only 
when we are confronted with problems. 
Not over one person in a hundred does 
any creative thinking after the age of 
thirty; most of us forget how to think 
at the age of 25. Most of us are ona 
mental sit-down strike which should Ix 
brought to an end. We can end_ the 
strike and still have fun in life.” 


MARCH 12-13 
PHILADELPHIA — Annual Industrial 


Products Exhibit sponsored by the 
Philadelphia) Association, at the Penn 
Athletic Club. Sixty-five attractive and 
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HECK the performance of your 

roof coatings — for service, 
initial cost, labor cost and fre- 
quency of application. 


Compare this cost and service with 
the performance of CAREYCLAD 
Coating, which exhaustive tests 
have demonstrated to be at least 
twice as durable as other standard 
roof coatings. You may find here 
another means of reducing over- 
head costs and increasing net prof- 
its. The labor cost in applying a 
good coating is no more than that 
involved in using an_ inferior 
product. 


CAREYCLAD offers industry a new 
kind of roof protection — it covers 
and renews composition roofing; 
makes a tougher, longer-lasting 
coating for metal roofs .. . effects 
an important saving in labor as 
compared with coatings that re- 
quire more frequent application. 


Write Dept. 68 for sample and 
details of CAREYCLAD tests 


Crosley Corporation 
Cincinnati, Ohio 


Mueller Company 
Decatur, Ill. 
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educational exhibits were on display 
showing a wide variety of materials, 
products and equipment for today’s buy- 
er. The Right Hon. Lord Marley, Brit- 
ish diplomat and statesman, addressed a 
luncheon meeting Wednesday noon, and 
a special program of musical entertain- 
ment was presented at the Exhibit Ban- 
quet, Thursday evening. 


MARCH 13 


CHICAGO—Dinner meeting of the 
Chicago Association, at the Hotel Sher- 
man. Speakers: George E. Price, Jr., 
of the Goodyear Tire & Rubber Co., 
Akron, President of the N.A.P.A,, 
“National Affairs’; and Theodore O. 
Yntema, Professor of Statistics, Uni- 
versity of Chicago, “Industrial Mobil- 
ization.” 


LOS ANGELES—Dinner meeting of the 
Los Angeles Association, at the Elks 
Club. Informative discussion program 
presented by the Educational Committee 
under the chairmanship of Larry Bleas- 
dale, on the general theme, “Forward 
Buying, Priorities, and Dependable 
Sources of Supply.” Papers on specific 
phases of the subject were presented as 
follows: 

Forward Buying: “For Resale,” by 
Leonard Norskog of Myers Electric Sup- 
ply Co.; “Petroleum Industry,” by C. 
H. Tuttle of Standard Oil Co. of Cali- 
fornia; “Manufacturing, Machine Tools, 
and Metals,” by Ray Imhoff of Axelson 
Mfg. Co.; “Pitfalls,” by Al Ginsburg of 
L. H. Butcher Co. 

Priorities: “Materials and Mechanics,” 
xy E. H. Weaver of Union Oil Co. 

“Building Dependable Sources of Sup- 
ply,” by Charles Keeble of Union Pacific 
System. 

“Existing Standard Specifications and 
Substitutions,” by Al J. Holm, City 
Purchasing Agent, Los Angeles. 

What's Ahead: “Automobile Indus- 
try,” by M. W. Irvine of Studebaker 
Pacific Corp.; “Steel,” by C. Bruce 
Wood of Truscon Steel Co. 

A motion picture, “Sinews of Steel,” 
was shown through courtesy of the Beth- 
lehem Steel Co. 


DAYTON—Joint dinner meeting of 
the Dayton Association and the Dayton 
chapter of the American Society for 
Metals, at the Engineers Club. Speaker: 
Raoul E. Desvernine, President of the 
Crucible Steel Co. of America, “Busi- 
ness Looks at National Defense.” 


BIRMINGHAM — Luncheon meeting 
of the Birmingham Association, at the 
Redmont Hotel. Open forum discus- 
sion on the topic, “Priorities—Is It Your 
Problem ?” 


SAN FRANCISCO—Luncheon meeting 
of the Northern California Association, 
at the Palace Hotel. Speaker: Herb 
Caen, radio commentator and columnist 


of the San Francisco Chronicle, “It’s 
News to Me.” 


THE PHILIP CAREY COMPANY « Lockland, Cincinnati, T 


Dependable Products Since 187 eo | MARCH 14 


IN CANADA: 1 mee, COMPANY, LTD. Office ee LENNOXVILLE, ST. PAUL—Dinner meeting of the 


Twin City Association, at the St. Paul 
IVhen writing The Philip Carey Company please mention Purchasing 
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“HELP US GET THIS BRIDGE 
DOWN OUT OF THE AIR!” 


The Mark of Seruice 


ALLOYS 
ANGLES, HOT ROLLED 
ROLLED 
ARCHES ( CORRUGATED 
BABBITT 
BANDS and HOOPS 
BARS, HOT ROLLED 
ALLOYS CHK and CF 
COLD FINISHED 
ELECTRIC HIGH CARBON 
REINFORCING 
BEAMS and C. B. SECTION 
BEEF RAIL 
BOLTS, NUTS, WASHEHS, ALI 
BORING and TURNING BAR 
GRINDERS 
BRACES, BOILER 
CHAIN, ALL KIND 
CHANNELS 
CHISELS 
CHUCKS, STAYBOL! 
CLAMPS, BOILERMAKERS 
CLIPS, PATTERSON 
CLEANERS, FLUE 
CONDUCTOR PIPE 
COPPER and BRASS 
COUPLINGS, HOSE 
CRAYONS, SOAPSTONE 
CUTTERS 
DARDELET RIVET a MACHINE BOL 
DRILL RODS 
EAVE TROUGH and FITTING 
EXPANDERS, FLut 
FERRULES, COPPELt 
FLANGES, BOILEK ANK 
FLOOK PLATES 
GALVANIZED SHEETS, BAK 
HANDLES, HAMMI 
HEADS, TANK and FLANGE 
HOISTS, HAND and POWER 
IRON, STAYBOLT 
LUGS, BOILER, TANK ane 
MACHINERY, HAND a 
MANHEAD PLATES and fF 
NAILS 
PACKING 
PAINT STICKS 
PLATE STEEL, STANDARL 
ABRASION RESISTING 
COR-TEN and MAN-TEN 
PLUGS, FLUE 
RAILS and FITTINGS 
REAMERS 
SHAFTING 
SHEETS 
ABRASION RESISTING 
ELECTRICAL 
COR-TEN and MAN-TEN 


Superintendent of erection crew for engineering 
concern repairing 62nd Street Bridge called us 
on the phone saying, ““We have one end of this 
bridge up in the air and we can’t make a move 


HOT ROLLED and UNIFO 
until we get 2 plates 18 x '2 x 1’ 7” and 2 plates 18 WELLSVILLE POLISHED 
x 34 x 1’7”.”’ We cut the plates, put them in a pas- STAINLESS STEEL 


GALVANIZED and GALVANNEALE 
LONG TERNE 
CORRUGATED 
COPPER STEEL 
SPRING STEEL BARS anc 
STAINLESS STEEL 
STRIP STEEL, CR and HE 


senger car and he had them in fifty minutes. 


... SCULLY PITTSBURGH WAREHOUSE 


TEES 

OU may never have a problem like whether or not you say “rush.” Small merase 

this but probably have many that orders, big orders, rush orders, regular RO BOILER and THON WORK 
are just as troublesome. If the solution orders—they all get the same friendly, TUBES, BOILER 
is getting some steel in a hurry we sug- efficient service that has made the Scully VALVES, BLOW-OF' 
gest you “Call Scully and relax.” Our name famous. a 
business is getting all kinds of steel, steel Eight warehouses are located in the 
products, copper and brass into cus- big manufacturing centers. Phone, write 


The Mark of Quality 


tomers hands—quick. We always hurry, or wire. 


Ask for the Scully Stock List and Reference Book. . . it’s free 


SCULLY STEEL PRODUCTS COMPANY 


Distributors of Steel, Steel Products, Copper and Brass 
Warehouses at CHICAGO NEWARK,N. J. ST. LOUIS BOSTON 
ST. PAUL-MINNEAPOLIS : CLEVELAND . PITTSBURGH ‘ BALTIMORE 


Ihen writing Scully Steel Products Company please mention Purchasing 
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ADVERTISING PAGFs 


RESEARCH 


EXTENSIVE DEVELOPMENT LABORATORIES 


RODUCTS 


COMPLETE PROTECTIVE EQUIPMENT 


XPERIENCE 


27th YEAR OF SPECIALIZING IN SAFETY 


LARGEST MANUFACTURER OF SAFETY EQUIPMENT 


SERVICE 


DISTRICT REPRESENTATIVES IN PRINCIPAL CITIES 


M-S-A IS YOUR LOGICAL 
SOURCE OF SUPPLY FOR 


SAFETY EQUIPMENT 


When every moment is valuable, you will enjoy 


the counsel of a trained and experienced M.S.A. 
representative. He can save you time and detail 
by suggesting dependable and approved equip- 
ment best suited to your particular needs— 
gladly and without any obligation to you. Just 
call on him—he’s ready and capable to help 
you at all times. 


SAFETY APPLIANCES COMPANY 


PURCHASING 


Athletic Club. George E. Price, Jr., of 
\kron, and J. A. Swartz of Kansas City, 
President and Vice President of the 
N.A.P.A., were guests of honor at this 
meeting. Mr. Price spoke on “National 
Affairs.” 


SALEM—Annual Salem meeting of 
the Oregon Association, arranged by S. 
}. Gillette, State Purchasing Agent. The 
program included inspection trip 
through the flax plant of the State 
Penitentiary, a dinner meeting at the 
Quelle, and attendance at the state 
basketball tournament. 


MARCH 17 
HOUSTON—Luncheon meeting of the 


llouston Association, at the Rice Hotel 
Speaker: Lt.-Col. Adlai C. Young, E-x- 
ecutive Officer of the Houston Military 
\rea, “Organization and Weapons of the 
UL. S. Army.” 


MARCH 17-18 
BOSTON — Thirteenth annual Indu- 


trial Exhibition sponsored by the Nea 
England Association, at the Hotel Brad- 
ford. Fifty attractive and informative 
exhibits completely filled the Grand Ball- 
room, presenting a comprehensive dis 
play of industrial materials, products, 
and equipment, stressing the theme, 
“Buying for Defense.” The award for 
the most attractive exhibit was won by 
the Royal Electrotype Company of New 
England, and that for the most infor 
mative exhibit was won by the Hinds 
& Coon Co. 

Luncheon meetings were held on botl 
days of the exhibit, in the Root Dall 
room, and a dinner meeting on Tuesday 
evening in the Lobby Salon. Speakers 
at these meetings were: 

Monday noon: John’ H Martin, 
Priorities Division, Office of Production 
Management, Washington, “Priority Pro 
cedure.” 

Tuesday noon: Stuart F. Heinritz, 
Editor of PURCHASING, New York, “Na- 
tional Defense is a Purchasing Job.” 


Tuesday evening: Sam B. Warner, 
Professor of Penal Legislation and Ad 
ministration, Harvard Law _ School, 


“Limiting Liberty to Preserve It. 

The committee in charge of the ex- 
hibition included: Vincent de P. Gaoubeau 
of the United Fruit Co. (Chairman) ; 
W. P. Bunyon of Harvard University; 
H. E. Butterfield of C. H. Cowdrey 
Machine Works: H. V. Chisholm of the 
Walworth Co.; F. P. Craig of the Dos 
ton Edison Co.; J. Donahue of 
Chandler & Farquhar Co.; E. J. Fitz- 
Gerald of Robert Gair Co.; J. L. Kelty 
ot General Seafoods Corp. ; Kenney 
of Mason-Neilan Regulator Co.; 
MacLeod of Salada Tea Co.; Rk. H. 
Murray of Gulf Oil Corp.; William 
Seldon of W. F. Schratft & Sons Corp.; 
W. H. Sherwood of General Radio Co.; 
W. A. Walter of Pneumatic Scale Corp. ; 
and W. E. Wickham of Ek. & F. King Co. 


MARCH 18 
PITTSBURGH — Annual)“ Assistants’ 


Night” dinner meeting of the Pittsburgh 
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ApRIL, 1941 


Association, at the William Penn Hotel. 
Speaker: George A. Renard, Executive 
Secretary of the N.A.P.A., “From One 
P.A. to Another.” The nominating com- 
mittee has proposed the following slate 
of officers for 1941-1942: 

For President: Henry Rk. Michel of 
Westinghouse Electric & Mfg. Co. 

For Vice President: P. Bb. Zoeller of 
A. M. Byers Co. 

For Secretary: C. H. Rindfuss of 
Pittsburgh Screw & Bolt Corp. 

For Treasurer: E. C. Buerkle of Na- 
tional Bearing Metals Corp. 

For National Director: L. M. 
of Vanadium-Alloys Steel Co. 

For Directors: A. W. Anderson of 
Kerotest Mfg. Co.; E. J. Geinzer of 
American Cyanamid & Chemical Corp. ; 
F. R. King of Colonial Supply Co.; A. J. 
Bodenham of Fort Pitt Bridge Works; 
W. H. Newbaker of Pittsburgh Equit- 
able Meter Co.; J. D. Horton of Union 
Spring & Mfg. Co.; E. C. Hammerle of 
Somers, Fitler & Todd Co.; H. E. 
Cooley of Spang-Chalfant, Inc., James 
F. Kemp of Pittsburgh Steel Foundry 
Corp.; H. S. Coleman of Mellon In 
stitute of Industrial Research. 


Potter 


Thomas I, Savage 


NEW YORK—Dinner meeting of the 
New York Association, at the Builders’ 
Exchange Club. Speaker: Cyrus S. 
Ching, Director of Industrial and Pub- 
lic Relations, U. S. Rubber Co., “Labor 
Relations and National Defense.” The 
meeting was preceded by an afternoon 
forum on the topic, “The Purchasing 
Agent and Ordnance Department Pro- 
cedure,” with a discussion by Major 
Chester Mueller, Chief of the Executive 
Division, New York Ordnance District. 
Thomas I. Savage of the Murphy 
Varnish Co. has been elected President 
of the Association to complete the un- 
expired term of John D. Leeson, who 
has been transferred to the Indianapolis 
plant of RCA Mfg. Co. Walter E. 
Cummin of White Laboratories, Inc., 
succeeds Mr. Savage as Vice Presi- 
dent, and James L. Crosbie of Dexter 
Folder Co. becomes a member of the 
Executive Committee. 


SOUTH POLE 


e@ Polar Explorers cannot take 


chances with Rope of uncertain 
quality. That's why five Byrd 
Expeditions have depended en- 
tirely on Plymouth Manila Rope. 

Just so, Industrial Users of 
Rope carefully check the per- 
formance of rope in the service 
of Industry. They analyze ten- 
sile strength, flexibility, lubrica- 
tion, the safety factor—and the 
yearly rope costs. That’s why 
Plymouth is so largely used by 
Industrial concerns. 

Plymouth Rope Engineers 
carefully control their whole 
rope-making process from selec- 
tion and grading of fiber to the 
final “laying” of the strands into 
the finished rope. This precise 
manufacturing control, and the 
Plymouth method of continu- 


ous, rigid inspection, account 


PLYMOUTH 


FOR 


4s 
A 


EXPEDITION | 


@ A near-calamity occurred during Admiral 
Byrd’s first Antarctic trip to discover Littl 
America. Part of a huge glacier, rising 150 
feet 
erashed, smack on the quarter-deck of one 
of Byrd’s two ships, **The Bolling.”’ The ship 
heeled over and all thought it was going to 
sink. The that 
from sinking was the holding strength of 
Plymouth Manila Rope which moored “The 
Bolling” on one side to the Great Glacier 
and on the other side to Byrd’s ship, “The 
City of New York.” 
Taken from Plymouth 
Advertising Campaign in TIME Magazine 


above sea level, chipped off and 


only thing prevented her 


forthe high degree of perfection 
and uniformity that has long 
distinguished Plymouth Manila 
Rope. 

Specialized ropes have been 
developed by Plymouth for 
practically every special re- 
quirement of Industry. Our 
Technical Staff will gladly co- 
operate with you in supplying 
the most efficient types of rope. 
designed to suit your individual! 
needs. 

An interesting and valuable 
booklet, filled with technical 
rope information, is available 
on request. Use coupon below. 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts, 
and Welland, Canada 
Division Offices: 

New York, Chicago and San Francisco 


Warehouse Stocks: 
New York, Boston, Baltimore, Philadelphia 
Cleveland, Chicago, Houston, San Francisco 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts 


Please send me free copy of booklet 
It Safely.” 


Address____ 


Sate 


_ WHAT YOU CAN LEARN (ae 
froma 
Na 
Bes 
ist 
* 
go? 
| 
| 
132% 
— 
Hhen writing Plymouth Cordage Company please mention Purchasing 


BY THE MILLION 


DEMANDS and desires of mil- 


lions of buyers are turned into a 


profitable sales when effective 
and economical mailing pieces 
do their part. And for long-run, 
productive printed advertising, 
be sure to specify SARATOGA 
English Finish — folds well, 
dries quickly, takes smooth ink 
impression, gives excellent half- 


tone reproduction, and saves 


money because it is especially 


made for low-cost production. 
In White, India and six colors 


in standard sizes and weights. 


GET YOUR COPY 


of our new and informative 
demonstration folder, BY 
THE MILLION! Make 
your request now. 


INTERNATIONAL PAPER COMPANY 
220 East 42nd Street - New York City, N. Y. 


Boston Chicago 


Cleveland 


Made by the Makers of: ADIRONDACK BOND & LEDGER - INTERNA- 
TIONAL MIMEOSCRIPT + INTERNATIONAL DUPLICATOR - BEESWING 
MANIFOLD - TICONDEROGA BOOK - TICONDEROGA TEXT - INTER- 
NATIONAL TI-OPAKE - CHAMPLAIN BOOK - SARATOGA BOOK 
SARATOGA COVER - INTERNATIONAL OFFSET 


PURCHASING 


AKRON — Annual [Executive Night 
dinner meeting of the Akron Association, 
at the Akron City Club. Speaker: Dr. 
\llen Stockdale of the National Asso- 
ciation of Manutacturers, “Industry and 
National Defense.” 


ST. LOUIS—Dinner meeting of the 
St. Louis Association, at the York 
Hotel. Speaker: Harry G. Wallis, As- 
sistant Manager of the Kenosha Branch, 
\merican Brass Co., “Some General 
Observations in the Brass and Copper 
Industry.” The annual Industrial Prod- 
ucts Display sponsored by the Associ- 
ation will be held April 17th and 18th. 
Wilham Grossman and Erwin H. Dolt 
are in charge 


LOUISVILLE—l)inner meeting of the 
Louisville Association, at the Kentucky 
Hotel. Speaker: Harlan FE. Cross of the 
Sloss-Shefheld Steel & Iron Co., Birm 
ingham, [istrict Vice President of the 
N.A.PLA., “The Responsibility of the 
Purchasing Agent of Today.” G. W. 
Leep led a panel discussion on_ the 
topic, “Will Prices Kise Sharply During 
1941?" 

\t a luncheon meeting for Associa- 
tion officers, at the Pendennis Ciub, Mr. 
Cross discussed business conditions 
throughout the sovth, based on his ob- 
servations during official visits to. all 
associations in the district. 


SEATTLE—IDinner = meeting of thi 
l'ashington Association, at the Benja 
min Franklin Hotel. The meeting was 
in charge of the past presidents, and 
fifteen former leaders of the Associa 
tion were present, taking part in a “Pur- 
chasing Agents’ Forum.” Guests of 
honor at this meeting were representa 
tives of the Los Angeles and Northern 
Cahitornia Associations, returning from 
the District 1 Council Meeting at Van 
couvver, March loth and 17th. George E 
Price, Jr. of Akron, Ohio, National 
President of the N.A.P.A., was the 
principal speaker. He discussed the 
Purchasing Agent's part in the national 
defense program. The Association pre- 
sented a set of four N.A.P.A. Hand 
books to Don H. Mackenzie, Professor 
of Business Administration at the Uni 
versity of Washington, for use in con- 


nection with the purchasing course. 
MARCH 19 


DETROIT — Dinner meeting of the 
Detroit Association, at Webster Hall. 
Speaker: George A. Renard, Executive 
Secretary of the N.A.P.A., “From One 
A. to Another.” 


PORTLAND — Luncheon meeting of 
the Oregon Association, at the Mallory 
Hotel. Speaker: George Ek. Price, Jr., 
of the Goodyear Tire & Kubber Co., 
\kron, President of the N.A.P.A., “Na- 


tional Affairs.” 


MARCH 
CLEVELAND—D inner meeting of the 


Cleveland Association, at the Cleveland 
Hotel. Speaker: Herbert N. McGill, 
President of the MeGill Commodity 


IVhen writing International Paper Company please mention Purchasing 
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THE RIGHT HOSE RIGHT AWAY 


COMPLETE LINE 


Hase for the endless number of industrial 


uses to which it has been applied—air tools, 
sanitation, conducting acids and the scores of 
others—is dependably and promptly supplied 
from the complete stocks of conveniently lo- 
cated Republic Distributors. Republic’s years 
of specialized manufacturing experience and 
research, together with extensive hose-making 
facilities, have produced hose of exceptional 
quality and serviceability for every specific 
need. Republic’s distributor organization, one 
of the most efficient in the country, adds to 
Republic Hose the important advantage of im- 
mediate availability. REPUBLIC RUBBER 
DIVISION OF LEE RUBBER AND TIRE 
CORPORATION, YOUNGSTOWN, OHIO. 


MOLDED PRODUCTS 


ORDER REPUBLIC RUBBER PRODUCTS FROM YOUR DISTRIBUTOR 
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O one knows better than you how 
much office time is lost when im- 
portant figuring work is delayed or 
when figuring errors occur. Underwood 
Sundstrand Adding-Figuring Machines 
can help you avoid this waste and cut 
down figuring costs as well. 


Underwood Sundstrand gives you more 
speed for the same reason it gives you 
greater accuracy. It simplifies! There 
are only 10 numeral keys on the 
Underwood Sundstrand and these are 
so arranged that even beginners use 
the Touch Method of operation almost 
from the start. The operator keeps her 


Copyright 1941, Underwood Elliott Fisher Company 


... Start by saving figuring time on the 


Underwood 
Sundstrand 


ADDING-FIGURING MACHINE 


Underwood Elliott Fisher Speeds the World's Business 


eyes on the work. There’s no head- 
swinging between “copy” and machine 
to snvite mistakes. 


Because we know how Underwood 
Sundstrand performance compares with 
that of other machines, we invite you 
to try this streamlined adding-figuring 
machine in your own office with one 
of your own staff at the keyboard. Tele- 
phone our local Branch and we'll de- 
liver a machine without obligation to 
you of any kind. 

UNDERWOOD ELLIOTT FISHER COMPANY 

One Park Avenue, New York, N. Y. 
Sales and Service Everywhere 


PURCHASING 


When writing advertisers please mention Purchasing 


| ...don't Waste a Minute 
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Service, “Economic and Commodity 
Trends.” Milton Maddux of Cincinnati, 
District Vice President, spoke 
briefly on association affairs. 


SAN FRANCISCO—Dinner meeting of 
the Northern California Association, at 
the Elks Club. Guest of honor was 
George E. Price, Jr., of Akron, Presi- 
dent of the N.A.P.A., who spoke on 
“National Affairs.” John Thompson, 
foreign editor of the San_ Francisco 
News and authority on Pan-American 
affairs, spoke on “The Purchasing 
Agent’s Place in the New Economy.” 
The meeting was preceded by an after- 
noon forum on “Office Machines,” led by 


H. L. Weber. 
BIRMINGHAM — Luncheon meeting 


of the Birmingham Association, at the 
Redmont Hotel. Speaker: F. W. Haus- 
mann of the War Department, “Defense 
Industries.” 


ALBANY—Annual Executive Niglit 
dinner meeting of the Eastern New 
York Association, at the De Witt Clin- 
ton Hotel. Speaker: W. Rk. Herod, Vice 
President of the International General 
Electric Co., New York, “The World As 
I See It Today.” The meeting was pre- 
ceded by a cocktail hour and reception. 


MARCH 22 
CINCINNATI—Stag bowling party of 


the Cincinnati Association, at the Cin- 
cinnati Club, featuring the annual tourna- 
ment of Salesmen vs. Purchasing Agents 
for the President's Cup. 


MARCH 24 
PROVIDENCE—Dinner meeting of the 


Rhode Island Association, at the Narra- 
gansett Hotel. Speaker: Frank J. Love- 
joy, Sales Executive of the Socony- 
Vacuum Oil Co., New York, “Relation- 
ships Between Purchasing Sales 
Department.” The meeting was pre- 
ceded by an afternoon forum on_ the 
topics: “Acknowledgement of Purchase 
Orders” and “Transportation.” Carl P. 
Riegger of the Grinnell Company led 
the discussion. 


HOUSTON—Luncheon meeting of the 
Hlouston Association, at the Rice Hotel. 
Sound films showing developments in 
naval vessels and naval aviation, shown 
by the Naval Recruiting Service. 


MARCH 25 


OAKLAND—Luncheon meeting of the 
East Bay Group, Northern California 
Assoctation, at the Lake Merritt Hotel. 
Speaker: Herb Dana, football authority 
and former “Czar” of the Pacific Coast 
Conference, “The New Football Rules; 
and Some Highlights in Games I Have 
Refereed.” 


LOS ANGELES—Luncheon meeting of 
the Los Angeles Association, at the 
Chamber of Commerce, honoring N.A.- 
P.A. President George FE. Price, Jr., 
Purchasing Agent of the Goodyear Tire 
& Rubber Co., Akron. Mr. Price spoke 
on “The N.A.P.A. in National Affairs.” 


writing Acme 


Here’s how... 
We Reduce YOUR 


Codi 


@ Many buyers are benefiting by the faster, 
lower cost receiving made possible by the 
Acme Steelstrap Process. 


Boxes and crates arrive undamaged—are 
easier to open. Bundles of odd shapes can 
be handled as a single item. Skid-loads can 
be moved faster, stored more conveniently. 
Straight and mixed cars can be unloaded 
without the time-consuming necessity of 
removing complicated bracing. The saving 
in time and money frequently equals the 
difference between the lowest bid and the 
highest . . . your suppliers actually benefit 
when they give you this better service .. . 
their packing and shipping costs will be 
lower, too. 

For your firm’s Steelstrap requirements, 
the Acme Steelstrap Buying Plan can 


provide additional 


economies. Mail the 
Look for 
coupon for complete 


details. No obliga- 
tion, of course. 


STEEL 
‘COMPANY 


2842 ARCHER AVENUE | 
HICAGO, ILLINOIS 


and Sales Offices in Principal Cities 


To unload a damage-free bundle of 
steel, you merely snip the steel bands 
with the Acme Shear. There is a mini- 
mum of time and effort. 


This load of strip steel is covered with 
waterproof shrouds. Braced by Acme 


Unit-Load Bands maximum protection 
is assured, 


ACME STEEL COMPANY 
2842 Archer Ave., Chicago, III. 
L) Send complete facts about 


Receiving costs are reduced when Acme 
Unit-Load is used for bracing pool cars. 
Just snip the bands and unload. No com- 


plicated braces to remove or to replace. 


‘ 
This car of glazed tile has just arrii 
safely at destination. Before the advent 
Acme Unit-Load Bands, damage anc 
subsequent inconveniences were a soi 
of continual annoyance to 


the Acme Steelstrap Purchase Plan. 


(0 Mail a copy of the booklet showing 


how Steelstrap provides protection and 
receiving advantages. 


Address 
Name 
City 


> Steel Company please mention Purchasing 


89 
i 
= —~ 
| 
| 4 
| 
| 
Wa | 
| | | | 
aq 
aims 
ce 
= Se 
. € ‘a 
Branc Stat 


\ 


4 


exclusively 


HOLO—KROME 


and Guaranteed for 


UNFAILING PERFORMANCE 


Tests made by users, in all types of industries, con- 
vincingly prove the fact that Holo-Krome FIBRO 
FORGED Socket Screws do give Unfailing Performance 
on the job . . . On your next requisition for Socket 
Serews ask the Holo-Krome Distributor to furnish you 
with Completely Cold Forged Socket Screws made by 


Holo-Krome — Every Single Screw Guaranteed. 


Sold Thru 


Authorized Stock Carrying Distributors 


f= © 


THE HOLO-KROME SCREW CORP SCREWS CONN USA 


When writing The Holo-Krome Screw Corp. please 


mention 


PURCHASING 


SYRACUSE—D inner meeting of the 
Syracuse ¢& Central New York Asso- 
ciation, at the Onondaga Hetel. Prof. 
Loberg of Cornell University explained 
the Haney charts in relation to current 
business conditions and trends. The bal- 
ance of the meeting was devoted to a 
forum) discussion of commodity mar- 


kets 
TULSA—lInspection visit of the Tulsa 


fssoctation, at the Spartan School of 
\cronautics. The tour was followed by 
a dinner meeting in the recently com- 
pleted restaurant building. 


WATERBURY—LD inner meeting of the 
Connecticut Association, at the Elton 
Hotel. Speaker: John H. Martin, Prior- 
ity Division, Office of Production Man- 
agement, “Priority Procedure.” 


MARCH 26 
ROCHESTER—Jinner meeting of the 


Rochester Association, at the Rochester 
Club. Speaker: Dr. J. Anton de Haas, 
William Zeigler Professor of Interna- 
tional Relationships, Harvard University, 
‘An American Foreign Policy.” 


MARCH 27 
ELMIRA — Executive Night dinner 


meeting of the Elmira Association, at 
the Mark Twain Hotel. Speaker: C. F. 
Schwep, Vice President in Charge of 
Purchases, Ingersoll-Rand Co., New 
York 


SAN FRANCISCO—Luncheon meeting 
of the Northern California Association, 
at the Palace Hotel. Speaker : Carvl 
Coleman, radio producer, “Incidents in 
he Karly Days of Radio.” 


SEATTLE—Luncheon meeting of the 
l‘ashiagton Association, at the Wash- 
Athletic Club. Colored motion 
pictures of the Skagit country were 
shown through courtesy of Seattle's 
City Light 


BIRMINGHAM—Luncheon meeting of 
the Birmingham Association, at the 
Redmont Hotel Speaker: Judge Whit 
Windham, “The American Way of 
ife.”’ 


MILWAUKEE— Special meeting of thie 
Vilwaukee Association, at the Elks Club, 
to discuss priority rulings on aluminum. 


MARCH 29 


PAWTUCKET—l.adies’ dinner dance 
of the Rhode Island Assoctation, at the 
Pawtucket Golf Club. William H. Hunt 
was chairman of the committee on ar- 
rangements. 


COLUMBUS—Annual bowling tourna- 
ment of the Sturth District, N.A.P.A 
with teams from the Cincinnati, Cleve- 
land, Columbus, Dayton, Springfield, 
and Toledo Associations. The program 
included luncheon at the Grand View 
Inn, bowling at the Riverside Recreation, 


and dinner meeting at the Deshler-Wal- 


dick Hotel 


Purchastng 
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“CLARK” Power Shovel 


Handles 35 tons of loose material per 
hr., picking it up in 17 cu, ft. bites, carrying 
it 75 ft., hoisting it, dumping it into carts. 


“Clark’’ Fork Trucks tier 3-ton loads to 
104 in. in 15 sec.——higher if necessary. They 
travel, loaded, at 1 to 74% m.p.h., climb ramps. sid 


turn around in a box car. 


VE 


= 8282 8 
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are swift, powerful, always ready to start, will work 24 hrs. 
around the clock without faltering and will move goods at 
lowest cost per ton-mile, Write for catalog—Fork Trucks, Plat- 
form Trucks, Dump Trucks, Power Shovels, Tractors—over 
70 models. 


CLARK TRUCTRACTOR 


Div. of Clark Equipment Co. 


123 Springfield Place Battle Creek, Michigan 


When writing Clark Tructractor please mention Purchasing 


9} 
a. ; 
4 | 
q 4 ‘ . 


<> 


/ 


A 


| 


q 
q 


"yd 


36 Miles or 36 Feet of 
PAGE FENCE 


e Since 1883, Page has been engaged in the serious business of protecting lives and 
property. These years have taught us many things, but none more vital than the 
fact that it is the function of a Page Fence that counts, mot the size of the order. 
e Thus an order for 36 feet of residential fence to protect children has a functional 
importance not less significant than a recent contract for 36 miles of fence to pro- 
tect an industry essential to national defense. e Today ‘America’s First Wire 
Fence” has an enviable reputation among men whose job it is to make decisions, 
as have also Page Welding Electrodes, Gas-Welding Wire, Manufac- 
turers’ Wire, Shaped Wire and Special Analysis Wire. Investigate 
ACCO-manufactured products for INDUSTRY, AGRICULTURE 
and TRANSPORTATION—137 in all. A few are listed below. 


CHAIN — Weed Tire Chains CHAIN BLOCKS Trolleys, Presses FENCE Page Fence, Wire and Rod Products, 
Welded & Weldiess Chain & Attachments FORD CHAIN BLOCK DIVISION Welding Wire, Shaped Wire 
M 
AMERICAN CHAIN DIVISION WIRE ROPE inabRetineniaetinns PAGE STEEL AND WIRE DIVISION 
CABLE Tru-Lay Preformed Wire Rope Nonporell Non-preformed Wire Rope VALVES — Bronze, Iron and Stee! Stee! 
Crescent Non-preformed Wire Rope Korodless (Stainless Steel) Yacht Rigging Fittings « d Este Engineering Specialties 
Tru-Loc Fittings — Tru-Lay Control Cables Aircraft Control Cables READING-PRATT & CADY DIVISION 


AMERICAN CABLE DIVISION HAZARD WIRE ROPE DIVISION 


CASTINGS  sMolleable Iron Cast 
AUTOMOTIVE EQUIPMENT 


stings 
AMERICAN CHAIN DIVISION 


goroges and service stations Electric Steel Castings 
AMERICAN CABLE DIVISION MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION 
CUTTING MACHINES wer Abrasive SPRINGS Owen Springs ond Units for Mot. HOISTS and CRANES 
Cutting Machines —Nibbling Machines tresses, Furniture and Transportation Seating Hoists, Electric Hoists, Cranes, Presses 
ANDREW C. CAMPBELL DIVISION OWEN SILENT SPRING COMPANY, INC WRIGHT MANUFACTURING DIVISION 


In Canada— Dominion Chain Company, Limited + In England The Parsons Chain Company, Ltd., and British Wire Products, Ltd 
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PURCHASING 


Rubber—Natural and 
Synthetic 


(Continued from page 54) 


temperature, it was undesirable to re- 
place rubber entirely throughout the 
structure. It is interesting, too, that 
by compounding the Neoprene with 
graphite, sufficient conductivity was 
obtained to prevent the potential of 
static charges built up during flight 
from becoming sufficiently high to 
cause discharge through the de-icer, 
which had often occurred before Neo- 
prene coatings were adopted. The 
electrical conductivity and resistance 
to gasoline of synthetic rubber com- 
pounds has made practical their use as 
hose nozzles at filling stations, where 
the flexibility and softness of rubber 
have long been recognized advantages 
over metal for this purpose. 

Two other respects in which syn- 
hetics surpass natural rubber are their 
resistance to swelling by water, es- 
pecially under heat and pressure, and 
their greater resistance to diffusion of 


gases. 


Specifications of Use Are Best 


In many cases, no one property de- 
termines the selection of a material for 
service. A combination of several 
properties must be secured, and tech- 
nologists who design the various com- 
positions must select those materials 
which yield the best all-round charac- 
teristics for the purpose. 

Good resistance to abrasion is ob- 
tainable from most of the synthetics 
under certain conditions of service. 
Shoe soles of Koroseal will outwear 
rubber compounds of the same hard- 
ness; but if the service were such that 
the material became heated as the re- 
sult of fiction, Koroseal would not be 
considered. If again, to the demand 
for resistance to abrasive wear is add- 
ed the requirement that the composi- 
tion must withstand heating under rap- 
idly repeated compressions, natural 
rubber would be selected, but if oil re- 
sistance is a further requisite the tech- 
nologist will abandon rubber entirely 
and, necessarily accepting some heat 
generation, pick one of the synthetics. 

Unfortunately, not all of the syn- 
thetics which exhibit excellent re- 
sistance to the action of oil possess 
satisfactory characteristics for use as 
electrical insulation. Of the oil re- 
sistant varieties, Koroseal has found 
the widest use in the electrical industry 
as insulation or as_ oil-resistance 
sheathing on wires and cables. In 
these constructions, the fact that 
Koroseal does not require vulcaniza- 
tion is a decided advantage. 

In order to be certain of obtaining 
articles suitable for their needs, pur- 
chasers of rubber goods frequently 
specify certain features of construction 
or composition which they believe will 
insure the desired qualities. With this 
in view, some have drawn  specifica- 
tions designating that the compound 


IVhen writing American Chain & Cable Company, Inc. please mention Purchasing 
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WORLD'S 


toughest insulation job we've 
ever heard of —guarding huge tanks 
of liquefied natural gas at minus 
258° F.—was recently entrusted to 
cork. Armstrong’s Cork Insulation 
was chosen because of its record for 
efficient and dependable service on 
other jobs involving extremely low 
temperatures and because of its 
outstanding natural properties such 
as its cellular structure, resistance 
to moisture, structural strength, and 
low thermal conductivity. 

The unique tanks requiring this 
insulation are the heart of a new 
natural gas storage system de- 
signed to enable gas companies to 


meet peak load demands without 
building costly new pipe lines. The 
system was developed by the Hope 
Natural Gas Company and _ the 
first commercial plant was recently 
completed by the Gas Machinery 
Company for the East Ohio Gas 
Company, Cleveland. 

This plant has three huge tanks, 
each made up of two concentric 
spheres separated by 36” of Arm- 
strong’s Cork Insulation. The inner 
sphere is 57 feet in diameter and 
rests directly on the corkboard 


INSULATION JOB 


Each of these tanks will hold OM 
of liquefied natural gas—equal to 50 mill 
feet of free gas. This new storage method ¢ 
East Ohio Gas Company to meet peak loa ld 
without building a new pipe line to th 


This view shows a 36” thick layer of Armstrong's Corkboard installed 
around the lower half of the storage tank. An inner sphere to hold the 
liquefied natural gas at minus 258° F. was installed on, and is entirel 
supported by this dependable corkboard. Armstrong's Regranulated | 
also in a 36” thickness, was used to insulate the upper half of the spher 


which insulates its lower half. The 
upper half of the sphere is insulated 
with regranulated cork. An engi- 
neer’s report on this unique instal- 
lation, described cork as “The best 
heat insulator we have found...” 
Whenever you need efficient, de- 
pendable insulation, whether for 
moderate or extremely low tempera 
tures, come to Armstrong for advice. 
Write now for all the facts to Arm- 
strong Cork Co., Building 
Materials Division, 915 
Concord St., Lancaster, Pa. 


ARMSTRONG’S CORK INSULATION 


When writing Armstrong Cork Co. please mention Purchasing 
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1 fl Pave | a 0 Olli shall be made of a particular synthetic 
rubber. This practice is undesirable 


for at least two reasons. 

In the first place it prevents the 
| manufacturer from utilizing any other 
> \ ern material even though it may furnish 
ree pa to the consumer goods of better qual- 

ity or lower cost or both. In fact, 
improvement of quality, especially of 
articles built up of various parts, may 
be largely dependent on the processing 
properties of the synthetics—a fact 
about which the consumer usually has 
little information. 

Secondly, it hinders the development 
of new synthetics by reducing the 
amount which might otherwise be 
used. Costs of these materials are 
greatly influenced by the volume of 
production. If a new = synthetic, no 
matter how good, will not be accepted, 
its use cannot increase as it might in a 
tree market with competition based on 
quality alone. 


The practice of specifying accept- 


ance tests of such character as to in- 
sure suitability for the desired purpose, 
and leaving to the manufacturer the 
choice of the materials in the pur- 


thaser’s obtaining higher quality and 
Help him keep out thieves, oo on % etter value for his expenditure. No 
hemical manufacturer who produces 


] moting sales of his product. Eve 
plant with Cyclone Fence is produ ven 


though he knows that for certain pur- 

a competitive material is prefer- 

EVER before has it been so important to guard your N . I preter 
4 plant closely hours a day. The surest way to 7 Sore, HE COCs HS 


have full protection dav and night is to put a high barrie } echnologists in rubber manufactur- 
of Cyclone Fence around every bit of vour property. Then \ : ing establishments, on the other hand. 


your watchman can check every person, and every load utilize all kinds of synthetics. They 
that passes through the gates. are interested only 

U-S-S Cyclone Fence is chosen by more plant owners CYCLONE'’S sturdy 
than any other fence. For they know there’s real economy spring coupling —com- 


in obtaining the 
best materials available. They are 
pensates for expansion constantly making comparisons among 
in fence that will function properly vear after vear with und contraction of top the conmmedelal sxidtheticn aud adopt- 
weaving, to prevent cracks which would allow rust to start. breaking of railx — re- on = ’ASIS ol their me rits. 1eir 
Husky H-column posts are set in concrete bases that frost duces upkeep cost experience and judgme nt should be of 
won't budge. Gates swing freely on ball-and-socket hinges value to engineers or inventors who 
so mounted that the weight of the gate does not hang trom need to apply rubber compositions for 
the post, but is carried directly to a solid concrete base. ZY ij attaining certain objectives. Specifica- 
QUICK DELIVERY —Our huge production facilities enable us \ tions should permit them to choose the 
to meet almost any emergency delivery requirement. And } materials best 
our erection service provides the skill of trustworthy, fac- 
tory-trained men who build fence quickly—and right. 

Perhaps you wonder about the cost. We can give you _ Abstract of paper presented at the annual 
fence of famous Cyclone quality at a price comparable to THIS SYMBOL rem 
any of similar designs. That's why it is important that sents the finest quality , ili ‘ 
you get a Cyclone estimate before vou buy any tence. 

Write now—there’s no obligation. 


suited to each type of 


makes nour fence la 
lounges and wow 
(ret the facts 
about Cuyelone’s 
galvanizing before wou 


United States Steel Export Company, New York hun anu fence, Follow-Up 


CYCLONE FENCE | Continued from page 63) 
“Fage DOOR ON FeNCE Waukegan, Derr. B-41 | on 
Please mail me, without obligation. a copy of *‘ Your not turnish it no one else could. The 
Send for our free 3t-page book == Fence-—-How to Choose It—How to Use It. Purchasing Agent suggested that he 
eations and illustrations. otherwise, one was found who could 


school, playground, and busi- k 
| that particular problem was solved. 


feet of fence or 10 miles of it, I am interested in fencing: — Industrial: Es- The lesson learned by the Purchas- 
vou need this valuable book. tate; Playground; ~ Residence; School. ing Agent was that such investigations 
Approximately should be made as soon as _ possible 
atter an order is placed, assuming it 
is not possible or practical to make 


them prior to placing the order. As 
the months go by, the Purchasing 
Agent can look for an increase in the 
number of cases where a vendor—who 


had previously performed satisfactor- 
ilyv—advises that he cannot make de- 


CYCLONE FENCE DIVISION 
(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Ill., Branches in Principal Cities 
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Precision 


... essential equipment 


to give profitable 


production with today's 


demands for Speed 


and Accuracy in the 


Defense Program 


BS 


—Select your 
Machinists' Tools 
with confidence from 
the Brown & Sharpe 
Catalog ... 


Micrometers 

Rules 

Combination Squares 
Bevel Protractors 
Straight Edges 
Vernier Tools 

Gages 

Dial Test Indicators 
Speed Indicators 

V Blocks 

Calipers and Dividers 


Brown & Sharpe Mfg. Co., 
Providence, R. |., U.S. A. 


: 


The quality of steel 
and craftsmanship 
which goes into the 
making of WINTER 
TAPS, 


insures maxi- 


mum _ performance: 


‘*More and better 


tapped holes per tap.” 


For defense production 
you can buy no better 
threading tools than 
those bearing the 


name “WINTER.” 


WRITE FOR CATALOG 18 


inter 
BROTHERS 


QUALITY IAPS 


WINTER BROTHERS CO. 
WRENTHAM, MASS. 


Branch Factory: 
DETROIT, MICH. 


A division of 
THE NATIONAL TWIST 


DRILL G TOOL COMPANY 
Detroit, Michigan 


When writing Winter Brothers Co. please mention Purchasing 


PURCHASING 


livery on the date promised. If, by 
more intensive follow-up, he can spot 
a possible delay of this sort, much 
time will be saved. 

As to the attitude of the supplier, 
if the Purchasing Agent handles the 
matter in a reasonable manner he will 
generally tind the vendor willing and 
anxious to cooperate. This is par- 
ticularly true of concerns which have 
not had much of a procurement prob- 
lem up until now and suddenly find 
that they are unable to get sufficient 
raw materials. Without that previ- 
ous experience, they may not know 
how to go about solving their prob- 
lem. In most cases, 1f the Purchas- 
ing Agent can offer a suggestion that 
results in improved conditions for the 
vendor, the latter will pass on to the 
Purchasing Agent—in the form of 
better performance — dividends that 
would be difficult to measure in dol- 
lars and cents. 

4. During these times the Purchas- 
ing Agent should extend his search for 
acceptable substitutes. Perhaps mate- 
rials not previously considered will be 
found suited to the need, and it is up 
to the Purchasing Agent to ferret 
them out. Purchase specifications 
should be analyzed with suppliers as 
well as with those in your own or- 
ganization. Perhaps certain close tol- 
erances or frills thought desirable in 
the past may now be dropped or modi- 
fied without impairing the usefulness 
of the finished product. In addition 
to speeding up deliveries, the Purchas- 
ing Agent may find that such changes 
result in worthwhile cost economies. 

5. The Purchasing Agent will find 
it advantageous to cooperate to the 
fullest extent with his traffic depart- 
ment, in order that the best possible 
routing is assigned to each order and 
that shipments will be traced from the 
time they leave the supplier’s plant 
until they arrive at their destination. 

Because efficient procurement is es- 
sential to the success of the Defense 
Program, it is generally recognized to- 
day that the Purchasing Agent is an 
important cog in the machinery of 
production, perhaps even more than 
under normal operating conditions. 
He will, of course, perform his duties 
to the best of his ability. For the 
follow-up portion of his work, the 
following slogan seems appropriate— 
“Results—not Excuses.” 


WALTER PECKINPAUGH 


JOINS SKYBRYTE 


Walter S. Peckinpaugh has been ap- 
pointed sales representative for The 
Skybryte Co., Cleveland, manufactur- 


ers of maintenance paints and rust pre- 
venting products. He will handle the 
Cleveland territory. Mr, Peckinpaugh is 
the son of Roger Peckinpaugh, famed 
major league baseball player since 1910 
and now manager of the Cleveland In- 
dians of the American League. Young 
Peckinpaugh made a promising start at 
following in his father’s footsteps in the 
athletic world. He played three years 
on the University of Michigan baseball 
team, and captained the team in his 
senior year. He entered the professional 
ranks after his graduation from college, 
but last year tore a leg muscle while 
playing in a minor league and was 
forced to give up the game. 
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Eyes That Keep Production Flowing 


T TAKES safe, keen eyes to keep an uninter- 
I rupted flow of products coming off the produc- 
tion line. And today, speed, efficiency and economy 
of production are vital to adequately meet 
emergency demands. 

Eyes are safe from physical injury when they 
work behind Bausch & Lomb Safety Goggles. 
Eyes are keen when those goggles have BXL pre- 
scription-ground hardened lenses. Eyes are com- 
fortable when those goggles are properly fitted. 

Backed by 88 years of experience in producing 
lenses and frames for eyesight correction, preci- 
sion optical instruments for industry, science and 
education and optical equipment for military use, 
Bausch & Lomb Safety Goggles are optically cor- 


rect. Their manufacture is completely controlled 
by Bausch & Lomb even to the raw glass which 
is made in the Bausch & Lomb Glass Plant. 

The result of that optical experience and rigid 
manufacturing control is a complete line of safety 
goggles that will lower eyesight injury costs and 
help to maintain production schedules and prod- 
uct quality. Bausch & Lomb Optical Co., 741 
St. Paul Street, Rochester, N. Y. 


BAUSCH & LOMB 


When writing Bausch & Lomb Optical Co. please mention Purchasing 
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SOAP 


Economical because of its high number 


of washes per pound , .. and so efficient 


Workmen with hands toughened, stiffen- 
ed and made dermatitis—susceptible by 
harsh washing cost you money. You pay 
for it now... but CAN repair the situa- 
tion. 


supplies the means—a new industrial hand cleaner 
that is JUST AS POWERFUL in cleansing qualities 
as any detergent—soap you are using BUT 
GENTLE IN ACTION, No abrasive grit. No harsh 
caustics, LAN-O-KLEEN uses non-abrasive corn- 
meal to rub out the dirt and a SPECIAL IMPREG- 
NATION with lanolin. This important animal oil 
(1) buffers the mild soap alkali and (2) helps 
restore the natural oiliness to the skin. There’s 
nothing else like it! 


Yet LAN-O-KLEEN costs no more per washing 


than other soaps. ee 
Clip the Coupon and let your men’s Oo ek 
enthusiasm prove what say. 


WES DISINFECTING 
COMPANY fit 
42-16 WEST STREET, LONG ISLAND CITY, N. Y. | 


Attention Dept. PR 
I am interested in your FREE TRIAL offer of a Dispenser and sufficient LAN-O.- 
KLEEN to test out for 2 to 3 weeks in one department. Please get in touch. 


PURCHASING 


Wider Scope for 
Priorities System 


(Contummed from page 46) 


spection service, under the following 
provisions: 

(a) The material being ordered from 
the subcontractor must be included in 
the critical list or must be a fabricated 
part or accessory thereof. 

(b) The rating must be supported by 
an existing authentic rating given to the 
prime contract. (One exception noted 
when subcontracts involve the need ot 
critical material, though the prime con 
tract concerns non-critical items and is 
therefore not ehgible for original 
rating. ) 

(c) The items being ordered must be 
clearly necessary to the timely comple 
tion of the related prime contract 

(d) The items being ordered are not 
larger in quantities or for earlier deliy 
ery than required by the approved pro 
duction schedule of the user. 


Order of Precedence 


Precedence among orders carrying 
identical ratings will be decided, when 
necessary, as follows: 

(a) By respective dates of completion 
or delivery required. 

(b) When respective dates of delivery 
contlict, the date of placing the order 
will govern; Le. orders placed at an 
early date will automatically take prece 
dence over later orders. 

(c) When it appears that the method 
described in (b) is not satisfactory 
solution, the decision will be made by 
the supply arm or bureau concerned if 
the conflict is wholly within such supply 
arm or bureau; otherwise, these ques- 
tions will be referred to the Priorities 
Committee, Army and Navy Munitions 
Board, which will be guided in its de 
by appropriate consultations with 
the agencies involved. 

(d) When cases described in the latte: 
part of (c) become numerous, the Pri 


cisions 


orities Committee may compile prece 
dence lists of companies within a single 
priority classification, which lists will be 
released to interested agencies and used 
by them automatically to resolve con 
flicts of this type. 


Special Cases 

There will naturally be occasions when 
the operation of preference ratings and 
certificates may not be wholly automatic 
nor satisfactory In meeting a situation 
Priority action may on occasion be made 
effective by one of the following means : 

(a) By the interchange of delivery 
dates of orders before the article is com- 
pleted. 

(b) By diverting the delivery of com- 
pleted items from one order to another. 

(c) By accelerating the manufacturing 
process of certain items at the expense 
of other items with competing delivery 
dates. 

(d) By allocating the output of a sup- 
plier on a pro-rata basis among cus- 
tomers in accordance with their relative 
importance. 


When writing West Disinfecting Company please mention Purchasing 
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The experience of 82 years devoted exclu-— 
sively to the of industrial rubber 


goods is reflected in every belt. Give your” 
plant and your men the benefit of this ex- 
perience with belts free from stretch—from 

the slip and “creep” that take a toll in pro- 


duction.. HEWITT belts that retain their fle 


tbility and their snug, power-saving gr 


over longer periods. Your HEWITT distribu- 
is listed m Classified Telephone Direc: 


HOSE e CONVEYOR AND TRANSMISSION BELTS e PACKING 
Industry has made HEWITT its largest exclusive producer of industrial rubber goods 


When writing Hewitt Rubber Corporation please mention Purchasing 


3 
‘ah 

DF YOUR PRESENT FACILITIES 

s of plant cutives he ate 

long way in making certain that every : : 
chine turns at maximum efficiency. : 

Because HEWITT belts are built clalists. 

it, 

Hewitt Rubber Corporation, Buffalo, 4 


ARE WORKING 24 HOURS DAILY 
FOR INDUSTRIAL REARMAMENT 


ROLLING MILLS 


In Hussey Rolling Mills— 
strict control and a single 
high quality standard pre- 
vails. Every Hussey Copper 
product is of known top 
quality from ore to finished 
product. 


COMPLETE STOCKS of Hussey 
Copper and Brass are carried by 
Hussey Warehouses located in all 
principal cities. They carry all the 
items you use—ready for immediate 


delivery. 


MINES 


Hussey Copper quality begins in 
their rich lodes of high assay pure 
lake ore. One strict control sys- 
tem, one management, guards 
Hussey quality from mine, through 
smelting to rolling mill and fin- 
ished product. 


COMPLETELY 
STOCKED 
WAREHOUSES 


¢. G. HUSSEY & COMPANY 


(Division of Copper Range Co.) 
Rolling Mills and General Offices 
PITTSBURGH, PA. 


PURCHASING 


importance. (This can only be ordered 
by the Office of Production Manage- 
ment.) 

To make the system most helpful and 
effective, suggestions are made as to pro- 
cedure in scheduling and in calling for 
bids. Pertinent among these are the 
following instructions: 

(a) It is recommended that invitations 
te bid invariably contain a statement that 
contracts will carry a designated preter- 
ence rating which may be applied to 
items on the critical list, and this list 
should be made available to interested 
bidders. 

(b) In making contracts, it 1s impera 
tive that care be exercised to specify 
delivery or completion dates in accord- 
arce with a proper schedule, 1c. no 
earlier than actually required. A care 
ful adherence to this rule will greatly 
facilitate timely deliveries of urgent or- 
ders and prevent needless interference. 

(c) Delivery schedules must be broken 
down into at least monthly installments 
where this is appropriate to the material 
Delivery dates must be the latest posst- 
ble dates needed to complete the order 
on schedule. 

(d) Authenticating officers shall care- 
fully examine the schedules of users, 
contractors and subcontractors to assure 
themselves that the intent of the two 
previous subparagraphs is carried out in 
all cases, prior to approval of exten- 
sions or re-extension of preference rat- 
ings. The importance of this proviston 
cannot be essa ized, because only 
in this way can the accumulation of 
parts and materials beyond current r 
quirements be avoided and all military 
needs be supplied. 

(e) Where there is no shortage in the 
available supply, nothing in these instruc- 
tions shall be construed to discourage 
deliveries earlier than those asked for 
by the purchaser. 


¢ F 


Thomas A. Brooks, |’urchaser of Sup- 
plies for the City and County of San 
Francisco since 1932, has been appointed 
Chief Administrative Officer of the 
City and County, succeeding the late 
\lfred A. Cleary. Mr. Brooks acquired 
his purchasing experience with the 
Pacific Telephone & Telegraph Co. be- 
fore entering the public service. 


F 


PETROLEUM RESERVES ARE HIGH 


Proved petroleum reserves the 
United States on January 1, 1941, are 
reported by the American Petroleum In- 
stitute at the record level of more than 
19 billion barrels, an increase of 500 
million barrels during 1940. This increase 
results from the discovery and develop- 
ment of 1,893,350,000 barrels of new 
reserves by the petroleum industry dur- 
ing the year, while withdrawals amount- 
ed to 1,351,847,000 barrels. 

The new total includes all grades of 
crude oil and distillate known to be re- 
coverable under existing economic and 
operating conditions, but does not in- 
clude reserves which may be found in 
favorable areas as yet untested. Explain- 


When writing C. G. Hussey & Company please mention Purchasing 
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the best in 


Key to 


Fluorescent 


4Ocar 


WHY IT PAYS TO LOOK 
FOR THIS LABEL 


Electrical Testing Laboratories certify tbat 
FLEUR-O-LIERS have met with 5 specifications 
for Lighting Effectiveness—6 for Electrical Safety 
—18 for Mechanical Soundness—14 for Electrical 
Excellence—7 for Auxiliary Performance . as 
set up by MAZDA Lamp Manufacturers. All Cer 
tified* FLEUR-O-LIERS must be equipped with 
auxiliaries (ballasts and starters) certified b) 
E. T. L. When you buy, check with your lighting 
company on how to install PFLEUR-O-LIERS to 
properly meet your needs. 


Before you buy Fluorescent lighting 


GET THE FACTS about these new CERTIFIED fixtures 


It’s important for you to know why Certified* FLEUR- 
O-LIERS make the most of new fluorescent lighting— 
bring you a// of its amazing benefits and advantages. 


Certified* FLEUR-O-LIERS are identified by the famous 
certification label which every fixture bears. Insist on 
it when you buy. Then you'll be sure of getting fixtures 
which have been certified by impartial Electrical Test- 
ing Laboratories as meeting 50 rigid specifications set 
up by MAZDA lamp manufacturers for good light— 
safe, reliable service. Over 75 designs now available, 


in a wide range of prices. 


FLEU R-O- 


Participation in the FLEUR-O-LIER MANUFACTURERS’ program. 


to any manufacturer who complies with FLEUR-O-LIER requirements 


All auxiliary equipment (ballasts and starters) is also cer- 
tified—to assure balanced, economical performance. 
Check with your lighting company, electrical dis- 
tributor or contractor—and use coupon to get FREE 
booklet giving full information and list of manufacturers. 


Over 40 leading fixture manufacturers now participate in the 
Fleur-O-Lier program. 


Get these new 
Booklets FREE! 


Complete information 
plus list of FLEUR-O- 
LIER manufacturers. 


TEAR OUT AND MAIL 
Fleur-O-Lier Manufacturers» 2139-AB Keith Bldg., Cleveland, Ohio 


Please send me FREE new booklets together with 
list of manufacturers. 
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The Manutacture, 9varantees by affixing this labe 
that this Fluorescent Luminaire 2 duplicate 
/ Samples found by Periodic to comply 
With the Minimum "eQuirements as Set UD in the 
a SPECIFIC 4 TIONS FOr LUMIN AIRES : 
FITTINGS AND AUXILI ARIES 
FOR FLUORESCENT LAMPS: 
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AND 


THEN- 


YEs, when a new defense plant is completed 
—kilowatts must be instantly on tap! 


And that calls for the best efforts and close 
cooperation of electric light and power com- 
pany, consulting engineer, contractor, whole- 
saler, and electrical product manufacturers. 


Although faced with the urgent and ever-in- 
creasing demands of not only the Government 
but of every branch of industry, as well—Roeb- 
ling is striving to the very limit of its resources 
to meet this emergency. 


Roebling plants are operating day and night— 
at full capacity—to satisfy the unending need for 
high quality electrical wires and cables. 


Branches in Principal Cities 


ROEBLIN 


ELECTRICAL 


WIRES CABLES 


JOHN A. ROEBLING’S SONS COMPANY 


TRENTON 


Export Division: 19 Rector St., New York, N.Y..U.S.A. Cable Address. “Roebling’s”, New York 


PURCHASING 


ing that the estimates refer only to re- 
serves actually proved by drilling, the 
report states that pools tested by one 
or two wells have been assigned low 
reserves which may be considerably aug- 
mented by later development, a source 
of new oil which is regarded as equally 
important as the original discovery of 
the field, and which may not be fully 
known for a period of several years. 

Thirteen of the oil-producing states 
discovered or developed more oil than 
they produced in 1940, and with the sole 
exception of California, proved reserves 
of every oil-producing state were in- 
creased by discoveries and by upward 
revision of earlier estimates. 

Texas made the largest gain in re- 
serves—1,348,247,000 barrels in 1940, and 
now is estimated to have the largest oil 
reserves of any state. Its new total of 
10,623,516,000 barrels in fact accounts 
for slightly more than half of the na- 
tional total. Surprisingly large gains were 
reported from several states, such as 
New York, which now has a total of 
65 million barrels reserve; Nebraska, 
which now has 3,749,000 barrels; and 
Mississippi, which now has 40,242,000 
barrels. 

“It should be comforting to the Amer- 
ican people,” says W. R. Boyd Jr., Ex- 
ecutive Vice President of the A.P.I., “to 
know that in times like the present, with 
war clouds hanging low over the world, 
the American petroleum industry again 
has discovered and developed more oil 
in this country than has been produced. 
This report, which is based upon the 
studies of reliable American petroleum 
geologists and engineers, indicates that 
for the fifth consecutive year the in- 
dustry has increased the nation’s crude 
oil inventory. No other nation can boast 
such a record, nor enjoy the satisfaction 
of knowing that so much oil is avail- 
able.” 


LEND-LEASE PROGRAM FAVORS 
FABRICATED PRODUCTS 

Students of business generally believe 
that the Lend-Lease program will tend 
to benefit the export of fabricated prod- 
ucts rather than of raw materials. Tak- 
ing cotton as an example, it is pointed 
out that Great Britain has curtailed her 
textile production sharply to release 
labor for transfer into the munitions 
industries. As a result, not only are cur- 
rent requirements of raw cotton much 
smaller than normal, but there is actually 
a sufficient supply on hand to last several 
months at the reduced rate of opera- 
tions. A further check on British de- 
mand for American raw cotton is found 
in the fact that some of her imports are 
drawn from Argentina, Brazil and Peru, 
and the United States does not wish 
to eliminate that trade even if it were 
possible to acquire a portion of it for 
this country. But meanwhile, the Brit- 
ish requirements for cotton textiles is 
enhanced by her own lower production 
so long as labor continues to be diverted 
from the textile mills. This provides a 
market for our domestic textile mills, 
and the cotton grower is_ indirectly 
benefited. 


When writing John A. Roebling’s Sons Company please mention Purchasing 
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Hyg rade 


“hE PLORCEIS 


by HYGRADE 


with “patented-quality” M | RALU M ES! 


N. other makers of fluores- 
cent lighting fixtures possesses 
Hygrade’s patents... so no 
other fixtures can possibly 
match these advantages of 
Hygrade MIRALUMES! 


Add ’em up yourself! 


Finer light, produced by 
Hygrade’s patented lamp coat- 
ing ... sure, trouble-free start- 
ing, assured by Hygrade’s 
patented Mirastat starters... 
lower maintenance, thanks to 
Hygrade’s easily demountable 
reflectors and sturdy lamp hold- 
ers... plus the added assur- 
ance of a complete guarantee! 


Sensational quality! 


No costly delays — fewer re- 
pairs—more satisfaction when 
you install MIRALUMES! Com- 
plete fixtures, sold wired, ready 
to install, complete with 
superior Hygrade Lamps. . . 
better designed and engineered 
. . « Underwriters Laboratory 


FOR FACTORIES AND MILLS — HF-100: 
100-watt unit; 2 40-watt lamps; no nuts 
or bolts to mar porcelain enameled 


approved ... high power fac- 
tor... starters easily accessible. 

Write today for MIRALUME 
catalogue. Dep’t P-4, Hygrade 
Sylvania Corp., Ipswich, Mass. 


Nearly 100 patents 
protect Hygrade products! 


Extraordinary lighting efficien- 
cies are obtained in Hygrade 
Fluorescent Lamps by tuning 
the ultra-violet energy to the 
2537 Angstrom Units wave 
length effective in causing the 
porous film (Hygrade Patent 
#2,096,693) to generate light 
as shown in Hygrade controlled 
Patent #2,126,787. Hygrade 
products are exclusively pro- 
tected by nearly ahundred other 
patents, including 22,201,817 
and #1,982,821. 


World’s Only Completely Guaranteed Fluorescent Lighting Fixtures 


Hygrade Sylvania Corp., Est. 1901. Makers of Hygrade Fluorescent and Incandescent Lamps and Sylvania Radio Tubes 


When writting Hygrade Sylvania Corp. please mention Purchasing 
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Waste—and How to Reduce It 


HE subject of “Waste—and How 

To Reduce It” is a timely one. 

We are in, or are rapidly approaching the 
stage of the business cycle when very 


little attention is paid to waste, if we 


follow the usual pattern. As business 
becomes easier to get and profits in- 
crease, we tend to let up on our search 
for more efficient methods, and grad- 
ually wasteful practices begin to creep 
in. Nevertheless, this is the very period 


when caretul attention to the problem 
pays the greatest dividends. As produc- 
tion schedules near capacity, use of mate 
rials and labor increases and any econ- 
omies that can be made effect a greater 
net profit. 

Let me illustrate this point by our own 
newsprint waste situation. In 1931, ou 
waste was averaging 4.73% of the total 
newsprint used. By January, 1933, we 


had reduced this to 1.61% a reduction 


with BUNTING 


STANDARDIZED 


BEARINGS 


@ Serving both production and main- 
tenance needs with speed and economy, 
Bunting Standardized Bronze Bearings 
are available in many hundreds of sizes. 
They fit applications in standard machine 
tools, in all makes and sizes of electric 


motors, in all kinds of industrial ma- 


chinery. Completely machined and 


Ask your mill supply 
wholesaler. Write for 
this catalog giving 
sizes and prices of 
Bunting Standardized 
Bearings and Tubular 
and Solid Bearing 


Bronze Bars. 


finished—ready for assembly—they are 
instantly available in any desired quan- 
tity from great stocks maintained in all 
industrial centers .. . The Bunting Brass 


& Bronze Company, Toledo, Ohio. Ware- 


. houses in All Principal Cities. 


+ BEARINGS 


BUSHINGS 


PRECISION BRONZE BARS 


By T. A. CORCORAN 


Purchasing Agent 


Courier-Journal & Louisville Times 


ot 060% For the year 1933 our con- 
sumption amounted to 12,000 tons and 
the saving in waste amounted to 374 
tons. The price of newsprint at that 
time was $41.25 per ton, thus making 
the value of the saving $15,427.00. We 
estimate our consumption for 1941 at 
23,0) tons. If we can maintain our 
waste at the same percentage, we will 
save 717 tons in 1941 as compared with 
374 tons in 1933. The present price is 
$50.00 per ton, compared with $41.25 per 
ton in 1933, so the value of the saving 
for 1941 is $35,850.00 compared with 


$15,427.00 for 1933. In other words, 
we can increase our real saving by $20,- 
$23.00 or 132%. This shows clearly 


why a waste reduction drive now. will 
pay such handsome dividends. 

\side from the possibility of financial 
savings, | think it is an act of real 
patriotism, at this time, to make a 
determined effort to reduce waste to a 
minimum. If by eliminating needless 
Waste, We can save materials, equipment 
and, above all, manpower, that can be 
utilized in a speed-up of our all-out de- 
fense program, we will have made a real 
contribution to that program. And, now 
when all industry is pushed to the vers 
limit to provide the guns, the tanks, the 
airplanes, the ammunition, and all the 
other things that are needed for our 
national defense, it certainly approaches 
treason to fail, through negligence, to 
produce in the most efficient manner. 


How We Started 


Now let me tell you something about 
our efforts to reduce newsprint waste. 
Mark Twain once said “Everybody talks 
about the weather, but nobody ever does 
anything about it.” And that represented 
pretty well our attitude toward waste 
prior to 1931. When the reports from 
other newspapers came in_ periodically, 
we talked a good deal about them, but 
never did anything about it. That is, 
nothing other than to attempt to estab- 
lish alibis for our poor showing. But 
early in 1931, when conditions really be- 
gan to get tough, we decided to do some 
thing about it. 

1 still shudder when I recall how our 
paper was handled at that time, particu 
larly in the unloading of the cars. A 
four-wheeled wagon—or ambulance, as 
it was aptly dubbed at the warehouse 
was used. It was pulled to the side on 
an upright roll and chocked. Then three 
or four big darkies took hold of the roll 
and jerked it over. When it began to 
fall, all hands and the cook let go of it 
and ran. It resembled somewhat the 
activity around a rock quarry when a 


Ihen writing The Bunting Brass & Bronze Company please mentton Purchasuryg 
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NORTON ABRASIVES - 


Eighteen hundred Norton con- 
sultants travel from 150 key 
cities. Twenty-five industrial 
centers have a trained Norton 
field staff for expert advice. 


“NORTON COMPANY 
WORCESTER, MASS. 
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blast fuse is set off. If 1 had harbored 
any doubts as to the existence of a 
Supreme Being, an occasional trip to 
the warehouse would have removed 
them. After viewing this operation and 
then finding any paper at all in condition 
to run in the pressroom the next day, I 
was convinced that all-powerful 
being was watching over and miracul- 
ously protecting it. 


some 


Our first step was to get the active 
interest and co-operation of everyone 
connected in any way with the handling 
of our paper. In our own organization, 
there were the pressmen and the paper 
handlers, each group responsible to its 


own foreman. It was only necessary to 


Scully-Jones and Co., Chicago manu- 
facturers of tools, call upon the versatile 
No. 5 to provide .0OOL” accuracy 
on a production job. 


Accurate 
tools and dies 

are essential in 
making fine 
watches. Here's 
another No. § at 
the Hamilton 
Watch Co., Lan- 
caster, Pa. 


The New Depar- 

ture Div. of General 

Motors has helped re- 
vive bicycling with 
better and 
brake Dumore 
"are used in 
their plants. 


When writing The Dumore ¢ 


Dumore No. 
10 Hand Grind- 
er does 


suggest the matter to get their inimediate 
and whole-hearted co-operation. 


Better Buying Methods 


We next asked the help of the paper 
manutacturer and the railroads and the 
response from each was marvelous. 

About this time we found that we 
could use 36” diameter rolls instead of 
32”. This increased the weight of a full 
size roll from 1,200 to 1,600 Ibs. This 


automatically 


waste 
capacity at 


decreased core 
increased the storage 
our own plant by 33.44%; decreased by 
25% the storage cost at the warehouse, 
as we paid, at that time, by the roll. It 
reduced substantially the percentage of 


 Dumore precis- 
ion Grinders» 
shave played an 
“important 
‘in the develop-@ 
ment of modern” 


tionless 


“tricky” 
tasks quickly, 
easily. 


Doing one of 57 
operations on an 
exacting motor lamina- 
tion die... a typical 


Dumore precision job. 


Precision grinding reaches great- 
er importance every day as the 
demand for accuracy in industry 
becomes greater. Originally in- 
troduced as a tool and die room 
accessory 25 years ago, Dumore 
Grinders, because of their wide 
versatility, have been drafted into 
use on production lines where 
they assure a better product while 
reducing labor costs, overhead 
charges and spoilage. There's a 
Dumore industrial distributor 
near you who will give you full 
facts ... without obligation. 


THE DUMORE COMPANY 
Dept. 351-D, Racine, Wis. 


ompany please mention 
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Wrapper waste; it decreased by 20% the 
cost of unloading cars, as we paid $5.00 
per car, and the larger rolls increased 
the weight per car from 50,000 to 60,000 
Ibs. 

Next we gave attention to the wrap- 
per. In the case of roll newsprint, wrap- 
pers are charged at the same rate as the 
paper. Our wrappers were averaging 
1.52% of the weight of the paper. We 
reduced the wrapper by gradual stages 
to .52%, a total reduction of 66%. To ac- 
complish this, we had the mill cut down 
the width and the length of the body 
wrapper. In the case of the length, we 
had them allow an overlap of only 8” for 
gluing, where the former practice was 
to have this overlap go almost entirely 
around the roll. Where the former prac- 
tice was to use two 16” bands at the 
top of the roll and two at the bottom, we 
reduced the width to 8” and used only 
one at the top and one at the bottom. It 
is interesting to note that while we were 
reducing the wrapper to 4% of its former 
weight, we were also successful in reduc- 
ing railroad damage by 83% 

About this time we adopted a stunt 
used by the Des Moines Register and 
Tribune that solved the difficult problem 
of handling half-size rolls and at the 
same time materially reduced the weight 
of wrappers used. It has been the prac- 
tice to double deck half rolls in order 
to reach the minimum coarload weight. 
There was always considerable damage 
to transit due to the top rolls shifting 
differently from the bottom rolls. The 
unloading of the top rolls was a tedious 
and rather hazardous operation, as well 
as a costly one, due to considerable 
damage done to the bottom rolls. This 
was solved by wrapping two _ half-size 
rolls in one package in about the same 
manner a single roll is wrapped. This 
enabled us to handle the two rolls in 
identically the same manner as we 
handled one large roll, and with the same 
speed. In addition, it replaced two 
wrappers weighing a total of 22 pounds 
with one wrapper weighing 8'4 pounds. 


Other Savings 


Our greatest reduction was made in 
what we term transit damage, which in- 
cludes all damage from the time the 
paper is loaded in the cars at the mill 
until it is placed in the reels of the 
presses. This classification amounted to 
1.18% of the total paper used at the start 
of our drive. Within two years it was 
reduced to .20% and for several months, 
it has been as low as .07%. This was 
made possible only by the closest atten- 
tion to every detail of handling by every 
one concerned. 

The mill began to check carefully the 
cars furnished and if there were defects 
in them that would damage the paper, 
insisted that the railroad replace them 
with better equipment. The mill experi- 
mented with numerous loading methods 
to determine the one best suited to the 
haul to Louisville. The railroads 
checked the handling of the cars througl: 
the several junction points. One railroad 
placed the cars in various sections of the 
train, and finally determined that less 
damage was done to newsprint by 
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You can order these Bethlehem Products with confidence 


BETTER NUT 


Wuen you order ‘‘common”’ nuts 
of any size, shape or finish from !/- 
in. up, you’ll get a stronger and safer 
nut simply by specifying on your 
order, ‘““Hot-Forged.”’ 

That’s because “‘Hot-Forging”’ is 
an entirely different and far better 
method of making nuts. Here’s the 
difference. In ordinary ‘‘common”’ 
nuts the hole is punched out of the 
metal. Naturally this tears and 
weakens the grain structure, tends 
to cause vertical cracks and strains 
and defective threads. 


In the exclusive “Hot-Forging”’ 
process, however, the hole is formed 
by working the still-plastic steel out 
from the center toward the side- 
walls of the die. Tests reveal that 
this compressing process actually a ‘a 
makes the grain structure denser F Or more unifor zi pipe, 
and more sinewy. It also fills out the 
sides evenly, sharpens the corners, ify GBETH-CO-WELD 
standardizes dimensions. And even sp ecl 
more important, it makes possible 
deep, well compacted threads that 
withstand greater strains without 
stripping or splitting. 


Because it’s made by the Continuous Weld Process, 

Beth-Co-Weld is as uniform as pipe can be. For easier 

handling and installation, Beth-Co-Weld is made in uni- 
form 21-ft. lengths, plus or minus 1 inch. 


Note: When ordering, remem- 
ber these Bethlehem Hot-Forged 


Nuts, though made by an en- Want fast deli very om 


tirely different process, are sold 
under the old trade terms: Hot- = 
Punched (actually Hot-Forged WIRE RO + 
nuts in the as forged state); 

Cold-Punched (actually Hot- 
Forged and trimmed on the 
sides); and Semi-Finished (ac- 


tually Hot-Forged, trimmed, and 
machined on the bearing surface). 


One of Bethlehem’s 260 wire rope distributors is near 
you, ready to fill your needs promptly with the con- 
struction and grade of wire rope best suited for your 

requirements. Next time you need good wire rope in a 
hurry—phone him. 


IWVhen writing Bethlehem Steel Company please mention Purchasing 
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placing the cars at the head of the train. 
At our end, we had to educate our un- 
loading crew to the correct method of 
handling paper, and we had to impress 
them and our pressmen with the need 
for extreme care at all times. 

In addition to these direct reductions 
in paper waste, we have made several 
other simple changes in recent years that 
have effected considerable savings in our 
newsprint bill. We reduced the width 
of the full size rolls from 68” to 6714” 
and then to 67” by making small reduc- 
tions in the margins. The smaller mar- 
gins, we believe, give a more symmetri- 
cal page, and in addition, reduce our 


Then, about four years ago, we took 
over the unloading and hauling of the 
newsprint from a local warehouse com- 


pany. At that time we were paying $1.00 
per ton for drayage. We have been 
able to handle at an average cost ot 


36c per ton. This saving of 64¢ will 
amount to approximately $13,000.00 for 
the current year. 

Our Circulation Department has done 
a fine job in cutting down the number 
of returned papers. It has reduced this 
class of waste by approximately 40%. 
This saving should amount to approxi- 
mately $23,000.00 for 1941. 


In conclusion, let me try to dramatize 
the posibilities of waste 
connection with profits. 


newsprint cost by approximately $17,- 
O00). 


reduction in 


FOR DAMP OR 


DRY, INTERIOR 
OR EXTERIOR CONCRETE OR BRICK 


In buying paint for concrete, brick or 
stucco surfaces, whether exterior or in- 
terior,damp or dry, it must be remembered 
that a special paint is required. Use Medusa 
Portland Cement Paint—made especially 
for this type of work. This paint has a cement base 
that keys the paint to the wall, making a permanent, 
colorful, hard, cement-like finish. It is unaffected by 
lime, alkalies, or water that cause non-water hardening 
paints to chip or peel. Mixed with water instead of 
expensive oils and requiring no undercoat, this eco- 
nomical paint is easy to apply with brush or spray. 
Available in eight colors, black and white. 

For concrete floors, use Medusa Floor Coating, an 
abrasive finish that sticks to concrete and is lime, 
alkali, and waterproof. Send for the booklet “How To 
Paint Concrete, Stucco, Masonry and Other Surfaces,” 
describing these paints. 


MEDUSA PRODUCTS COMPANY 
Division of Medusa Portland Cement Company 
1011 Midland Building, Department C e Cleveland, Ohio 


Gentlemen: Please send me a copy of the book ‘‘How To Paint Concrete, 
Stucco, Masonry and Other Surfaces.”’ 


MEDUSA 


PORTLAND CEMENT 


Name —— — Address — 
PAIN 
Medusa Products also made in Canada by Medusa 
Products Company of Canada, Litd., Paris, Ontario 
hen writing Medusa Products Company please mention 
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Too often we lose sight of the tact 
that savings made by the reduction of 
waste are transferred directly to profits. 
has 


In tact, 


someone said, and very 
wisely : 
“Profit is nothing more or less than 
money which wasn’t wasted.” 
I like to think of a dollar saved as 


equivalent to twenty dollars in new busi- 
ness. And I think that is an entirely 
logical way to look at it. Few of our 
companies, I believe, are able to make a 
final net profit of 5% on sales, after de- 
ducting costs of selling, overhead, de- 
preciation, interest, insurance and taxes. 
And if this is true, every time we save a 
dollar by reducing waste, we have netted 
as much profit as if we had made $20 
in sales. 

Let’s just take a minute to analyze 
what that means in the case of the sav- 
ings we have made in recent years in 
connection with newsprint. I have men- 
tioned four things that should give us a 
total savings of $73,000.00 in 1941. Multi- 
plying this by twenty, we get the aston- 
shing figure of $1,460,000.00. That is all 
the argument we need to continue our 
efforts, and I hope it sufficient to cause 
a great many other organizations to in- 


stitute waste reduction drives. 


ORDNANCE DEPT. EXECUTIVE 
DISCUSSES PRIORITIES 

Major (Chester Miller, Chief ot the 
Executive Division, New York Ordnance 
District, spoke on ordnance buying pro- 
cedure and the priorities system at the 
forum meeting of the New York Pur- 
\gents Association, March 18th. 
He predicted that the new plan of ad- 
ministering preference ratings and priori- 
ties would eliminate the loopholes in 
the earlier plan and would enable indus- 
try to know definitely who is to get what 
material. He also expressed the opinion 
that rationing of aluminum might have 
to be continued for at least another six 
months. In outlining buying policies and 
procedure of the military services, Major 
Mueller emphasized that the Army and 
Navy are desirous of avoiding a piling 
up of orders to the disturbance of civil- 
ian goods production. 


chasing 


Comments by the purchasing men pres- 
ent indicate some of their current 
ries. For example, if a certain company 
accepts a government order it may have 
to use all of its current stocks of vari- 
ous materials, leaving none for civiliaa 
goods production, while competitors who 
did not have the government 
might capture his normal market. 

Another example, relating to the ef- 
fectiveness of 


wor- 


orders 


preference ratings on 
steel, showed that something is still to 
be desired. A steel contract which would 
normally be delivered about March 15th, 
was assigned preference rating in 
November. Wher the steel mill was ad- 
vised of this rating, its reply was that 
the steel would be delivered on March 
15th as scheduled. The total effect of 
this rating, if anv, was that the delivery 
was prevented from heing delayed. 
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How big Dust Particle? 


COMPACT 


DUST-PROOF 


SIMPLEST ASSEMBLY ~ 


The answer — small enough to work through all but the 
best of bearing seals, and still large enough to cause destruc- 
tive wear in a bearing. 


But no dust particle gets by the labyrinth plate shields and 
steel plate slinger of the new Fafnir Mechani-Seal Ball Bearing. 
Tests up to 8,000 hours in a “Torture Chamber” filled with 
whirling cement dust offer conclusive proof. 


The new “streamlined” Fofnir Transmission Units incorporat- 
ing the Mechani-Seal bearing —- of which the LAK Pillow 
Block is typical - provide 100% effective mechanical sealing 
with no rubbing members. And the bevelled outer ring of the 
bearing (with non-obstructing grease hole) compensates for 
any slight misalignment should it occur. Combining the ease of 
installation of the Fafnir Wide Inner Ring Ball Bearing and 
Self-Locking Collar, added compactness and super dust- 
protection, the Fafnir Pillow Block is the leader of America’s 
most convenient, dependable transmission unit line. The 
Fafnir Bearing Company, New Britain, Connecticut. 


LCJ FLANGE CARTRIDGE LC CYLINDRICAL l TYPE LD TYPE 
Bolts to o frame CARTRIDGE Press Single Seal Seal and Shield 
or housing fitted into a machined bore 


When writing The Fafnir Bearing Company please mention Purchasing 
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PACKAGING CONFERENCE 
AT CHICAGO 


The eleventh annual Conference and 
Exposition of Packaging, Packing and 
Shipping, presented under the auspices 
of the American Management Associa- 
tion, took place at the Stevens Hotel, 
Chicago, April Ist to 4th. Among the 
subjects discussed were: 

A Case History of Informative Label- 
ing, by Fred C. Hecht, Manager, Pack- 
aging I)ivision, Sears, Roebuck & Co., 
Chicago. 

The Economics of Packaging, by E. 
\. Throckmorton, General Manager, 
Sales Promotion, Container Corporation 
of America, Chicago. 


How Does the Defense Program Af- 
fect Packaging? A symposium, led by 
Ben Nash, President of Ben Nash, Inc., 
New York. 

The Permeability of Containers to 
Water Vapor, by Warren Enley, Na- 
tional Bureau of Standards, Washing- 
ton. 

Display as a Factor in Package Mer- 
chandising, by W. L. Stensgaard, Presi- 
dent of W. L. Stensgaard & Associates, 
Inc., Chicago. 

The Standardization of Packaged 
Goods, by Alex Pisciotta, Director, Bu- 
reau of Weights and Measures, New 
York City. 

How the Warring Countries Have Met 
Their Packaging Problems, by I. M. 


A FEW GALLONS OF PREVENTION 


Save the Price of a New Fence 


HAIN-LINK fence—properly protected—lasts 


nitely. 


Then came Fence-Bond, a factory-mixed aluminum paint de- 
veloped specially for chain-link fence. The base is similar 
to our famous Rust-tox formula in that it kills the rust and 
Fence-Bond seals every joint 
and crevice and, when dry, maintains a tough, flexible film 
that will not crack or chafe off. 


prevents further corrosion. 


Fence-Bond tests show a normal life expectancy of more 
than 4 years. It restores that brilliant, silvery, “new-fence” 
luster. The price is $3.05 per gallon and each gallon covers 
60 lineal feet of six foot fence. Why not give your fence 
the protection it deserves—now? 


PRODUCT OF THE SKYBRYTE COQ, CLevetann, on10 


When writing Skybryte Co. please mention Purchasing 


But until the development of Fence-Bond 
“properly protected” was a big question mark because the 
rust pushed off the paint film and the weaving movement 
of the mesh opened it up at the joints. 


indefi- 
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Sieff, Vice Chairman, Marks & Spencer, 
Ltd., London. 
Versatility in Gluing Mechanisms, by 


Dr. F. C. Campins, Chemical Engineer, 
National Starch Products, Inc., New 
York. 


Manual vs. Machine Operations as 
Cost Factors, by E. A. McElwain, Gas 
Mask Division, Johnson & Johnson, Chi- 
cago. 

Trends in the Use of Lumber for 
Shipping Containers, by Ralph W. Mar- 
quis, Division of Forest Economics, U. 
S. Forest Service, Washington. 

Packing and Shipping Specifications on 
\rmy and Navy Shipments, by A. W. 
Luhrs, President, Container Testing 
Laboratories, New York. 

Corrugated Board and Its Component 
Parts as Engineering Materials, by T. 
\. Carlson, Forest Products Laboratory, 
U. S. Department of Agriculture, Madi- 
son, Wis. 

Thursday afternoon was devoted to a 
container clinic and style preview. A se- 
lected group of containers — including 
wood, pls wood, corrugated, solid fibre, 
and crates—was presented to the audi- 
ence for analy sis and criticism as to de- 
sign, printing, and general protective effi- 
ciency. R. F. Weber of the Interna- 
tional Harvester Company, Chicago, was 
in charge of this session. Companies 
whose containers were submitted for an- 
included the International Har- 
vester Co., Quaker Oats Co., Yawman 
& Erbe Mig. Co., Westinghouse Flec 
tric & Mig. Co., American Steel & Wire 
Co., Globe-Wernicke Co., General Elec- 
tric Co., Armour & Co., American Cy- 
Bethlehem Steel Co., and 


alysis 


anamid Co., 


Merck & Co. 


SEATTLE PURCHASING REPORT 


The fourth annual report of the Di- 
vision of Purchases, City of Seattle, for 
the year 1940, shows purchases amount- 
ing to more than two and a half million 
dollars, efficiently handled by a depart- 
ment consisting of the Purchasing Agent, 
Willard V. Pape, three buyers, five 
clerical workers, and a receiving and in- 
spection staff of nine, located at various 
departmental receiving points. The year’s 
purchases represented 27,141 requisitions 
received from city departments, and 27,- 
030 purchase orders issued. 

Sales of obsolete material and junk 
amounted to $217,604.56, more than $200,- 
OO of this being accounted for by the 
disposal of trackage, cars, and miscel- 
laneous items from the transit depart- 
ment. 2,467 invitations to bid were mailed 
to prospective purchasers of this mate- 
rial. 

An analysis of purchases by the de- 
partments served shows the greatest vol- 
ume of purchases were made for the 
Light Department (41.8%), Transit Sys- 
tem (26.7%), Engineer Maintenance De- 


partment (9.7%), Water Department 
(7.3%), Health Department (4.6%), 
Park Department (3.1%), Police De- 


partment (2.1%), and lesser amounts, in 
order, for the Fire, Building, Engineer, 
Comptroller, Harbor, Law, Treasurer, 
Purchasing, Civil Service, Employees’ 
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implify Buying 


When you need motors, pumps, scales, or Diesel engines, 
you can call ove firm—Fairbanks-Morse—with assurance 
of finding what you require. F-M lines are complete—include 
every type and all sizes. So, without bias, Fairbanks-Morse 
can recommend the ideal motor, pump, scale, or Diesel for 
your individual requirements. And both product and recom- 
mendation are backed by more than 100 years of service to 
practically every industry. Fairbanks, Morse & Co., 600 S 
Michigan Ave., Chicago, Illinois. Branches and service 
stations throughout the United States and Canada. 


Fairbanks-Morse 


PUMPS 


1/3 g.p.m. to 
,150,000 g.p.m. 


Fairbanks-Morse 
D { E S LS Fairbanks-Morse 
| 5 to 1400 h.p. MOTORS 
% h.p. to 


10,000 h.p. 


-002 oz. to 1 million pounds. 


7905-EOPSA40.11 Ar) 
= 


POWER, PUMPIN G, A ND 


IWVhen writing Fairbanks, Morse & Co. please mention Purchasing 
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All THESE ECTO 
ROADS 
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One source of supply P 
for Mica. Vulcanized Fibre .. 


PARTS. fabricated to your 
When it's NON-metallic materials you are ordering 
(C-D can save you precious time, and trouble 


If you an or structural 


ing replacement of weighty, corrosive, costly or hard to aa 
metals the C-D Laboratory stands ready to study your pr 
develop an appropriate materi. 


data on all C-D products, including standard sizes, 
colors minishes and technical data. 


FIBRE COMPANY 


“Manufacturors of Laminated Plastics Since 


Gas Coal 


+ Domestic Coke 


PURCHASING 


Retirement, Trattic Violations, Legisla- 
tive, Municipal Court, Executive, and 
Board of Public Works. The average 
amount of orders ranged from $3.04 for 
the Executive Department, to $158.15 for 
the Light Department. 

Close attention has been given to the 
subject of standardization as a basis for 
purchasing and inspection. The Board 
of Standardization consists of the Mayor, 
the Chairman of the Board of Public 
Works, and the Purchasing Agent. Since 
the creation of the Purchasing Depart- 
ment four years ago, more than sixty 
standards have been adopted, covering 
a variety of lubricants and fuels, paint 
products, paper products, pipe and _ fit- 
tings, poles, tiles and crossarms, and 
other commodities. In addition to these 
standards, twenty Federal Specifications 
have been adopted, on cleaning mate- 
rials, floor wax, boiler compound, wood 
preservative, and other items. 

The report itself is an attractive 
mimeographed document of fifteen pages, 
bound in a two-toned heavy paper cover. 
It includes a functional organization 
chart of the department; a flow chart 
illustrating departmental procedure from 
the appropriation of funds by the City 
Council to the warrant for payment 1s- 
sued by the Comptroller; — statistical 
data; and a comprehensive outline of the 
department's responsibilities and methods. 


¥ 


HOSPITAL EXECUTIVES WILL 
DISCUSS PURCHASING 


The annual convention of the Tri- 
State Hospital Assembly will be held at 
the Stevens Hotel, Chicago, May 7th to 
Oth. For the first time in the history of 
this organization, there will be = special 
meetings of a Purchasing Section, de- 
voted to specific consideration of pur- 
chasing problems in the hospital field, 
and plans are under way to make this 
a permanent division of the Tri-State 
convention. Robert O. Greve, Assistant 
Director of the University Hospital, Ann 
\rbor, Mich., is Chairman of the Pur- 
chasing Section, and Charles O. Aus- 
lander, Purchasing Agent of the Michael 
Reese Hospital, Chicago, is Secretary. 


SPRINGFIELD ADOPTS STAGGER 
SYSTEM OF BIDDING 


City Purchasing Agent Joseph F. 
Drennan of Springfield, Mass., last 
month instituted a new system in calling 
for bids on materials to be used by the 
Street Instead of setting 
a single date on which all bids for ma- 
ceria are to be opened, he is taking up 
each commodity separately, seeking pro- 
posals on curbing, gasoline, lumber, sand, 
oils, and paving materials in separate 
bids and on separate dates. The first 
advertisement, calling for bids on cement, 
was scheduled for opening on March 
10th. Other items will follow, for sep- 
arate consideration, in due course. 

According to the advertisement, bid- 
ders are to receive their instructions and 
proposal forms through the Purchasing 
Othce. However, bid specification 
forms, and regulations covering the 
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‘makes a varied line of NON-metallic 
materials. Five large manufacturing plants... com- 
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folder GF 7. How many shall 
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‘THE WIEMAN 48° WARD C2. 
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OFFICES: OLIVER BUILDING, PITTSBURGH, PA. aTianric 
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count heavil 
IN ROPE SERVICE 


4 44 


When you buy Roebling “Blue Center’ 
Steel Wire Rope you don’t get merely a 
good rope. You get the finest wire rope 
that money can buy—a rope that, if used 
on all your rope-rigged equipment, will 
assure you of utmost over-all rope safety 
and minimum geveral-average rope op- 
erating cost. 


Why? Because of the “4” Roebling Ad- 
vantages listed above — 100 years of 
“Know How” plus everything that mod- 
ern science, equipment, and organization 
can contribute. 


Ask the nearest Roebling office or dis- 
tributor for further information. 


\ 

VN 
] "Wor Unusual Organization—one of coun- ~ 4 Metallurgical Improvements — A 
A 


try’s most complete and experienced 3 “ constant program of wire rope 
wire rope organizations. research is carried on in the Roeb- 


JOHN A. ROEBLING’S SONS COMPANY 


| Branches in Principal Cities Export Division: 19 Recior St., New York, N.Y.,U.S.A. Cable Address: “Roebling’s”, New York 


4 ling Research Laboratory. One of 
country’s finest and most com- 
VA \ pletely equipped research units. 


Tower of Torture—An example of 
Roebling’s exceptional facilities is this 
giant Riehle—one of the largest pre- 
cision testing machines in the world. 4 


100 Years Experience—America’s first wire rope 
was made by John A. Roebling over 100 years ago! 


writting John A. Roebling’s Sons Company please mention Purchasing 
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ITS STRENGTH IS IN ITS SHAPE 
* Pound for pound of weight, Page Winged Channel Posts are strongest 
and render longest service. Expertly erected on these extra strong posts, 
your Page Fence is up to stay. @ A better post, specially developed for 
use with chain link fence, is but one of the Page exclusive advantages. 
Only Page can offer you a choice of four superior metals to best meet 
your needs, including regular P-12 galvanized copper-bearing steel. Only 
Page provides localized engineering and erecting service. Page Fence is 
distributed by 102 firms which own and operate their own plants—local 
business men, technically trained, long experienced and 
permanently interested in every job they handle. @ Write 
for “Fence Facts,” to PAGE FENCE ASSOCIATION, Monessen, 
Pennsylvania, or Bridgeport, Connecticut . . . New York, 
Pittsburgh, Atlanta, Chicago, San Francisco. 


First Wire Fence — Stuce 


O° 
4 VSS : 
‘ 
4 
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A PRODUCT OF PAGE STEEL & WIRE DIVISION — AMERICAN CHAIN & CABLE COMPANY, INC. 


* Made of pure vegetable oils. Abso- 
lutely neutral. Will not injure finest 
surfaces. Cleanses thoroughly, quickly. 
Economical. 


A complete line of WHIZ 
specialized Cleaning. Polishing. 
Disinfecting and Maintenance 
Products, in factory-sealed con- 
tainers for institutions. 


R. M. HOLLINGSHEAD CORP., CAMD 
INDUSTRIAL DIVISION 


When writing advertisers please mention Purchasing 


ened appreciably. 


PURCHASING 


transactions, are to be mailed to all 
known local sources of supply represent- 
ing the manufacturers. 


¢ # 


NEW CONTRACT PROCEDURE 
PROPOSED FOR HOLLYWOOD 


A proposed amendment to the city 
charter, proposed by the City Council, 
will be voted on in the general election 
balloting at Hollywood, California, May 
6th. It provides for elimination of the 
Board of Public Works and the creation 
of a Commissioner of Public Works. 
Functions of the existing Board are to 
be transferred to the City Engineer un- 
der this plan. The power of granting 
awards on contracts approved by the 
Commissioner is to be placed in the 


hands of a Board of Award, consisting 


of the City Purchasing Agent, City 
Clerk, Chairman of the Public Works 
Committee of the City Council, the City 
Attorney, and the Mayor. 


STATE PURCHASING DEPARTMENT 
IS DESCRIBED 


A feature article in the Boston Mor- 
ning Globe (March 2) is devoted to the 
work of the Massachusetts State Pur- 
chasing Department, headed by Major 
George J. Cronin, State Purchasing 
Agent and member of the State Com- 
mission on Administration and Finance. 
The volume of purchases amounts to ap- 
proximately nine million dollars an- 
nually, and covers an extraordinarily 
wide range of requirements for state- 
operated farms, laboratories, and institu- 
tions. In recent weeks, the work has re- 
quired some consideration of priorities, 
for there has been a federal grant of 
$250,000 for the training of young men 
as mechanics for defense work, and the 
project has involved the purchase of 
welding equipment, lathes, drills, tools 
and all the other items needed to set 
up a well equipped machine shop. The 
largest single purchase of record was 
made in 1936; it consisted of 228 miles 
of granite curbing, at a cost of $933,270. 


PAPER PRODUCTION ADVANCING 


Output of paper in the United States 
attained a rate of more than 90% of 
capacity during March, and was steadily 


rising, continuing a trend that has been 
notably in evidence for some months 
past. Orders are currently well above 


the volume of shipments, and in several 
lines the new business is equivalent to 
100% of capacity. It is estimated in the 
industry that the second quarter of 1941 
may surpass the exceedingly high levels 
of November, 1939, when production 
averaged 97% of capacity, the highest 
rate on record. The advance has beer 
achieved despite a somewhat cautious 
buying policy until recent weeks, when 
commitments by paper consumers length- 
A part of this new 
demand is seasonal, representing retail- 
ers’ anticipation of an active spring sea- 
son, but in general it is well supported 
by increased industrial requirements. 
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WORLQ S OLDEST AND LARGEST MANUFACTURERS OF INDUSTRIAL CHEMICALS 
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GUS HAS BEEN WAIT- 
ING 6 MONTHS TO 
TRIM THOSE HOUSINGS 


Is “Waiting For Big Machines’’ 
Stifling Your Production? 


STANLEY UNISHEARS often climinate 
need for costly, complicated trimming dies. 
No. 144A, shown, cuts any sheet material up 


to 12 gauge hot rolled steel. . . . 


“Mighty Midget’’ Unishear, above, costs only 
$54.00, cuts sheet material up to 18 gauge hot 
rolled steel. Follows curves, angles, scribed 
sines to cut any shape accurately. 


Many of the operations you've 
thought of as “big machine” 
jobs can be handled accurately and 
quickly, in regular production, with 
one of the many rugged, low-cost 
Stanley Electric Tools. Ready for 
prompt delivery from a nearby dis- 
tributor, this line includes Stanley 
Unishears, for cutting sheet materials; 
Toolroom Grinder, Contour, Flex- 
ible Shaft and heavy Portable Grind- 
ers; Electric Hammers, Drills and 
Saws. Investigate the jobs these tools 
will do; a Stanley distributor will 
demonstrate any of them. Or write 
for literature. Stanley Electric 
Tool Division, The Stanley Works, 
168 Elm Street, New Britain, Conn. 


TANLEY 


Electric Tools 


STANLEY TOOL ROOM GRINDER is 
powered by full 3, H.P 
at 18,000 R.P.M. Used either free hand or in 
milling machine, shaper or lathe. 


motor, dri S shaft 


Excellent for external and internal grinding on 
dies, punches, special machine parts, spiral « 

ters, lathe centers, metal cutting in non-ferrous 
metals. Drives emery wheels up to 1! 


When writing The Stanley Works please mention Purchasing 
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desirable. 


production time. 


Every Shaper needs its 
ARMSTRONG Shaper Tool 


The way to get the most work out of 
your shapers is to equip each with an 
ARMSTRONG Shaper tool. This tool 
takes cutters quickly ground from stock 
shapes of high speed steel; holds them at 
the proper (180°) shaper angle, so that 
they require no weakening back grind- 
ing. It also holds them in any one of 
seven positions at any desired clearance, 
permitting the most efficient approach 
to the work, often permitting the finish- 
ing of top, sides and even undercutting 
sides without moving the work from the 
bed. This tool can also be turned around, 
throwing the cutter behind the line of 
center for cutting keyway, fine finishing 
cuts or wherever a “gooseneck” tool is 


Equip every shaper with ARMSTRONG 
shaper Tools, and you will be ready for 
work, all work, on a moment’s notice; 
turn setting-up and tooling-up time into 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
303 N. FRANCISCO AVE. 
CHICAGO, U. S. A. 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 


ARMGTRONG 


Supply Ho 


FLEXIBLE 
BELT LACING 


STEELGRIP is a stronger lacing for all power and 
conveyor belts. Clinches smoothly into belts, com- 
presses the ends, prevents fraying, 2-piece hinged 
rocker pins prevent excessive wear. in boxes or 
long lengths. 


WIREGRIP beit hooks have the patented blue 
aligning card that holds hooks firmly in_ position, 
prevents them from loosening, prevents hook loss 
from handling, prevents waste of short ends. Every 
WIREGRIP Hook to the last one can be used. 


Write for catalog. 


ARMSTRONG-BRAY & CO., ‘‘The Belt Lacing People”’ 
321 N. Loomis St., Chicago, U.S.A. 
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PURCHASING 


PEARSON TEACHES PURCHASING 
AT CHICAGO 


\rthur G. Pearson, Purchasing Agent 
of the National Broadcasting Company 
at Chicago, has been appointed instruc- 
tor for the course in purchasing at the 
Chicago Central YMCA College, taking 
over the duties of Harry W. Knight, 
formerly Purchasing Agent for the Vil- 
lage of Winnetka, who recently became 
City Manager at Two Rivers, Wiscon- 
sin. Mr. Pearson is a member of the 
Board of Governors of the Chicago As- 
sociation and Chairman of the Entertain- 
ment Committee for the 1941 N.A.P.A. 
convention. He received his academic 
training in the School of Commerce, 
Northwestern University, and prior to 
joining the National Broadcasting Com- 
pany seven was associated 
with the Commonwealth Edison Com- 
pany and the Purchasing Department of 
the “Century of 


years ago 


Progress.” 


Progress Report on Coordinated 
Purchasing 

Soard 
of Milwaukee County was organized in 
the Fall of 1940. This is a voluntary 
Board includes in its member- 
ship, a Milwaukee 
towns and 
school districts in 


Che Coordinated Purchasing 


which 
representative of 
County, seventeen cities, 
villages and seven 
Milwaukee County. 

The first benefits of coordinated pur- 
being enjoyed by 
these public agencies. It is estimated 
that the purchasing plan 
large quantity buying of standardized 
products will save all governmental 
units more than $300,000 in 1941, in ad- 
dition to their other centralized pur- 
chasing savings. 

The units spend nearly $10,000,000 a 
vear for supplies Smaller commun- 
ities which heretofore bought only 
limited supplies will enjoy the same 
discounts and low prices as the city, 
county and school board, which here- 
tofore have been the largest purchas- 
and supplies and 
enjoyed the largest 


chasing are now 


based on 


materials 
have 
measure of economy. 


ers ot 


therefore 


Additional discounts of as much as 
10% are being obtained through this 
pooling of purchases. 

Many etfected be 
cause of the exchange of ideas among 
purchasing agents of the participating 
agencies. The standardization com- 
mittee prepares specifications for num- 
erous kinds of supplies which each 
eovernment or board uses. Thus, when 
purchases are made on large quantities 
of materials of the same quality and 
design, the small cities and villages will 
be able to issue orders against the cen- 
tral pool at the same low price. 
Standards are now being prepared for 
coal and a remedy for athlete’s foot. 
\lready standards have been set up for 
carbon paper, typewriter ribbons, du- 
plicating fluid, city checks, paper 
towels, bar soap, floor brushes, mops, 
soap powders and miscellaneous jani- 
The these 


economies are 


torial supplies. cost. of 


When writing advertisers please mention Purchasing 
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THE trade-mark "TIMKEN" in conjunction 
with a picture of the product which it identifies, tells a story 
that is instantly understood wherever it is seen. It means the 
"best there is" in tapered roller bearings, alloy steel, alloy 


steel seamless tubing, and removable rock bits—all products ot: 


THE TIMKEN ROLLER BEARING COMPANY, CANTON, OHIO 


When writing The Timken Roller Bearing Company please mention Purchasing 
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SURO 


Precision Insulation 


for Automatic Telephone Systems 


Illustrated is the contact bank assembly of Automatic 
Electric Company Strowger Switches — the standard 
and basic mechanism of almost all their automatic 
telephone systeins. 


Because the line contacts in this bank 
are so close together, the dielectric 
qualities of the insulating strips are 
especially important. Precision Lam- 
inated INSUROK is the plastic cho- 
sen by Automatic Electric Company 
for this vital insulation requirement 
to assure continuous, trouble-free, 
superior performance. 


Somewhere in your product or in your production equip- 
ment INSUROK, the Precision Molded and Laminated 
plastic, may be used to profitable advantage. Consult 
Richardson Research, Design and Engineering staffs . . . 
without obligation . . . about any plastics problem. 


LROSE PARK. (CHICAGO) ILL. FOUNDED 1858 LOCKLAND. CINCINNATI: 

BRUNSWICK, INDIANAPOLIS, IND. 
DETRO:T OFFICE: 4-252 G. M. BUILDING. PHONE MADISON 9386 
NEW YORK OFFICE: 75 WEST STREET. PHONE WHITEHALL 4- 4487 


U.S. GOVERNMENT 
SPECIFIED CONTROLS 


COUNTING UNITS 


| CONTACT SWITCHES 


... @ Roundup of ALL You Need for CONTROL! 


% Bucking up against a tough control problem? “Looping the loop” trying to solve it? Probably 
Guardian Electric engineers corralled the answer long ago for others . . . untied the knotty control 
snag that is bogging down your production right now. 


by GUARDIAN 


If your problem seems totally new and perplexing . . . if it involves control units 
used singly or in intricate combinations . . . Guardian Electric engineers accept the 
challenge to design a SAMPLE unit, then deliver up to hundreds of th d 
that will match your needs to a "T"’. 

Take advantage of thousands of hours already spent designing *7,146 - 
standard Guardian Control Parts to preclude needless experimental work. Expect Series BK —16 Relay. Built to 
highest quality. Look for delivery from production lines years ahead of present- -' ™inimum tolerances and the 


day manufacturing methods most exacting requirements in 
production quantities for the 
Ask Us To Make Specific Recommendations. U. S. Signal Corps. 


Initial Your Letterhead for New 1941 Catalog ‘‘P"’ Today. *Inventory Count Jan. 1, 194] 


GUARDIAN ELECTRIC 


1635 West Walnut Street 


Chicago, Illinois 


When writing advertisers please mention Purchasing 


PURCHASING 


products had been reduced consider- 
ably through this standardization and 
purchased in large quantities. It is ex- 
pected eventually the whole group will 
purchase together such essential items 
as coal, fuel oil, electric lamp bulbs, 
sand, gravel, stone, tar, asphalt ce- 
ment, pipe, fittings and fire hydrants. 


Industrial Truck Sales 


January bookings of electrical indus- 
trial trucks and tractors dropped some- 
what from the peak reached in Decem- 
ber, 1940. Figures just released by 
The Industrial Truck Statistical As- 
sociation, Chicago, reveal that 261 
units were booked during January, an 
increase of 222% over the same month 
of last year. 

Total net value of chasses booked 
was $889,440.50, which proves to be an 
increase of 228% over the value of 
bookings last January. 

Fourteen non-elevating platform 
trucks, with capacities and base chass- 
es prices ranging from 2000% to 6000% 
and $1250 to $1980 respectively, had a 
total net value of $25,560. All net 
values shown are at factories, after ad- 
ditions and deductions for variations 
from standard specifications, trade in 
allowance, etc., when applicable. 

There were 218 cantilever trucks, 
with capacities and base chasses prices 
varying from 1000% to 25,000%, and 
$1200 to $13,865 respectively, with a 
net value of $757,548.50. Thirteen 
tractors, with capacities and _ base 
chasses prices ranging from 600/1200% 
to 2500% draw bar pull and $1395 to 
$1960 respectively, had a total value of 
$20,980. And seven crane trucks with 
capacities and base chasses prices rang- 
ing from 2500% at 7 feet to 10,000%, at 
514 feet radius and $5000 to $7450 re- 
spectively, had a net value of $39,567. 
Nine special trucks, scoop shovels, 
sheet and paper handlers, with capac- 
ities and chasses base prices of from 
20002 to 20,0008 and $3885 to $6315 re- 
spectively, had a total net value of 
$45,785 


F 


Potash Production is Ample 


Potash, which was one of the “crit- 
ical materials” of World War I, is defi- 
nitely out of that category now, says 
the U. S. Bureau of Mines, as a result 
of the domestic industry which has 
been developed since that time, when 
European sources were cut off and an 
acute shortage ensued in this country. 
The industry functioned smoothly dur- 
ing 1940, supplying all the potash 
needed to supplement such imports as 
continued to arrive, eliminated 
any scarcity of salts for fertilizer and 
other uses. It is likely that very little 
potash will come from Europe during 
1941, but the Bureau states that the 
industry is capable of meeting all do- 
mestic requirements. 

United States production in 1940 
amounted to 658,249 short tons of re- 
fined potash salts, containing 279,679 
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No other line of industrial fences has a 
=. combination of desired features equal to 


“Pittsburgh.” In addition to “equal or 
- burgh better” specification fence fabric, all post 
S ony Producls caps fit deeply and snugly over the out- 
ame tor Pittsburgh Steel Comp 
Trade Na ”, side of the posts, excluding moisture; ten- 
sion bands have smooth beveled edges; 
tos 2 barbed wire arms are adjustable to any 

pletely integrated ee of three positions; gates swing full 180 

x 
with ingot — penne in- on sturdy, easy operating hangers; special 
1,070,000 9x08 ee Blooms—Bil- gate designs serve special conditions; all 

jude: Steel Ingots Steel— 
cube Rounds—Shell Sten fastener nuts are inside the fence and in- 
Forgings—Wire accessible from the outside. Pittsburgh 
bon and eine Products Chain Link Fence and the economical 
many oO Carbon, Alloy and Pittsburgh Special Industrial Fence afford 
wee jess Seamless Steel Tubes. property protection to suit every buyer. 
invited. For complete erection service refer to your 
| —_— city classified telephone directory or write. 


PITTSBURGH STEEL COMPAN 


1649 GRANT BUILDING - - - PITTSBURGH, PEN 


When writing Pittsburgh Steel Company please mention Purchasina 
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castings 
have m 


We will 
to discuss other 
production: 


THE FOREST CITY FOUNDRIES COMPANY 


Gray Iron, Semi-steel or High Test Semi-steel Castings 


HIGH-SPEED-EDGE 1 
MFG .CO.CHICAGO,USA. 
PATENTED 


PURCHASING AGENTS TOO CAN SPEED PRODUCTION 


By standardizing on these Positively Unbreakable hack saw 
blades that permit all back sawing machines to operate at maxi- 
mum speed and maximum feed, you can increase the output of 
every hack saw in your plant. In MARVEL High-Speed-Edge 
Hack Saw Blades the fastest cutting, longest lasting cutting edge 
has been welded to a body of tough alloy steel. This composite 
construction gives strength to stand up to any load, and assures 
that each blade will last the full life of its cutting edge. Buy 
MARVEL High-Speed-Edge Hack Saw Blades from your local 
industrial distributor. 


ARMSTRONG-BLUM Mfg. Co. 


“The Hack Saw People” 
5700 Bloomingdale Ave., Chicago, U. S. A. 
Eastern Sales Office: 199 LaFayette St., New York 
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tons of K20, representing gains of 20% 
and 22% respectively. Sales by pro- 
ducers were 7% ahead of 1939. K20 
content was slightly higher—57.98% as 
compared with 57.77%. The principal 
salts produced were manure salts, 
muriate and sulfate. There was pro- 
duced for the first time on a commer- 
cial basis from domestic ores, sulfate 
of potash-magnesia, hitherto supplied 
only through imports. Production of 
high grade muriate for chemicals has 
also increased in the last two years. 

Imports in 1940 were 289,037 tons, 
less than one-third of the 1937 potash 
imports. 
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Astell Appoints Smith 


Tom Smith, formerly associated 
with the McKay Company, Pittsburgh, 
has been appointed Sales Engineer for 
John B. Astell & Co., 90 West Broad- 
way, New York City, distributors of 
Babcock & Wilcox seamless steel boil- 
er tubes, Toncan iron pipe, and related 
items. Mr. Smith will handle sales to 
shipyards and steamship companies. 
He is eminently qualified in this field, 
being a graduate engineer from the 
Massachusetts Institute of Technology 
and assisting in the refitting of seized 
German raiders during the World 
War, when he served with the U. S 
Navy. The Astell Company is one of 
the oldest and largest boiler tube 
houses in the metropolitan area 


q 


New Buyers for Northwest Shipyards 


Norman Mattson has been ap- 
pointed Purchasing Agent for Associ- 
ated Shipbuilders, Inc., whose new 
plant is now under construction at 
Harbor Island, Seattle. Mr. Mattson 
was formerly Purchasing Agent tor 
the McCormick Steamship Co., and 
more recently Assistant Purchasing 
Agent at the Seattle-Tacoma Ship- 
building Co., Tacoma. Charles Star- 
wich has been named Assistant Pur- 
chasing Agent. 

J. D. Hickox, formerly Assistant 
Purchasing Agent for the Austin Co., 
at Sands Point, Wash., has been ap- 
pointed an inspector for the Navy De- 
partment, stationed at the Seattle- 
Tacoma Shipbuilding Co. 

Edward J. Clark, formerly of the 
Joeing Airplane Co., has joined the 
purchasing staff of the Lake Washing- 
ton Shipyards. 


Ford Lists Substitutes 


In a statement outlining the steps 
being taken to conserve certain metals 
in automobile use, Henry Ford last 
month declared that industrial research 
laboratories are solving the threat of 
shortages in critical defense materials, 
and are developing substitutes which, 
in some cases, are proving better for 
the purpose than the metals they re- 
place. Substitutions already planned, 
he said, will mean an 80% saving in 
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about Black & Decker’s 
New Standard Dril! 


Black & Decker’s brand-new %4” STANDARD 
Drill is light in weight, compact in size—yet 
engineered for continuous production service 
with a minimum of maintenance costs. If con- 
sidering a %” Electric Drill, read these facts 
about the new Black & Decker STANDARD— 
then phone your jobber for an “on the job” 
demonstration, or wire: The Black & Decker 
Mfg. Co., 764 Pennsylvania Ave., Towson, Md. 


“ELECTRIC TOOL HEADQUARTERS” 


ELECTRIC SANDERS BENCH GRINDERS ELECTRIC SAWS 


LEADING DISTRIBUTORS EVERYWHERE SELL 


PORTABLE 
ELECTRIC TOOLS 


When writing The Black & Decker Mfg. Co. please mention Purchasing 


Ly urchasin 
uses? gent 
Continvors production plant maintenance work 
or general purpos® drilling: 
WHERE? 
industria! and plants of all sizes: 
models? 
T with either end oF gidenandle: 
capacity? 
in pardwoot 
B&D Universo motor: 
EED? 
| Choice of 3 speeds: standard no \oad, 72000 R.P.M: 
| special 3500 oF 5000 R. P.M. extra charge: 
| weiGHT? 
Only 51/2 \bs- LENGTH? End-handle model, WA" 
FEATURES? 
| Minimum spindle offset permits comfortable ; 
arilling yn close witb gide- 
nandle control. Anti-friction pearines 
splined gear mounting < qnnet and outer ry = 
races jocked spindle pearing instant release \ 
commutator end covet: \ 
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nickel, 50% in aluminum, and 50% in 
zinc. Some of the changes have al- 
ready been put into effect. 

Specific instances of such substitu- 
tion are cited as follows: straight 
chromium steel will replace nickel 
chromium steel on bright metal trim; 
chromium-molybdenum steel will re- 
place nickel steel for transmission and 
differential gears. Heavier copper base 
and higher polish of the base will re- 


duce the thickness of nickel required 

H-VW-M CONTRIBUTIONS for plating certain parts. Eight a ten 

aluminum tractor parts will be re- 

TO NATIONAL DEFENSE placed with other ferrous material. In 

car and truck production, steel and 

Our part in the defense program been chosen for installations = 

includes the design and manufac- in these plants devoted to arma- will 

ture of motor generator sets, both ment work. made of die-cast or powdered iron 

synchronous and induction motor Whether or not you are working moldings, while cast iron will replace 

drive, for special processes such as on defense orders, the lastin aluminum in valve chamber covers and 
anodic treatment of the aluminum efficiency and dependability built distributer bodies. 


alloys, as well as standard motor into each of these machines will Zinc die-castings which have been 
used for trim will be replaced by steel 


enerator units for plating pro- 
pnt in many key sslecaaies "Whe help you maintain product quality stampings; malleable or steel castings 
5 7 and delivery schedules, while pro- ill be d teering t hubs and 
are proud that equipment bearing _tecting your profits by holdi 
the H-VW-M ol... tasted y prorits Dy holding brackets. Plastics will replace zine in 
sym o este y operation and maintenance costs instrument panel grilles, horn buttons, 
many years of exacting service— to a minimum. and some exterior trim. Radiator 
shells will be made of copper instead 
of brass, and glass reflectors will re- 
Monufacturers of a complete line of electroplating and polishing equipment ond supplies place silver-plated brass in sealed- 
FANSON-VAN WINKLE-MUNNING CE. beam headlights. Magnesium is no 
MATAWAN, NEW JERSEY longer used commercially in Ford pro- 
PLANTS: . . Matawan, New Jersey . . Anderson, Indiana . . Bridgeport, Connecticut duction. 
SALES OFFICES: Anderson - Bridgeport - Chicago - Cleveland - Dayton - Detroit - Elkhart - Matawan Ford metallurgists are also making 


Milwaukee - New Haven - New York - Philadelphia - Pittsburgh - Springfield (Mass.) - Syracuse plans for the future conservation of 
oy tin, tungsten and cork, although the 


shortage of these materials is not im- 
minent. The number of body joints 
requiring solder will be reduced; 
'BLAW KN OX G \ IN| Gu “moly” alloys are being developed to 

“: replace tungsten for tool tips; and a 


cardboard substitute for cork is under 


U T Ss T A D i consideration. 


They are 


The International Control Commit- 
tee, meeting last month in London, 
extended the present quota of 130% of 
standard tonnages on tin for the bal- 
ance of 1941. The setting of a quota 
nine months in advance is a departure 
from previous practice, the policy up 
to this time having been for a de- 
termination of quotas on a quarterly 
basis. It was deemed a logical step at 
this time in view of world conditions 
and because of arrangements made 
with the Metals Reserve Company, U. 
S. Government buying organization. 
The rate of 130% has been in effect 
since July 1, 1940. Prior to that it 
had been 100% 


open area 
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paper weight 
size sample j J : Stuart Buys for Portland Gas Co. 


BLAW-KNOX DIVISION of Blaw-Knox Co. H. H. Stuart has been appointed 
Purchasing Agent for the Portland 


2075 FARMERS BANK BUILDING - PITTSBURGH, PA. 
I (Oregon) Gas & Coke Co., succeeding 
NAME the late U. O. Rogers. Mr. Stuart has 
STREET been with the company 28 years, and 
was chief clerk of the operating de- 
partment at the time of his recent pro- 
motion. 
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Domestic Lamp Tungsten to Supplant 
Foreign Supplies 


Since war abroad may cut off for- 
eign sources of high-grade tungsten 
ore used in the preparation of in- 
candescent lamp filaments, manufac- 
turing and laboratory experiments in 
the Westinghouse Lamp Division re- 
search laboratories are now being 
speeded to test domestic and South 
American ores. 

Tungsten, considered one of the na- 
tion’s strategic metals, is widely used 
in the steel industry in making ma- 
chine tools and alloys important in 
the manufacture of motor parts, as 


well as in making electric lamps. Analy- 
ses of samples of domestic ores by 
W. Lilliendahl of Westinghouse 


show that wolframite from the state of 
Washington, South Dakota, Idaho, 
Arizona and other localities may yield 
satisfactory tungsten. 

In the lamp industry the purest ore 
on the market has always been used 
because the tungsten in lamp filaments 
must be more than 99.9 per cent pure. 
For many years, Chinese or Australian 
tungsten ore has proved best for the 
purpose. Since the war began Aus- 
tralian wolframite has been shipped to 
England, and little of it has been avail 
able in this country. Likewise the war 


in China has effectively bottled up 
Chinese ore which only a few years 
ago flooded the market. Tungsten 
ores from Argentina, in addition to 


domestic ores, are being tried. These 
compare favorably with Australian, 
and several tons are now being used 
on an experimental basis in lamp man- 
ufacturing. 

In recovering tungsten from wol- 
framite, it is necessary to eliminate im- 
purities from the ore and extract tung- 
stic oxide, a compound of tungsten 
that is bright yellow, looks like pow- 
dered sulphur, and can be transformed 


readily into gray metallic tungsten 
powder. 

Should it become necessary to use 
domestic or South American ore, re- 


fining processes would not have to be 
changed fundamentally. The presence 
of more impurities, however, may 
make it more difficult to produce pure 
tungsten. In the production of tung- 
sten for lamp filaments, great care and 
accuracy must be exercised. The high 
melting point of the metal—about 6080 
degrees Fahrenheit (3360° C.) or more 
than half the surface temperature of 
the sum—prohibits melting it in cruci- 
bles, because there is no crucible ma- 
terial having a higher melting point. 
Tungsten used for such fine work 
must be extremely uniform in quality. 
Only about 6 per cent of all tungsten 
on the market during a year’s time is 
purchased for lamp manufacturing 
During the 2-year period 1938-1939 a 
total of 824 tons of tungsten ore was 
imported in this country, as compared 
with 1883 tons in 1936, and 2848 in 
1937. In 1939 the United States pro- 


duced 3603 tons of ore, very little of 


which found its way into incandescent 
lamps. 


When writing advertisers please 


Insulations 
that 
Excel 


IRVINGTON pioneered in the manu- 
facture of seamless bias varnished cam- 


bric tape. 


This advance enables a saving in mate- 
rial, a better-looking and better-insulated 
job, and the application of bias tape with 
taping machines. 


Research and development still keep 
IRVINGTON Varnished Cambric and 
Tape at the top. 


Irvington standard materials meet most 
requirements ordinarily encountered. 
Special materials manufactured to order 
where quantities warrant consideration. 


Write Dept. 76 for catalogues or other data 


Other IRVINGTON  Insulations include 
Varnished Fiberglas, Duck, Silk and 
Paper; Varnished and Extruded Plastic 
Tubings; Composite Slot Insulation; In- 
sulating Varnishes; Protective Paints and 
Enamels; Oil Stop; Coil Sealing Insula- 
tion. 


IRVINGTON VARNISH & INSULATOR CO. 


IRVINGTON, NEW JERSEY, U.S. A. 


PLANTS AT IRVINGTON, N. J. and HAMILTON, ONT., CAN. 
in 20 Cities 


e Continental Warehouses are located at fourteen 


strategic points. Hose of all kinds and a complete 


line of mechanical rubber products are stocked 
within local phone call in 95% of industrial U.S.A. 
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OAKITE IDE 


Use This Dependable Source of 
Supply for Cleaning Materials 
Needed on Defense Production! 


In specifying Oakite cleaning materials 
either for normal needs or speeded-up pro- 
duction schedules, you can count on prompt 
shipments from complete warehouse stocks 
nearby. Inquiries invited on materials spe- 
cially designed for safely, speedily cleaning 
aluminum, magnesium and their alloys, die 
castings, copper, brass, steel before finish- 
ing, inspection or assembly. 


Write today ... no obligation, of course. 


This Oakite Representa- 
tive saves meney for 
many Southeastern con- 
cerns because his special- 
ized knowledge of clean- 
ing, backed by nine years’ 
experience, enables him 
to find the RIGHT an- 
swer to difficult cleaning 


problems. 
Like all other Oakite 
Representatives compris- 


ing a Nation-Wide <serv- 
ice organization, he is of 
practical help to  Pur- 
chasing Directors and 
other executives who must 
find ways to reduce pro- 
duction costs. You, too, 
can profit by the exreri- 
ence of the Oakite Repre- 
sentative in your locality. 
Write to have him call. 


Representatives in All Principal 


: OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 
OAKITE Cities of U.S. and Canada 
..METHODS...SERVICE 
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You Can't Find This 
In Any Other Blade! 


The new STAR Unbreakable Special Flexible Hack Saw 
Blade is different from every angle—its outstanding fea- 
tures are not found elsewhere, yet it sells at no advance 


PERFORMANCE— 


1 standing toughness 
heat-treatment. Will 


cuts longer. 


PLAINLY MARKED— Lenzth, 
teeth, type, 
namé are 
to help in 


STAR pioneered with the first “Moly” 
blade with the all-over copper finish— 
next with the modern metal box—now 
leads with the first tungsten 
blade with an all-over protective finish. 
Every GREEN blade is a STAR tungsten 


STAR 


HACK SAW BLADES 


MIDDLETOWN, N. Y. 


Tungsten and “Moly,” Hand and Power 


Extreme flexibility with out- 
because of new steel and new 


no tooth strippage. 


METALLIC FINISH— An all-over patented pro- 
2 tective green finish guards against rust and gives 
quick identification. 


thickness, 
printed in 
quick blade 


break in use in frame— 
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PURCHASING 


THE BUSINESS OF BUYING 


By W. L. JAMES 


Purchasing Agent 
Stenolind Oil & Gas Co. 


lor any act of buying well done, the 
goal is the same—namely, value, the 
basis of that value being a combination 
of quality, service and price which re- 
sults in the greatest economy to the 
user. Occasionally we encounter one who 
feels that the sequence ot these basic 
principles should be reversed to read: 
price, quality, and service. But let me 
assure you, quality is paramount, and 
without it price is never economical and 
service is of little avail. 

The definition of quality is so well 
understood that it is not necessary to 
give an inierpretation of it, but I should 
like to comment briefly on the word 
“Service.” Probably there is no other 
word that falls on the buyer’s ears so 
often, and quite frequently, it is used 
all too loosely, in advertising as well as 
in personal sales contacts. 

Service is not merely promptness in 
accepting an order and filling it. These 
acts are purely routine and_ incidental 
to the obligation the vendor incurs to 
his customer to fulfill, a labor or a duty 
when he accepts the order. The proper 
fulfillment of that obligation is service, 
and incidentally the extent of fulfillment 
is the yardstick by which a_ vendor 
should be judged. Without quality, serv- 
ice is difficult; and without both quality 
and service, 

Value, the goal of good purchasing, 
when properly achieved, has its reward 
for the vendor as well as for the buyer, 
because it builds a confidence that ts 
mutually desirable and beneficial, since 
the human element, through contact of 
company and man to man, plays a vital 
part in the business of buying. There- 
fore we must recognize that both buyer 
and seller are under obligations to con- 
duct their business on an honorable and 
ethical plane. 

Some years ago, when one of the 
most definite of “buyers’ markets” pre- 
vailed, and “ethics” was simply a dic- 
tionary word, to be honored more in the 
breach than in the observance, a group 
of prominent sales representatives and 
purchasing men met together for the 
purpose of setting up certain definite 
standards that should apply to buying 
and selling. These standards cover so 
thoroughly and explicitly the principles 
that should govern a man engaged in 
the business of buying, and they are so 
applicable for any and all conditions 
that a buver might encounter, that I 
am presenting a few of them, as follows: 

1. To buy on the basis of value, rec- 
ognizing that value represents that com- 
bination of quality, service and_ price 
which assures greatest ultimate economy 
to the user. 

2. To respect our obligations, and 
neither expressly or impliedly to promise 
something which we cannot reasonably 
expect to fulfill. 


price is of no consequence. 
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3. To avoid misrepresentation and 
-harp practice in our purchases, recog- 
nizing that permanent business relations 
‘an be maintained only on a structure of 
honesty and fair dealing. 

To be courteous and considerate to 
those with whom we deal, to be prompt 
and businesslike in our appointments, and 
fo carry on negotiations with all reason- 
ible expedition so as to avoid trespass- 
ing on the time of others. 

To divulge no information acquired 
in confidence with the intent of giving 
or receiving an unfair advantage in a 
competitive business transaction. 

6. To recognize that character is the 
greatest asset in commerce, and to give 
it major consideration in the selection of 
sources of supply. 

7. To adjust claims and settle disputes 
on the basis of facts and fairness. 

The business of buying under present 
conditions and under those which are 
predicted for the next few years, re- 
quires more than ever before the ap- 
plication of serious thought and calm, 
sane judgment. It will be a task to 
procure the essential requirements of in- 
dustry and at the same time not impede 
the orderly flow of commerce which is 
already badly strained by the added bur- 
den of the defense program. Already, 
any attempt to stock up a little heavier 
than usual creates uneasiness and the 
possibility of a stampede, and in some 
instances is subjected to the atmosphere 
of hoarding. 

At times we will undoubtedly be in 
tight spots on different commodities, 
such as we are experiencing on machine 
tools and aluminum at the present. But 
let’s hope they will be temporary. We 
should try to keep aware of substitutes 
to fall back on if necessary. 

For some years now, we have been in 
a buyers’ market, but if there is ever to 
be a sellers’ market, in all probability 
it is here. I wonder if the bitter gall 
that I have heard has been brewing 
for just such a time will be dispensed, 
or whether it will be tossed overboard 
and instead we shall hear those comfort- 
ing words, “All is forgiven.” 


(Extract from an address at the Purchasing 
Sales meeting of the Tulsa Association of Pur 
chasing Agents, March 11, 1941.) 
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PURCHASING AGENTS SEE 
TIRE DEMONSTRATION 


Approximately fifty Purchasing 
Agents for motor fleets in the Tri-State 
district met at the Connor Hotel, Jop- 
lin, Mo., on March 13th, for a demon- 
stration of the new Ameripol-Goodrich 
synthetic tire and the process of its 
manufacture. The meeting was in charge 
of C. L. Cordry of Kansas City and 
H. Fk. Pickard of Joplin. 
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ADVERTISERS MEETING 


Stuart F. Heinritz, Editor of Pur- 
CHASING, addressed a meeting of the 
Worcester (Mass.) Advertising Club on 
March 19th, at the Bancroft Hotel. His 
topic was, “What the Customer Ex- 
pects from Advertising.” 


CARBON PAPERS 
INKED RIBBONS | 


Forty Years of Experience in the production of 
Quality Carbon Papers and Inked Ribbons is the 
basis of the ‘‘Plus Requirements’? of the Neidich 
Line. Our Trained Field Representatives, experi- 
enced in solving machine requirements, will serve 
you. Use Them to Your Advantage. 


Unload Your Problems 
On the Neidich Salesmen 


Scientific handling of carbon and 
ribbon applications is our function, 


Let us prove that ours is “THE LINE OF LOWEST 
ULTIMATE COST.”’ Drop us a line and HAVE OUR 
CARBON AND RIBBON SPECIALISTS PROVE THIS 
TO YOUR SATISFACTION. 


Call your nearest Neidich Line Dealer for local service. 


West 33rd St., 


St. Louis O 
353 Pierce Bldg. 


This Month Plan for a Year of 


PERFECT 


@ ‘Perfect Shipping’’ sponsored yearly at this time by the 
Shippers’ Advisory Boards is of an extra importance this year. 
In the National Program for defense and re-armament there 
is no leeway for lost production through shipping damage. 


The emphasis placed by this campaign on careful packing 
and handling methods points directly to Signode—a pioneer 
in‘ perfect shipping’’methods for 25 years—not only in boxes, 
cartons and bundles but in carloading, car door bracing, 
bulkbinding and the Signode ‘‘Controlled Floating Load.” 


| Talk to a Signode man about your shipments—discuss 

| without obligation new methods for your familiar products, 
or for new orders under the Defense Program. Write us for 
the Signode Guide to Better Packing and enjoy a year of 
Periect Shipping. 


STEEL STRAPPING CO. 
Chicago: 2602 N. Western Ave. 
Brooklyn, N. Y.: 371 Furman St 
San Francisco, Cal.: 454 Bryant St. 


| Representatives in Principal Cities Through- E 
out United States and Canada 
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Bassick 
TRUCK 
CASTERS 


SERIES “77° 


Series “77” available in 


three sizes, 3" to 10", with all 
’ sizes of wheels. Full float- 
ing, ball bearing, easy swiv- 
eling, high tensile alloy 
casters that are practically 
indestructible. This is one 
type of the complete line 
Bassick casters for every 
requirement. Catalog No. 
121 sent on request. 


In the warehouse, shop or factory 
Bassick Casters are the thing 
That move all loads so easily 
They make the workmen sing. 


FOR FURTHER 
INFORMATION 


Stfoun 
CATALOG 18 
Ts 


If you are interested in economy, easy action, and elimination of wear and 
tear on your floors—ask for Bassick. Sold by leading industrial distributors. 


THE BASSICK COMPANY - Bridgeport, Conne 


Division of the Stewart-Warner Corp., Chicago, III. 
Canadian Factory: Stewart-Warner-Alemite Corporation of ltd. Belleville Ontario 


WARREN'S 
INDUSTRIAL 
SHADES 


Controlled Light Speeds Work 


FORTY HOURS MAKE A WORK WEEK, but both 
Quality and Quantity of work are vitally affected by 
working conditions, esnecially LIGHT. However, with 
Warren Industrial Shades at factory windows, exces- 
sive eye-strain is removed, high temperature is reduced, 
entilation is improved, and Daylight is accurately con- 
trolled. All of which sums up to better working con- 
ditions and higher efficiency. 


< 


You can attach Warren Shades to any wall or casing. 
—wood, metal, brick, concrete; extension brackets fur- 
nished if needed. Let us figure YOUR requirements. 


WARREN SHADE COMPANY, INC. 


NEW YORK OFFICE, 152 WEST 42nd ST., NEW YORK CITY 
Main Office and Factory, 2905-2915 East Hennepin Ave., Minneapolis, Minnesota 
Eastern Plant—i73 Union Street, Worcester, Mass. 


PURCHASING 


DEFENSE BUYING HAS A 
THREE-FOLD AIM 


Donald M. Nelson, Director of the Di- 
vision of Purchases, Office of Produc- 
tion Management, outlined the three-fold 
objectives of the defense buying program 
in a recent statement. He said in part: 

The Division of Purchases touches 
your own life most immediately and di- 
rectly. If the Purchasing Division does 
its job badly, you will feel the effect at 
once. If it does its job well, your own 
part in the defense program will be 
easier. That is why | want you to un- 
derstand exactly what we are trying to 
do and how we are doing it. 

“There are three big objectives in our 
job. 

“First of all, naturally, we must help 
the Army and Navy get what they want, 
when they want it. 

“Be clear on one thing: The Army 
and Navy are doing the buying under 
our defense program. They draw up 
their own schedules of the things they 
need. They decide how many of those 
things they must have and when they 
must have them. They sign the con- 
tracts. Our job is to give them as much 
advice and help as we can, in any way 
that we can give it. But we don't take 
their place or take over their functions. 

“Secondly, we must get these goods 
for the Army and Navy at as low a 
price as we can. This is vital for two 
reasons. This program is going to cost 
you, as a taxpayer, a good deal of money 


A finer grinding wheel 
preferred by leading 
firms. Specify any type, 
size, grain, bond, or 
grade. 


Simonds Worden White Co. 
DAYTON, OHIO 
Factories at Buffalo, Beloit, Cleveland, Dayton 
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at best. It cannot be permitted to cost 
you any more than is absolutely neces- 
sary. Furthermore, remember that the 
price the Army and Navy pay for things 
determines the price which you yourself VALU F IN 0 IS 


are going to pay for those things. You 
are not buying tanks or machine guns, 
to be sure. But you are buying food and 
clothing and a great many other things. 
If we do our job poorly, so that the 
Army and Navy pay more than they 
ought for the things they buy, you will 
feel the effect in your own household 
budget. 

“Our third objective grows out of the 
second. We must keep the defense pro- 
gram from having any greater impact on 
our civilian economy than necessary. 
Let’s talk frankly on that point. The 
big thing before us is defense of our 
country. No matter how carefully the 
program is planned and directed, you 
will feel it somewhere. It will do some- 
thing to your life. Every good American 
will gladly make any sacrifice that may 
be needed. But the defense program 
must not be permitted to demand sac- 
rifices that are not really needed. What- 
ever careful planning can do to make 
your load lighter must be done. I can 
promise you that this whole problem of 
fitting the defense program into the 


framework of our national economy will = ) ; 
get constant, alert and expert attention. 
“A dictator across the sea nerved his | 
people to their defense program by tell- (Bor47 
ing them bluntly that they would have SHOVELS ss y oo” 


Ingersoll invites you to write those three words 
into your specifications when you order 
Ingersoll Shovels, Spades and Scoops. 

Write for our Free Catalog of the complete 
line, and cut your shovel bills. Remember that 
Ingersoll Shovels, with this extra value feature, 
cost you no more than you are paying now. 

Ingersoll Shovel Blades are made from TEM-CROSS Tillage 
Steel, produced in our own mills. Cross-rolling gives it an 
interlocking, mesh-grain structure . . . makes it split-proof. 

This steel is the same type we roll for America’s largest 
Implement Manufacturers for their Disc Blades to stand 
tough tillage service. 

Write for Catalog and Prices. Address New Castle Plant. Dept. P. 


INGERSOLL STEEL & DISC DIVISION 


BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 
Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


Our extensive diamond business 
is founded on principles adopted 
over a quarter-century ago. 


1. We furnish a written guaran- 
tee to refund the full purchase 
price of every diamond solitaire 


within one year. 


2. We procure our diamonds di- 
rectly from the cutters. 


3. We submit diamonds for in- 


A complete up-to-the-mi 
Pp p-to-the-minute spection without obligation. 


line of Record-Keeping Bind- 
ers and Forms for every de- 
partment of every business. Ask for our interesting booklet “How to Choose a Diamond” 
Visible Record Books, Post 
Binders, Ring Binders, Prong 


Catalog Covers, etc., |, WAYE ( () 
plus a complet f 


ESTABLISHED 29 YEARS 


SEND FOR CATALOG—and full details 
on our National User's Discount Plan. IMPORTERS>-MANUFACTURERS: DISTRIBUTORS 


— 545 FIFTH AVENUE, NEW YORK 
— 170 BROADWAY, NEW YORK 


The C.E. SHEPPARD ALSO PHILADELPHIA BUFFALO ALBANY + HARTFORD 


4405 21°! Street.- LONG ISLAND CITY, N.Y. 
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A Production Chart on Every 
Worker Would Show How 


IF every plant executive could SEE 
how Heat-Fag cuts workers’ effi- 
ciency and makes production sag — 
something would be done about it 
. » QUICK! 


Doctors know that the human body 
requires a constant balance of salt. 


Sweating robs the body of salt. If this loss 
continues without replacement, it may even- 
tually cause heat sickness and severe cramps. 
In a lesser degree it causes fatigue, lowered 
efficiency and a vague feeling of discomfort. 


Thus, HEAT-FAG threatens EVERY worker 
who sweats. The remedy is obvious . . . 
replace the salt lost by sweating. The easy, 
inexpensive way to do this is to provide 
Morton’s salt tablets in sanitary dispensers 
at all drinking fountains, so workers can 
help themselves. 


AVOID //-HEAT-FAG 


MORTONS 


SALT TABLETS 


Place Morton Dispensers At 
All Drinking Fountains 
Morton’s modern dispensers deliver salt tab- 
lets, one at a time, quickly, cleanly, and 
without crushing or waste. Sanitary, easily 

filled — durable and dependable. 
Morton’s salt tablets contain 

the most highly refined salt, 

ressed into convenient tablet -—- 
orm, easy to take with a drink i 

of water. They dissolve in less 

than 40 sec. after swallowing. | 

Order direct from this ad, or 
from your distributor. é 


DISPENSERS 
500 Tablet size - - - - - $325 


1000 Tablet size - - - - - $400 ; 
TABLETS —Caose of 9000 
Salt Tablets - - - - $ 


10 grain 25° Se \ 


Combination Salt-Dextrose 


Tablets, per case - $3! 5 


FREE . . . write on your firm 
letterhead for a pocket size sam- 
ple tube of MORTON'S SALT 
TABLETS, and new folder, ‘‘Heat- 
Fag and Salt Tablets.” 


MORTON SALT COMPANY 


CHICAGO, ILLINOIS 


to decide whether they wanted guns or 
butter. We in America do not have to 
say that. We do not have to make that 
hard choice. We may have to spread 
our butter a little thinner than we would 
like. We may not have as many kinds 
ot bread to spread it on as we have been 
used to. But we do not have to go to the 
extremes of a totalitarian economy. 
“We should not have to. We must not 
have to. For our democracy is more 
than freedom, and the things we are de 
fending are more than political forms. 
It is our faith that democracy means 
many things—strength, courage, wisdom, 
energy. With those qualities we need 
not fear any threat from the men who 
live in mental and moral straightjackets 
If we are the people we think we are, 
we can make our country secure. And 
we can do it without discarding our lib 
erties along the way, and without con- 
demning ourselves to vears of drab pri- 
vation. We will defend our freedom, 


our democracy, our happiness—and we 


will have them and live with them whil 
we are making them safe.” 


MORE PRODUCTION IN LESS TIME 


Robert L. Mehornay, Chief of the De 
fense Contract Service, Office of Pro 
duction Management, has summarized 
the responsibilities and objectives of that 
division as follows: 

“Our objectives can be summed up in 
one real and prime objective to whic! 


PURCHASING 


all others contribute—that is to get more 
acceptable materials in less time. Cor- 
relary to that come the objectives of 
spreading the work, getting more bid- 
ders and more subcontractors in order 
that the time element of our problem 
may be solved. We believe that mate- 
rials produced in time will be of use and 
of strategic value to us and that those 
which are produced too late may be used 
by our adversaries. 

“We are anxious to bring about the 
employment of all of the idle machinery 
and skill that can be found and ad- 
vantageously employed, and to facilitate 
the use of existing plants to the fullest 
extent. We want to be the means of 
stopping migrations of men into fields 
already crowded and in which housing 
problems and the expansion of plants 
constantly threaten our later balanced 
economy. 

“The Army and Navy of necessity had 
to place their earlier orders with plants 
of known ability. The necessary finance 
for continuing expansion of plants and 
machines may be harder and harder to 
get. The making of awards to proces- 
sors already loaded to their full ca- 
pacity for months ahead, should be 
avoided if other sources can he devel- 
oped. 

“It is our job to aid and implement 
this shifting of orders to plants and ma- 
chines and men who are ready and able to 
produce defense materials once they are 
shown how, both as prime and subcon- 
tractors. The privately owned manu- 


TURNERS FALLS MASSACHUSETTS 


ENGINEERED 
SPRINGS — 
made by experi- 
enced craftsmen, 
to fulfill your 
most exacting re- 
quirements . . 
Springs which are 
tested and controlled 
from the wire to the 
finished product. 


We would be glad 
to have you consult 
us regarding your 
particular require- 


ments, 


TER PRESSED STEEL CO. 
_ Lansdale, Pennsylvania 
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facturers who have prime contracts, and 
also those who will bid and get them, 
should willingly join in our program. 
Many of them are logical prime con- 
tractors. They should continue as such, 
but they can be impressed with the wis- 
dom of getting ready for the next or- 
ders. By subcontracting a large part of 
the ones they now have and plan to hid 
for, they can make delivery ahead of the 
time required. The Army and Navy can- 
not wait six to twelve months for these 
prime contractors to get under way to 
the next orders. 

“We do not propose to enter private 
plants and recast their production sched- 
ules or processing routings. We can 
point out the advantages of establishing 
a subcontracting department; and we can 
study with their own men the bottlenecks 
and the possible acceleration of total 
production by shifting parts of the work 
to subcontractors. We expect the prime 
contractors to develop in their own sub 
contracting departments detailed infor- 
mation in the form of drawings, specifi- 
cations, and a description of their own 
processes for making such pieces ; these, 
these, along with samples of pieces when 
available, will be furnished to our ap- 
propriate field organization to aid us in 
locating capable subcontractors. 

“Again, we do not choose the subcon- 
tractor. We bring a few subcontractors 
and the prime contractor together to 
make their own deal. We locate the sub- 
contractors, upon request, and after our 
technical men and care- 


advisers have 


fully considered their abilities to do the 
job, we recommend them to the prime 
contractor. 

“Our field organizations 
considerable information at their com- 
mand: a facility card for each plant, 
filed and coded and indexed to reflect the 
available machines and equipment, the 
skill, and in the 
proven ability, the ability to produce cer- 
tain defense materials or parts thereof. 
In densely industrialized areas, mechani- 
cal will be employed; and in 
the leaner areas, industrially speaking, 
simpler means of selection will be used. 
But at any will be able to 
select quickly the locations of existing 
machines from within normal trade 
groups. Each office will be equipped to 
quickly, by industrial areas or 
throughout the office region, the names 
and 
ability to produce certain defense mate- 
rials, 

“Out of our program there will come, 
at least in part, the solution of the prob- 
lem. By coordinating our activi- 
ties the efforts have been 
made to spread the work of defense, we 
will all he 


lectives.” 


will have 


degree of cases of 


selection 


office we 


select 


locations of contractors of proven 


with 


man\ which 


driving toward the same ob- 


F 


BOTTLENECK IN PLASTICS 

Production 
manufacturers to 

a possible substitute 


Last month, the Office of 
\Mianagement 
look to plastics as 


urged 


PHOSPHOR BRONZE 


N alloy which has carved a bright niche for itself in many 


fields. It 
Excellent for 
give reliable, 


offers no fire 


is highly resistant to corrosion, fatigue and abrasion. 
the manufacture of flat and wire springs that must 
uninterrupted service under adverse conditions. It 


risk from sparks when struck or from “arcing” when 


electrically charged, and is practically indifferent to thermal change. 


May be had in sheet, wire and rod, from soft to spring hardness 


or leaded for free turning. Samples and catalog on request. 


THE SEYMOUR MANUFACTURING CO., 55 FRANKLIN ST., SEYMOUR, CONN. 
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YOUR 


LETTERHEAD 
COUNTS TWICE FOR YOU 
ON 


CRANE’S 
PAPER 


4 for yourself — your 


name and reputation. Once again 


for the paper, for the mark ot 
Crane stands today—as it has for 
140 years—for the finest of papers, 
made only of enduring, time- 
defying cotton and linen fibres. 

Your printer, engraver or lithog- 
rapher will gladly demonstrate the 
distinction Crane’s Paper gives to 
all letterheads and commercial 
forms. Ask him to show you his 
new samples of distinguished letter- 
heads on Crane’s Fine Papers. It 


will be time well invested. 


CRANE’S BOND 
CRANE’S JAPANESE LINEN 
CRANE’S CREST 
CRANE’S CLARUS 
CRANE’S DISTAFF LINEN 
CRANE’'S POST 


MADE IN DALTON, MASSACHUSETTS 
SINCE 1801 
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ready to supply users 
with 


INDUSTRIAL MESH 


Below are suggested a very few of 
the wide range of uses for JELLIFF 
screen cloth. New applications are 
being developed daily. Write us 
your problems and let our repre- 
sentative tell you how JELLIFF mesh 
may be adapted to your needs. 


Airplane and Air Conditioning 


Automotive Equipment 
Mfrs. Heaters 
Carburetors Humidifiers 

Strainers 
Breweries Cement and Clay 
Chemical and Products 
Dye Mfrs. Ceramics 
Filter Presses Screens and 
Sifters 
Petroleum Radio Industry 
Products Tubes 
Oil Burners Screens 
Filters 
Ship Builders Defense 
Marine Products Products 
Diesel Engine Respirators 
Parts Ventilators 
Refrigeration Food Products 
Industry Dairy Industry 
Coolers Dryers 
Pump Parts 


Upon request information can be quickly 
secured from Jelliff Sales-Representatives 

; working out from key cities, located in 
or near your plant. 


Other JELLIFF Products are: 


Screen Cloth Fabricated Screen Parts 
Industial Mesh Resistance Wire 

Insect Screen Dipping Baskets 
Lektromesh Metal Filter Cloth 


( 


Southport ..Cornecticut 


material for many applications where 
shortages of traditional materials were 
threatening. As a matter of fact, that 
advice had been largely anticipated, and 
a great many industries have been seri- 
ously considering the use of plastics to 
take the place of metals where supplies 
are now insufficient. Considerable prog- 
ress had been made in.experiments and 
tests to this end. However, it now ap- 
pears that the rapid increase of plastics 
consumption in defense fields, and par- 
ticularly in the manufacture of aircraft, 
has placed such a burden on productive 
capacity that plastics themselves may 
not be available for other new uses. 

To cite a pertinent example: Synthe- 
tic resins of the acrylic acid type are 
used in such quantity in plane construc- 
tion that supplies for other uses are 
already limited. This material is sub- 
stantially lighter in weight than glass, 
and is characterized by great strength 
and transparency. Consequently it is be 
ing used for making cockpit enclosures 
and observation turrets on planes. There 
is no shortage of raw materials—which 
are principally natural and acetlvene gas 
—but production facilities are not equal 
to the newly developed demand. Addi- 
tional production facilities are being 
rushed to completion, and should be ad 
ding their share to output by 
month, but the bulk of this 
new production will immediately he ab- 
sorbed by the aircraft makers. Mean- 
while other prospective users find a fur- 
ther hurdle in their difficulties in ob 
taining necessary molding equipment. 


Announcing 
A NEW IMPROVED QUALITY 

MAKE STENCILING 


Easier 


— 


next 
expected 


FOR AL 


L STANDARD DU 
° © 


custom-made. 
according to your 
! Every 

desirable feature in- 
cluded. Combined 

ted advantages, 
YOUR MODEL STENCIL! It should be 


to be appreciated. Mail « 
sgh for FREE SAMPLE. 


MILO HARDING COMPANY 
437 W. Pico Bivd., Los Angeles, Cal. 
Or, 513 Commonwealth Annex, 
Pittsburgh, Pa. 

FORMULA 217 sounds like the sten- 
cil we want. Please send us samples for 

Duplicator. 
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REPAIR 


for BROKEN CONCRETE 


Avoid accidents! Prevent costly delays! Repair 
holes, cracks, broken places in concrete floors or 
resurface an entire area with the durable RUGGED- 
WEAR RESURFACER. No chopping or chipping 
required. Merely sweep out spot to be repaired 
mix the material—trewel it on. Holds solid and 
tight right up to irregular edge of old concrete. 
Cellulose-Processed to provide a_ firmer, tougher, 
smoother, more rugged wearing surface. Used indoors 
or out. Dries fast. Costs only 0c to I4e per sq. ft. 


Valuable 74-page “‘HAND BOOK OF 
BUILDING MAINTENANCE” avail- 
able to those requesting on business 
letterhead. 

MAKE THIS TEST! 


FLEXROCK COMPANY 
2319 Manning St., Phila., Pa. e 
Please send me _ complete . 
RUGGEDWEAR information ba 
details of FREE TRIAL 
OFFER—no obligation 
Name 
Address . 

Cits .. State 


makes ONLY 
non-ferrous 
and stainless 
fastenings 


this MODERN 
HARPER 
PLANT 


ONE COMPLETE manufac- 
turing unit that manufactures 
BOLTS, NUTS, SCREWS and 
WASHERS out of everything 


EXCEPT IRON and STEEL. 


Cap Screws of BRASS, Lag 
Screws and Hanger Bolts of 
BRONZE, Bolts and Screws in EVER- 
DUR, Washers, Rivets and Nuts of 
MONEL and most every type of 
STAINLESS fastenings you could 
require. Every popular type and size 
in all the alloys. 

That's the story — 3600 STOCK 
TEMS in every alloy except iron 
and steel and plenty of production 
equipment to make those small 
troublesome specials you need right 
now. 

Send for the 72-page Harper Cat- 
alog — “Bible” of the non-ferrous 
and stainless fastening industry. The 
H. M. Harper Company, 2606 Fiet- 
cher St., Chicago. 
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“Perfect Shipping Month”’ 

@ @ | April has again been designated “Per- 
| fect Shipping Month” by the shippers 
| of the United States. This unique 


campaign, designed to lessen the eco- 
nomic waste involved in damage to | 


goods and merchandise in transit, is 


FOR THE AIR MIGHT OF being sponsored by the thirteen Ship- 
AMERICA! pers Advisory Boards of the country. 


In this endeavor, the shipper groups 
will have the active assistance of the 
Association of American Railroads, | 
Railway Express Agency and other 
transportation mediums, 


| 

One of the objectives of the drive | 

is to center the attention of the ship- | 
ping public in general, and the large 
users of transportation in particular, 

upon present methods of preparing | 
goods for shipment. By study and 
further experimentation, the shippers’ 
boards believe that the causes of dam- 
age, found due to inadequate contain- 


OTTLENECKS 
must be 
smashed 
inter - departmental 
handling speeded up 
storage space 
conserved. With 
outstanding records 


ers, faulty interior pack or unscien- of increasing pro- 
tific methods of loading freight in cars, duction, A-S-I 
can be eliminated by substituting im- | Stacking Boxes and Stack-Units are being used to 


accomplish these purposes in hundreds of indus 


proved designs of packing boxes and trial plones. 


more careful stowing handling 
practices. 


BENDIX AVIATION CORPORATION 


™ This well-designed and well-made equipment is 
designed for speedy and efficient handling of smal! 
\s outlined by W. J. Williamson, parts in production and assembly. They save 
prominent traffic manager of Chicago, valuable storage space and can be stacked as high 
; as desired, without danger of telescoping or becom 

ing unstacked by vibration. They are built for 


SOUTH BEND OFrFice 


BOUT BEND usa 


January 
oe who is general chairman of the na- 


Columbia Ribbon & Carbon life. Co., Inc tional management committee of “Per- strength, possessing the stamina to stand up 
a fect Shipping Month,” the purpose 1s under the toughest use. 
Gentlemen: 
—_ to demonstrate the steps necessary to Send today for the new, illustrated catalog. It 
our nati ° 
en make not merely most, but all ship- shows the many uses of A-S-E Steel Boxes in 
ways of peace, we will f, ” age 
our part. ool that we have done | ments. perfect. There are no dam- solving the problems of adequate storage and 


efficient handling of small parts. It is yours with 
out any obligation. Mail the coupon. 


A-S-E MODERN LOCKERS 


DOC KSO N Meet Industry’s 
ELECTRODE _ Expanding Needs 


As production mounts, more 


and more men will be added 
to the payroll—taxing locker 
de- 


facilities to a substantial 


Whatever Bendix builds ie always well built, 


The worth of such 
equi peen: 
ity and its performance, croved by ite qual. 


In all of the mater 
of the supplies which we 
standard of Quality, 
line with the same rigid standards we have sot @ 


for our own product, 
pleased to products. Ip this connection, we are 


Feguler and especial requiresen 
in supplying us ‘ts, and your service 
Ly with ouch material is great- 


Very truly yours, 
BENDIX AVIATION CORPORATION 


gree. Meet your locker re- 
quirements with A-S-E Modern 
Lockers—there’s a type for 
every need, box lockers, single 
| and double tier. They’re cor- 
rectly designed, sturdily built 
| —eliminating the maintenance 


From streamlined Bendix produe- 
tion lines Stromberg carburetors, 
Scintilla magnetos, Eclipse aircraft 
electrical components, Pioneer in- 
struments, Bendix aviation radio 
equipment aviation landing 
gears. are Coming ina steady stream 
to strengthen the air-arm of Amer: 
ica. 


SERIES 4000 


| costs so frequently encountered 
with less sturdily constructed equipment. Mail the 
coupon for complete facts. 


To purchasing executives every- 
where, the fact that the Bendix Avia- 
tion Corporation and other leading 
firms in countless industries have se- 
lected Columbia Ribbons and = Car- 
bons for voluminous and exacting 
requirements should be of particu- 


SERIES 3000 


ALL-STEEL-EQUIP COMP! 


94 GRIFFITH AVE. 
AURORA, ILLINOI 


MAIL THE COUPON FOR 


lar interest. THIS FREE CATALOG 

In the speed up of production you, too, can ORR CT LY engineered | | 
benetie substantially from the low performance products with new and ex- | re | 
cost and quality writing of Columbia Ribbons | IC > 

and Carbons for all of your regular and special | clusive features. Light in weight | ALL-STEEL-EQUII COMPANY 

requirements. Write or phone the Columbia —perfect in balance—sturdy in Incorporated 


office nearest you. 


| construction. Models for every re- O41 Griffith Ave., Aurora, III. 


quirement. ( ) Please send me the illustrated folder, 
showing how A-S-E Shop Equipment can 
SEE YOUR JOBBER solve our small parts handling and stor- 


RIBBON & CARBON OR WRITE 
MANUFACTURING CO., INC. 


Modern Lockers for industry. 


3865 WABASH AVE. DETROIT 


Branch offices in Leading Cities 
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r THE DOUBLE QUIC 
ON K- 
Ke 
| 
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| 
Maing Sear and quali- | 
ty of work of the Columbis Ribbons and Carbons which 
are serving our voluminous and exacting requirements } 
in correspondence and records, Your interest in 
working with us to give tues 
| 
‘ 


General 
District 
Detroit, 
Milwaukee, 


Continental 


YOUR BEST FRIENDS? 


@ The “right’’ shipping con- 
tainer can help you give your 
customers better service. In 
addition to faster delivery they 
expect you to provide adequate 
protection and minimum tare 
weight. 


Hundreds of manufacturers 
have taken advantage of Gen- 
eral Box Laboratory facilities 
in determining the “‘right’’ box, 
crate or specially designed con- 
tainer for their particular re- 
quirements. Important savings 
in time and materials have been 
effected, shipments speeded 
up, damage claims eliminated. 


Why not find out how these 
and other advantages can be 
obtained for your products? 
Send for details and the 
new illustrated booklet 
today. There is no 
obligation. 


GENERAL BOX 
COMPANY 


Offices: 48 Illinois St., Chicago, 
Offices and Plants: Brooklyn, 
East St. Louis, Kansas City, Louisville, 
New Orleans, Sheboygan, Winchendon. 
Box Company, Inc.: Houston, Dallas. 


Illinois 
Cincinnati, 


GENERAL BOX COMPANY, 

48 Illinois Street, Chicago, Illinois 
Gentlemen: ( ) Send a free copy of the new 
manual *“*How Research Can Save $$ for You.” 


age problems that shippers and car- 
riers don’t know how to lick. For 
every problem, some shipper has found 
the answer. During April, there will 
be a great national get-together, so to 
speak, an exchange of ideas and ex- 
periences to see all can further 
reduce damage The Perfect 
Shipping drive, this year, takes on na- 
tional importance due to the rapidly 
rising tide of national defense. 


how 


ISSCS. 


During the next several weeks, 
eral hundred Perfect Shipping meet- 
ings will be held in cities and towns 
throughout the country. 


American Standards List 


The American Standards Associa- 
tion has announced publication of a 
new List of American Standards for 
1941. In view of the importance of 
standards and specifications not only 
for every-day work but to speed up 
production to meet defense require- 
ments, this particular list of standards 
will be of unusual interest to industry. 

More than 400 American Standards 
are listed, covering definitions, techni- 
cal terms, specifications for metals and 
other materials, methods of test for 
the finished product, dimensions, safe- 
ty provisions for use of machinery, 
and methods of work. They 
into every important engineering field 
and serve as a basis for many munici- 
pal, state, and federal regulations. 


reach 


Six 


PURCHASING 


Prepare for the Speed-Up! 


OXFORD 
*PENDAFLEX 
DESK DATA 
OUTFIT 
inyourdeep 
desk drawer 


Get instant location 


THE PENDAFLEX WAY- 
folders can't sag, they hang! 


1303 


CASE SEALING 


GLUE 


assures maximum security 
at lowest cost ....... 


It sets in 30 seconds and dries to a 
permanent bond in one minute. Goes 
farther than Silicate of Soda and does 
not crystalize into dangerous glass to 
injure hands when opening. 


No. 1303 is more economical than 
taping or stapling—no extra equip- 
ment to buy—just a brush and small 
bucket. Used by thousands of indus- 
trial firms everywhere. 


The COMMERCIAL PASTE Co. 
508 Buttles Avenue 
Columbus, Ohio 


and replacement of 
important data with- 
out digging—with- 
out annoyance, 
Make quicker quo- 
tations, faster deci- 
sions. Get more 
done more easily. 
A PENDAFLEX 
Outfit will increase 
your personal effi- 
ciency amazingly at 
little cost. Write 


New and Unique - 
Folders that HANG! 


ill headings always on 
same easy reading level. 
Folder opened for with- 


drawal of paper stays for details and name 
open for its replace- of nearby dealer 
ment, now. 

U. S. Patent Office 


OXFORD FILING SUPPLY COMPANY 


351 Morgan Avenue’ Brooklyn, Y. 


No 


matter how heavy the loads or how 
roughly they're handled, these sturdy steel- 
frame Platform Trucks will stand the abuse. 


The heavy 
outside of 
damage 
nary 


steel angle irons 
the hard-wood platforms prevent 
from bangs that would wreck ordi- 
trucks. But even if the platform § is 
broken, new boards can be easily and cheaply 


all around the 


inserted without cutting or welding. Handles 
and wheels, too, can be replaced. 

Made in styles and sizes for practically 
every service. 


Write for catalog No. 52 
Distributors in Principal Cities 
Factories: Binghamton, N. Y 


The W 
Fairbanks 


Boston, Sen. Pittsburgh, Pa 
PLATFORM TRUCKS 
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hundred manufacturing, government 
e | and user groups have shared in the R AT F ENT lA 
ic Ss development of these standards. 
These American Standards, devel- 
PROBLE M 9 oped as they are by the industrial | for 
os groups themselves working through | 


> the American Standards Association, 
‘fH represent the best in current practice. DEFENSE PRODUCTION 
lies | Provisions are made for their frequent 


review in order to keep them in line 
with a changing industrial set-up. 
Many of the standards listed here 
were brought up to date within the 
last year. 

This list of American Standards for 
1941 will be sent free of charge to 
anyone interested in the work. Re- 
quests should be addressed to the 


LOST LETTERS? | American Standards Association, 29 wet 

ee ee ee | West Thirty-ninth Street, New York, Leading shops find Starrett Vernier Calipers, 
F Height Gages and Depth Gages in constant use in 

FILE toolrooms, die and mould departments and for 

# all inspection work. Complete Vernier Tool equip 

JUMBLED ORDERS? ment is a sound, long-term investment. 

Coming in the mails from your | fames T. Geear, Purchasing Agent of 

salesmen, all mixed up and hard to | the San Fraricisco plant of Swift & Co., eae — = 

decipher, causing mistakes, often | gets special mention on the company’s } ‘she es 2 

wrong shipments? | honor roli of employees with more than o . { : 

OUTDATED METHODS? 25 years of service with the organiza- ze 

Using old fashioned methods to “10”. Ar. Geear’s service record dates 

fasten things together whenastapler ack to 1899. He has been Purchasing 

would save time and increase the \vcnt since 1927. 


rthur . Goodearl, formerly ur- 
ACE STAPLERS are necessary equipment for mod- toc 
ern offices. They end such hazards onceand forall. ment make Starrett Dial Test Indicator No. 665 
Try ACE for STAPLING — PINNING —TACKING! | San Francisco, has joined the sales force the right tool for countless testing, inspecting and 
Check the results and you'll never be without one. of James FE. Townsend, Northern Cali- 


comparing operations. Can be used on base or in 
They Guarantee a Lifetime of trouble-free service. fornia distributor for the Do More seach 


Chair Co. ments. Dial reads 0-25-0 in half-thousandths with 
a range of 3/10”. 


Extreme simplicity, flexibility and ease of adjust- 


Extra large sizes for armament and marine work, 


special shapes for sheet metal and aircraft opera 
tions, special features for production measuring and 
inspecting operations—these are the types of Star 
rett Micrometers finding wide use on defense work 
today. The more than 300 different models in the 
complete Starrett line makes it easy to select the 
one best Micrometer for any job. 


Write for complete Starrett Catalog 
No. 26-P. 


Employee Badges THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 


Photo and solid metal badges 
in different sizes and shapes. 
Write, telegraph, or telephone 


Precision Tools . Dial Indicators 
Ground Flat Stock . . Hacksaws 


for further information, samples, Metal Cutting Bandsaws . . Steel Tapes. 
tati in quantities you 
— ATHOL, MASSACHUSETTS, U.S.A. 


AMERICAN EMBLEM 


COMPANY, INC. Standardize Cnt 
510-520 N. Y. TAR F E 


ger GOc | ACE CLIPPER $450 || New York Chicago Philadelphia 


prevents Detroit - St. Louis TOOLS 
ORDER FROM YOUR STATIONER 
ic You are cordially invited to visit 
our display, booths & and 9, at the : 
Inform-A-Show. Buy Through Your Distributor 


3415 N. Ashland Ave. Chicago, Ill. 


IVhen writing advertisers please mention Purchasing 


Ne: 
2345 | 
ACE PILOT | 
CADET | 


ge. 


Industrial Chemicals— Butanol,* 
Ethyl Alcohol, Methanol, Acetone, 
Nitroparafins and their Aminohy- 
droxy and Nitrohydroxy derivatives, 
Methylamines, Isopropylamine, Hy- 
droxylammonium Salts, Chloroace- 
tone, 2-Methyl-2,4-pentanediol and 
many other industrially important 
organic chemicals. 


Solvents and Plasticizers for 
nitrocellulose, shellac, urea-formalde- 
hyde resins, cellulose acetate, mixed 
cellulose esters, ethyl cellulose, vinyl! 
resins, and for many other of the 
newer types of coating materials and 
plastics. 


Emulsifying Agents for formulat- | 


ing such products as non- yellowing 
cosmetic creams and lotions, self-pol- 
ishing floor waxes of excellent water 
resistance, polishes, cleaning com- 
pounds, and soluble oils. 

Also SOLVAMIN*— a natural source 
of Riboflavin (Vitamin G), contain- 
ing over 4,500 micrograms of this 
vitamin per gram. 


*Trade-mark registered 


WRITE FOR 
CATALOG 


COMMERCIAL 
SOLVENTS 
Corporation 


17 EAST 42nd STREET, NEW YORK, N.Y. 


When writing advertisers please mention Purchasing 


OBITUARY 


Lewis R. Decker, who served as Mon- 
roe County (N.Y.) Purchasing Agent 
from 1921 to 1926, died at his home in 
Churchville, N. Y., February 27th. Mr. 
Decker was U. S. Consul to Notting- 
ham, Eneland, under President Wilson, 
and was an experienced newspaper man, 
first on the staff of the Rochester 
Times-Union and later as editor of the 
Monroe Republican. 


William A. Ransom, 80, who was 
Purchasing Agent of the Merchant 
Shipbuilding Co., Bristol, Pa. during 
the World War, and formerly assistant 
to W. A. Harriman when the latter was 
Vice President in Charge of Purchases 
for the Union Pacific Railroad, died 
March Ist at the Rahway (N.J.) Hos- 
pital. Mr. Ransom had tetired from 
active business eight vears ago. 


Raymond A. Collins, 46, Vice President 
and Purchasing Agent of the Collins 
Concrete & Steel Pipe Co., Portland, 
Oregon, died of a heart attack, March 
15th. Mr. Collins was one of the found 
ers of his company, which has grown 
from small beginnings thirteen vears ago 
to one of the larger industries of the 
Pacific Northwest. He was an active 
member of the Oregon Association. 


William S. Owen, 71, Purchasing 
\gent and Finance Commissioner for 


ITS YOURS | 


that tells you how permanently and quickly you 
may erect the build- 


. a 32 page book 


ing you need, at 
lowest cost per 
square foot of floor 
space! Write today 
or see our full page 
advertisement in 
Sweet's Catalog. 
MARYLAND METAL 
BUILDING CO., Bal- 
timore, Maryland. 


MARYLAND 


Mera. Burtomes 


PURCHASING 
Buy— 
SAFE | STAK 
Letter Size 


INTERLOCKING FILE 
$ 2:2: 


(Quantity Discount) 


Immediate REMOVABLE 
FOLLOWER 
Delivery (Stays Put) 


from Stock 50c 


The Steel Storage File Company 


2216-18 W. 63rd St., Cleveland, Ohio 
e 


ORIGINATORS OF STEEL STORAGE FILES 


> Top AT 
“A Great Hote.” 


SINGLE from $3. DOUBLE $4.50 


1 BLOCK FROM PENN. STATION 
B. &O. Motor Coaches stop at our door. 


HOTEL 
M‘SALPIN 


BROADWAY AT 34th ST., NEW YORK 


e: Under KNOTT Mgt. John J. Woelfle, Mgr. 
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the State of Maine from 1932 up to Pere oP ie 


the time of his retirement last year, died Me = 


of a heart attack at his home in Milo, a ° 
| Maine, March 16th. Mr. Owen had y 1F | WERE A 
before taking over the purchasing de- || P U R C “ A S i N G 
DO BUSINESS partment. \ AG E Nv T ; 


Clifford K. Simonds, 60, President of 
the Simonds Saw & Steel Co., Fitch- 


WITH WEBSTER? burg, Mass., died March 20th in Brook- 
e line, Mass. He had been associated with 


the Simonds Company for forty-one 


\ 


years, and served for various periods 
as Treasurer, [Director, General Mana- 
ger, and President. 


, F 


ALUMINUM FROM CLAY 


According to David E. Lilienthal, 
director of the Tennessee Valley Author- 
itv, a pilot plant at Muscle Shoals, Ala., 
is now successfully extracting alumina 
(from which aluminum is made) from 
common clay. Heretofore, the only 
source of alumina has been bauxite, 


which is relatively rare in this country, 
approximately 75% of American require- 


Here’s your answer ments being imported, largely from the | 
Dutch East Indies. The T.V.A. director -..and heard about a packaging 
Mr. Purchasing Executive! reports that the experimental plant pro- method different than any other 
duces about a ton a day, from which on the market— : 
I. Webster is prepared for the present half that amount of aluminum is recov-_ | ... used by outstanding concerns, 
: ered. Preliminary figures indicate that big and small, in almost every 
the cost of this vital defense industry— 
2. Webster can supply you with specialty parable to production costs where baux- ene ; 
items: Carbon papers for gelatin hekto- ite ore is used as the source. -..and showing so many im- 


portant advantages in so many 
ows directions— 


...some big users testify that, 


graph, and spirit process duplicating 
machines; carbon-paper-ribbons for photo 


offset work; ribbons and carbons for all COMMODITY ADVANCE EXPECTED considering everything, they save 
Elliott-Fisher, addressing, Teletype, adding, thousands of packaging dollars 
and International Business machines. _A release from Standard & Poor's =“ 
: Corp. predicts a continuation ot the ad- ...I'd surely want to have the 
3B. Webster assures prompt deliveries. vance in commodity prices, which has complete story in my files— 
Well-stocked factory branches are located heen under way since the beginning of ...I'd write to Metal Edge and 
in principal cities. Dealers everywhere. the war. The report recognizes that ask for their illustrated catalog 
much can be done to control and restrain Planned Packaging’ — 
i. Webster is a very dependable Company the rise in prices, and calls attention to ... And add that I would like to 
— manufacturers of quality products for the announced policy of the government receive the lively “Metal Edge 
more than fifty years. to keep a close check on both raw mate- a as issued from time 
ebe Webster offers you the services of a near- rial and consumer prices. However, 


basic influences are all tending to send 
by representative. He will study your 


individual needs and give you helpful 
suggestions — without obligation. 


prices higher, and such a result is_re- 
garded as inevitable in a wartime econ- 
omy. 

The speculative commodity price in- 
dex is up 20% from last fall, and 30% 
since the beginning of war. The slower 
moving Bureau of Labor Statistics in- 
dex of all wholesale prices is at the 
highest point since 1937. And the Na- 
tional Industrial Conference Board Cost 
of Living Index is at the highest point 
since the beginning of 1938. 


Factors working toward higher price 


levels include: destruction of supplies ; 
FOR SERVICE AND SAMPLES WRITE: disruption of normal commercial chan- 


J | nels; attempts to build up stock piles; 
higher costs of transportation and insur- 

| ance; higher wages and labor costs; 

| British purchases; the lifting of agricul- 


7 Amherst St., Cambridge, Mass. | tural surpluses; and shipping shortages. 


CARBON PAPERS and It is estimated that the upward price BOX COMPA 
spiral will endure as long as the defense 1210 Callowhill St., P 

TYPEWRITER RIBBONS emergency lasts. There may be periods : — 

Factory branches in New York, Philadelphia, of reaction, such as that experienced in ‘ STRONGEST PAPER BO. 


the early mths of 1940, but they are 
Chicago Pittsburgh, and San Francisco MODERN PACKAGING 
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PRECISION LATHE 


@ The Model A °- incl: 
swing tool room pre 
cision lathe an- 
nounced by the South 
Bend Lathe Works, 
South Bend, Indiana, 
is well adapted by its 
size and design for 
small diameter work 
requiring a high de- 
gree of accuracy and 
sensitivity. This lathe 
has a maximum col- 


let capacity of 1%”, 
maximum swing over bed ways of 91%”, and a maximum 
swing over saddle cross slide of 514”. Three bed lengths 
are available, providing center distances of 16”, 22” and 28” 
respectively. 

Twelve spindle speeds ranging from 41 to 1270 r.p.m. are 
provided on the motor drive models. Smooth operation at 
high speeds is attained by using a direct belt drive to the 
spindle for speeds above 400 r.p.m. A wrenchless bull gear 
lock permits engaging the back gears quickly when slow 
speeds are required for machining large diameters. 

\ series of 48 power longitudinal feeds, 48 power cross 
feeds and 48 pitches of screw threads, right or left hand, 
are provided by the quick change gear mechanism. The full 
automatic apron is equipped with a powerful worm drive 
and friction clutch for operating both the automatic power 
cross feeds and the automatic power longitudinal feeds. An 
automatic safety interlock makes it impossible to engage the 
half nuts when the power carriage feeds are in use. 


INDUSTRIAL FLOOR MACHINE 


floor machine 
wide industrial use has 
been developed by G H. 
Tennant Company, Min- 
neapolis, Minn. 

Equipped with a steel 
wire brush of unique de- 
sign, the machine is an 
efficient cleaning machine 
that removes lubricating 
oil, steel chips and other 
heavy spillage from fac- 
tory floors. 

A power-vacuum and 
collector pan picks up 
dirt by using a sixteen- 


inch roll of uniformly 

compressed factory-wound steel wool. The machine is a 
powerful buffing machine that will keep floors spotlessly clean, 
with a wax-like finish. 
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SHARPENING ATTACHMENT 


To facilitate tlic 
sharpening of formed 
cutters, Brown & 
Sharpe Manufactur- 
ing Company, Provt- 


dence, have brought 


out sharpener attacl 
ments of both an ‘it 
teed’ and a ‘through- 


feed’ type. HFssential 
ly the attachments 
consist of adjustable 


tooth rest assemblies 
and a method for 
supporting the cutters. 

\ disk grinding wheel is used, with the wheel spindle set 
at right angles to the table. With the ‘in-feed’ type the 
cutter is supported on its side in a horizontal plane and 
advanced into the edge of the wheel by feeding the table 
(see illustration). With the ‘through-feed’ type the cutter 
is supported on a horizontal arbor between the centers of the 
machine and is passed across the face of the supporting 
wheel by traversing the table. 


FORK TRUCK 


@ The latest addition to the line of industrial trucks manu- 
factured by the Baker Industrial Truck Division of the 
Baker-Raulang Company, Cleveland, GChio is its new type 
center-control fork truck available in 2000 and 3000 Ib. capac- 
ities. This model has been designed for operation in narrow 
aisles and congested areas. 

The compactness of this model, combined with the short 
turning axle, makes it particularly adapted to working in close 
quarters, a benefit of considerable value today when space is 
at a premium. Safety and speedy handling of material is 
assured since the operator rides in a position where vision 
is perfect. 

\ high capacity, mill type, safety contactor electrically 
interlocked with the controller and the operator’s seat means 
greater safety. It relieves tie controller of arcing, and auto- 
matically opens the circuit when the operator leaves his seat. 
The travel circuit closes only with the operator in position 
and controller in first speed position. 

This lightweight compact model does not sacrifice any of 
the strength and ruggedness of the heavier models. The frame 
is fabricated of high tensile steel by arc welding and hot 
riveting and the main sills are deep section flange plate mem- 
bers running from end to end. Upright guides are formed 


PURCHASING 


= 
BR 
RAL 
4 
» ~ 


ApRIL, 1941 137 


by installing New 


Cooling Cost as much as 


Water Coolers 


* Here's the economical new Frigidaire Water Cooler, result of 
Frigidaire’s vast refrigeration experience! Ideal for most indus- 
trial needs, it has a cooling capacity of 10 gallons per hour.* 
Its “‘heart’’ is the famous Meter- Miser, the same type mecha- 
nism proven efhcient in over 2!» million Frigidaire refrigerators 
and water coolers. And the entire mechanism is protected for 
5 years against service expense! 


Many Outstanding Features! The new Frigidaire Water 
Cooler is amazingly compact...has a stainless steel top... bond- 
erized sides... pre-cooler for speedier cooling ... new Magic 
Action bubbler . . . self-cleansing tank . . . finger-tip temperature 
control... attractive appearance... optional foot pedal at slight 
extra cost. ..and many other advantages. 


A Cooler for Every Need! Frigidaire offers a complete line 
of water coolers, for every industrial and office requirement. 
Ask your nearest Frigidaire dealer to make a survey of your 
requirements. Or mail coupon below for free catalog. 


CAUTION! Ic isn’t a genuine Frigidaire unless it bears the ‘Frigidaire’ 
nameplate! Frigidaire products include: Water Coolers—Air Conditioners 
—Beverage Coolers—Refrigerating Equipment for all purposes. 


* Water cooled from 80° to 50° in 80° room, 
with 60° of water passing through pre-cooler 


Simplest Refrigerating Mechanism Ever Built! 


Quiet, efficient, dependable, it’s protected for 5 years against 
service expense. Of exclusive rotary design, it has no pistons, 
connecting rods, or belts to cause friction or wear. Perma- 
nently sealed and oiled for life. There's no other like it! 


Frigidaire Commercial and Air Conditioning Division 
General Motors Sales Corporation, Dayton, Ohio P-4 


(_] Please send me complete water cooling catalog! 


[_] Please make a free survey of my water cooling 
requirements! 


Address 
City and State 


| 

i 

Name and Company : t 


When writing Frigidaire Commercial and Air Conditioning Division please mention Purchasing 
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Call inthe Expert 
Callin 
~The Greatest Nam Refrigerati 


Make a note 
to order... 
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STANDARD 
BOORUM & PEASE 


MANIFORD ORDER BOOKS 


Duplicating and Triplicating Forms 


With Standard Boorum & Pease Salesmen’s Order Books, you 
are assured of clean, perfect copies of every order. Original or 
white sheets are a good grade of smooth finish paper, with 
duplicate copy sheets of good writing stock. Covers are heavy 
imitation green pressboard, with green cloth back. Books sup- 
plied with 2 sheets of carbon paper, and pressure board to in- 


sure clear copies. Made in 3 styles, 3 thicknesses and 7 sizes. 


MANIFOLD CORRESPONDENCE NOTES AND LETTER HEADS 


| 


These books are ideal for private or confidential correspondence | 


where copies are desired. Also useful for traveling salesmen, to 
keep copies of letters sent to their offices or customers. Good 
grade of paper, suitable for either pen or pencil. Duplicating 


and triplicating forms in 4 sizes. 


OTHER STANDARD B&P MANIFOLD FORMS 
The Boorum & Pease Manifold Book line includes types for 


every conceivable use, including 


Merchandise Order Blanks 
Uniform Bill of Lading 
Money Receipts 


Remittance Blanks 
Package Receipts 
Weighers’ Scale Books 


Rent Receipts Bill Heads 


See our new Catalog No. 41 for description and prices. 


Manufactured by 
BOORUM & PEASE COMPANY 
General Offices: 84 Hudson Avenue 
BROOKLYN, NEW YORK 


PURCHASING 


steel channel sections. The fork carriage travels on ball 
bearing rollers. Power is supplied by a single hydraulic jack, 
the piston movement being compounded by a pair of chains 
and sprockets. 


EXECUTIVE FILE 


@A time saving 
file for executives has been 
designed by \utomatic File 
& Index Company, Chicago, 
Il. 

It is an all sieel unit, desk 
high, and with an unusual 
lifting top which features 
an exclusive expanding and 
compressing drawer which 
permits the material in the 
drawer to be parted like a 
book. The resulting “\V” 
shaped opening — provides 
nine inches of extra work- 
ing even the 
drawer is fully loaded to capacity. This feature permits you 
to refer to the contents of the unit with one hand and even 
read from the folder without from the file—an 
indispensable feature for busy executives. 

The lower drawer pulls out on_ ball 
will not cause the loaded unit to tip forward. Both upper 
accessible at the same time and are 
Rubber tired casters are standard 
equipment. It is strongly built for hard use and 1s available 
in olive and beautiful grain finishes of walnut, ma- 
hogany or oak. A special index for organizing the work of 
executives is also available 


personal 


space when 


removal 


bearing slides and 


and lower drawers ar¢ 
operated by a general lock. 


green 


rakes 
New Wakefield FLUORESCENT unit 


for new 100-watt lamps 


"TOPS ror OFFICES with 
CEILINGS 


A certified FLEUR-O-LIER checked and certified by E. T. L. 


@ Here’s the answer to fluorescent for any office with high 
ceilings (ten feet or over)—or to higher levels of light— 
the new Wakefield GENERAL. 


For the General uses the new 60-inch (100-watt) fluorescent 
lamps and uses them at top efficiency. Mounts right on the 
ceiling* to give generous, pleasing light that speeds seeing 
and reduces fatigue. Fits in perfectly with standard acoustical 
tile. And it is a certified Fleur-O-Lier . . . checked and certi- 
fied by Electrical Testing Laboratories for balanced per- 
formance and satisfactory service. Let the new Wakefield 
GENERAL take command; bring your office “fluorescent 
at its best.” Write us for details. 


*Also available in suspension mount. 


WAKEFIELD 


VERMILION, OHIO 


THE 


W. 
41 BIRCH PARK 
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REFINED FLUORESCENT LIGHTING 


@ Recently developed 
plastic diffusing strips 
“snap on” fluorescent 
lamps to “snap on” 
Fluorescent Lighting. 
The diffusing strips, 
in 22” and 
lengths, are the ulti- 
mate refinement 


for any fluorescent 
lighting installation 
where T-12 (11%4") 


lamps are in 
open type fixtures. 

They reduce lamp brightness 30% yet transmit more light 
than glass panels. Moreover, the strips are safer. These 
light-weight diffusers are made of shatter-proof plastic and 
are held securely on lamps with strong clamps that easily 
snap on or off. 

Richly grained and trimmed with decorative fluting, the 
new Strips, in white, pink or yellow, add to the beauty of the 
fixture. The white is used on general illumination applica- 
tions for eye ease. The yellow strips with white lamps and 
the pink with daylight lamps give life and tone to fluorescent 
lighting. Made by The Edwin F. Guth Company, St. Louis, 


Mo. 


SUPER-POWERED VACUUM CLEANER 


@ A super-powered vacuum cleaner for both automotive and 
industrial use has just been perfected by the Black & Decker 
Co., Towson, Md. This unit is powered by a 1 hp. motor 
driving a 3-stage centrifugal fan, has a sealed vacuum pull 
of 65 inches, and draws 60 cubic feet of air per minute. 

With both inlet and outlet hose connections it can be used 
as a vacuum cleaner or a blower. An ingenious system of 


"We use RODER 
PUMPS exclusively 


masy lin all of our plants” 


Write for Catalog 
937 or see our cata- 
log in Sweet's. 


“In onerating four plants we have 
had an opportunity to try out nu- 
merous types of pumping equip- 
ment. Transferring the ingredi- 
ents of our product into mixers 

. then transferring to filler bins 
after the mixing is completed is 
no simple pumping job. We 
have found Roper Pumps the 
most efficient for our particular 


needs and have standardized on 
them exciusively in all of our plants.” 


You will find Ropers tops in ef- 
ficiency. From 7548 different 
models available you can specify 
practically a custom-built pump 
exactly fitted to your needs. 


Put your pumping problems up 
to Roper engineers. 


GEO. D. ROPER CORP., ROCKFORD, ILLINOIS 


Kimpak 


REC.US. PAT. OFF. & OREIGN COUNTRIES 


CREPE WADDING 


Showing how 
Lightfoot 
Shultz Co. uses 
KIMPAK*on 
its beautiful 
American Re 

gency 

package. 


$s$Oa p 


Showing how 
Stevens & Co., 
Chicago, uses 
KIMPAK to 
protect its fine 
gift packages. 


The soft, resilient ‘shock absorber”’ action of KIMPAK 
gives your product maximum protection against 
breakage and damage in transit... adds the sales ad- 
vantage of attractiveness . . . saves time and waste in 
your shipping room. That's a winning combination! 

You buy KIMPAK in rolls, sheets and pads of the 
thickness and size that meets your needs exact) 
KIMPAK is inexpensive, light-weight, flexible .. . as 
easy to use as a piece of string. Since KIMPAK ab- 
sorbs 16 times its own weight in moisture, it more 
than meets government postal regulations regarding 
shipping of liquids. 

Don't delay. Mail coupon for new KIMPAK port- 
folio and for free samples for testing. 


(*Reg. U. S. and Can. Pat. Off.) 


FREE! New Kimpak Portfolio 


KIMBERLY-CLARK CORPORATION 
Neenah, Wisconsin 
Address nearest sales office: 
122 East 42nd Street, New York City ; 8 South Michigan Avenue, Chicago 
510 West Sixth Street, Los Angeles 


Please send me portfolio of KIMPAK. 


PIMBERLY CLARR CORPORATION Wen 
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Any Night, Now 


Only a short time ago “capacity” meant 40 
hours a week. Today “capacity” is figured in 
terms of 24 hours a day. So, any night now, at 
“G.T.D. Greenfield” you will see lights stream- 
ing from the windows long after the streets 


are empty and silent. 


% % % 


In these times our friends often need service 
and deliveries that our most strenuous efforts 
are not always able to meet. We deeply ap- 
preciate the understanding and forebearance 
which is being extended us, and we pledge 
ourselves to spare no effort. to waste no time 
by day or by night—in our effort to make 
good in every possible way. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York, Chicago and Los Angeles 
In Canada: Greenfield Tap & Die Corp, of Canada, Ltd., Galt, Ont 


TAPS . DIES . GAGES . TWIST DRILLS . REAMERS . 


SCREW PLATES - PIPE TOOLS 


PURCHASING 


baflle plates and filters specially adapts cleaner to wet clean- 
ing and to removing excess moisture after scrubbing uphol- 
stery and carpets. The motor and mechanisms are completely 
protected from moisture and are unharmed under such use. 
Thorough filtering of air provides completely clean air for 
blowing operations. 

Its dual service as cleaner and blower also adapts it to all 
types of industrial cleaning. It is self-contained, rolls easily 
over rough floors on ball-bearing swivel casters, and its 
15-foot flexible hose easily reaches out-of-the-way corners. 


LONGER-WEARING VALVE STEMS 


@ The Hancock Valve 
Division of Manning, 
Maxwell & Moore, 
Inc, Bridgeport, 
Conn. has announced 
a longer-wearing al- 
loy for valve stems 
and bonnets. This 
self-lubricating alloy 
was developed ex 


pressly for use in 
their  superfinished 
“500 Brinell” bronze 
valves. Repeated breakdown tests indicate that these valve 
stems and bonnets outwear other stems and bonnets six times. 

They have a tensile strength of 90,000 pounds per inch plus 
a high self-lubricating characteristic that resists galling and 


wear. Due to increased production and lower manufacturing 
costs—their full line of superfinished “500 Brinell” bronze 
valves are now furnished with Hancodur stems and bonnets 
at no increase in price. 


CALL CULLMAN 
Over 45,000 accurately bison 
sprockets in stock for imme- 
diate shipment. Special sprock- 


ets made to order. 
Write for catalog 


CULLMAN WHEEL CO. 


1342 Altgeld St. Chicago, Ill. 


When writing advertisers please mention Purchasing 
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EXECUTIVE MODEL CHAIR 


@ The executive’s 
sedentary life dis- 
‘ourages physical ac- 
tivity, so he needs 
some practical help 
toward keeping fit. 
Ordinary exercise, if 
any, seldom is regu- 
lar enough to pre- 
serve the posture and 
the abdominal tone 
that are so helpful. 
Any Do/More chair 
encourages ane erect 
posture that tends to 
conserve tone of the 
abdominal muscles 
and is favorable to 
support and function- 
ing of the internal 
organs. The execu- 
tive models are 
triple - feature chairs 
offering three definite advantages: they give greater comfort 
and help maintain good posture; they include an “Exerciser” 
back; and enable busy men to get needed relaxation. 

They are beautifully designed, luxurious chairs with rubber 
cushioned seat, over no-sag springs, and arm rests cushioned 
in rubber. Seat height adjustable: 17” to 20”. Seat is 21” 
wide, 1814” deep, 544” thick. Back rest is 21” wide, 18” 
high. Distance between arms is 21”. Product of Domore 
Chair Company, Inc., Elkhart, Indiana. 


LOCK NUTS 


@ Nuts that only a wrench can loosen are being offered by the 
Security Metal Products, Inc., Kalamazoo, Mich. An elliptical 
shaped spring steel retainer permanently seated in the head 
of a standard nut keeps it tight. The slightly out-of-round 


Brigh 


METAL CLEANER 


The SOFT RUBBER binder 
CUSHIONS the abrasive 


for Polishing, Pre-polishing and Pre-finishing metals. 
Removes burrs, blemishes, rust, tarnish and stain from 
metals. Erases heat marks from welds on stainless steel. 


Made in TABLETS - WHEELS and DISCS 


Write for information and Catalog 
Weldon Roberts Rubber Co. Newark, New Jersey, U.S.A. 
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What Coated Abrasive 
Wins on Speed? 
CLOVER, of Course! 


From the moment your skilled mechanic puts Clover Coated 
Abrasives to work, he knows what fast sanding really means! 
For the business-side of a Clover Coated Abrasive is armed 
with millions of super-sharp, orderly spaced abrasive grains, 

each one a remarkably efficient keen-edged tool, cutting clean 


and easy. No wonder experienced users say Clover wins cn speed. 
CONSULT OUR ABRASIVE ADVISORY SERVICE 


Find out how you, too, can benefit from the cooperation and 
experience of the Clover Abrasive Engineers, to help you lick 
your tough sanding problems. Ask also for informative Abrasive 
Manual, and for free working sample offer. Address DEPT. K. 


CLOVER MFG. CO., NORWALK, CONNECTICUT 


ASK, ALSO, ABOUT CLOVER GRINDING AND LAPPING COMPOUND 
— FAMOUS FOR 38 YEARS 


In the 38 years Clover Compound has been the first choice of expert 
machinists for precision lapping, over 40 million cans have been used, 

each can demonstrating these long-famous Clover qualities © Perfectly 
graded, super-sharp, diamond-hard Silicon Carbide 
grain @® Eight grades from microscopic fine to 
very coarse e@ Special heat-resisting petroleum 
hard oil binder e Withstands friction temperatures e 


Lov 
Maintains uniform consistency and grain suspension e : ‘ 


Fast-cutting @ Cool-cutting e Does not burn work. << 


The trade mark thai 4 certifies abrasive quality 


asily Identified by Color-Strip 
d the Famous Clover Trade 


QUALITY ABRASIVES SINCE 1903 
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shape creates permanent pressure against the bolt and prevents 
the nut from loosening. 

Although these nuts will remain tight in spite of excessive 
vibration, even if the parts bolted become worn or loose, they 
may be easily removed with a wrench. If necessary the nuts 
can be removed and replaced on the bolt any number of times 
without damaging or distorting threads. Although just as 
positive as a castle nut and cotter key, these nuts can be tight- 
ened to the exact degree or position desired. 


When They're MACHINING TOOLS 


placed grinding to a 


large extent to speed 


up production of rams 
and liners, for extru- 
sion of copper, brass 
and aluminum, Made 
of special alloy steels 
of around 500 to 550 
Brinell, these parts 
must be able to resist 
wear and retain their strength while forcing metal through 
dies at around 1150 to 1900 degrees. 

Ajax Steel and Forge, Detroit, Mich. found that finishing 
time could be halved by machining the heat-treated forgings 
with Carboloy tools rather than grinding—representing a 
saving of an hour or more per piece. Another advantag 
found was that more stock could be left in roughing before 
heat-treat, with greater assurance that the parts would clean 
up properly. 

Cutting speed is a minimum of 35 feet per minute for this 
extremely tough material, with 1/16 in. average depth of cut 
Feed ranges from 20 to 35 turns per in. 


TIPS ROPE 
PURCHASERS 


You can always tell the character 


of a rope by carefully examining 
the color and texture of the fibre. 
The better grades are lighter in 


color and are more flexible. 


Fitler Rope is built with exacting 
care and is treated with a special 
lubricant and water-repellent that 


makes it particularly suited for all 


phases of industry that require 


ruggedness, flexibility and safety. 


Look for the Blue and Yellow 


Colored Trademark, Reg. No. 
245091, U. S. Patent Office. 


THE STANLEY WORKS 


Steel Strapping Division - « + » New Britain, Conn, 


Manufacturers of Quality Rope for O Century—Established 1804 


TRADE MAKK =i : Chicago St. Louis los Angeles San Francisco Portland 
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SAFETY GOGGLE LENSES 


Tests have deti- 
nitely proved that, 
under impact, Tulca 
ienses, made by The 
Univis Lens Com- 
pany, Dayton, Chio, 
show greater uniform 
strength than the fin- 
est grade of tem- 


pered glass lenses or- 
dinarily used. 

lmpact blows were applicd to the lenses by 5s” round 
hardened steel weights of 1, 2 and 3 ounces falling from 
heights of 39”, 54”, and 72”. The lenses rested in a standard 
rubber-cushioned anvil. 
were tested, and all lenses were taken from stock or bought 
from the market. Specifications of the different lenses were 
identical as to size and curve 

The results of the tests show that all Tulcea lenses show 
resistance to impact to the end of the sixth impact, which 
consisted of a 3-ounce weight being dropped from a_height 
of 54”. 

Several lenses of brands “.\” and “B” tempered glass lenses 
were shattered at the third impact, which consisted of a 
3-ounce weight dropped from a height of 39”. Under the 
same circumstances Brand “C” was shattered, in one case, 
by the first impact of a l-ounce weight dropped from 39”, 


DOOR SAFETY DEVICE 


@ An ingenious, automatic safety control for motor operated 
rolling doors, made by Kinnear Manufacturing Company, 
Columbus, Ohio as well as their other types of upward-acting 


doors, has just been placed on the market. Through its 


application on the door, it greatly reduces the possibility of 


injury to persons or damaze to cars, in case doors are care 


McLAURIN-JONES COMPANY 
BROOKFIELD, MASS. 
OFFICES IN NEW YORK, CHICAGO and LOS ANGELES 


In all, 40 lenses of each type 


Whether you’re on the designing, produc- 
tion or purchasing end of the business, you 
will find PAGE ready and well able to work 
with you—to get you the wire or rod that’s 
best for your job. Write PAGE. 


SHAPED WIRE 


Of carbon and Stainless Steels 

—analysis that is right for the 

purpose. End section areas up 
to .250 sq. inches—widths to *s inches. 
Half rounds, channels, hexagons, octagons, 
triangles, keystones (see illustration), 
squares, etc. 


WELDING WIRE 


For Iron, Carbon Steels and ,; 
Stainless Steels. For overhead, 
vertical or horizontal welding. ~ 
Bare and coated. Your local 
PAGE Distributor carries these in stock. 


GENERAL WIRE 


Spring wire. Bond wire. Telephone wire. 
Diameter, shape and analysis to fit your 
needs. 


PAGE STEEL AND WIRE DIVISION 
MONESSEN + PENNSYLVANIA 


In Business for Your Safety 
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lessly closed by attendants who fail to note whether or not 
the opening 1s completely cleared when they push the control 
butten. This has been a hazard in the past, in situations where 
operating control stations are remote or out of direct view 
of the doorw ay. 


Briefly, this device works as follows: A compressible, air 
containing weather strip is placed along the entire length of 
the bottom edge of the door. In case the door contacts an 
obstruction upon closing, it compresses the weatherstrip, which 
thereby forces air through an 1mpulse switch, causing the door 
to either stop its clesing travel, or immediately revert to its 
fully open position, depending upon the method of connection 
to the door control circvit. The slightest pressure on the 
weather strip insures positive action, 


HEAVY DUTY FITTINGS 


MA line of heavy 
duty plugs, receptacles 
and cord connectors 
for use with portable 
electrical equipment 
has been placed on 
the market by Pyle 
National Company, 
Chicago, Ill. 

While this line has 
the same electrical 
rating and is approxt!- 
mately the same size as standard attachment plugs and outlet 
receptacles, it embodies the heavy duty design and substantial 


construction features of their larger Triploc plugs and recep 
tacles for industrial use. 

\ll 2, 3, and 4 pole contact units are interchangeable, to 
permit using a wide variety of plug shells and receptacle hous 
ings to make any desired assembly combination. Contact units 


“AIR 


are reversible, for safety protection. The enclosed female 


EXPRESS 


USES THE HERRINGBONE . 


...says S. F. Heinritz, 
Editor of Purchasing Magazine 


No matter where you are... in big city or small town 
... those orders you place are handled faster, surer by 
super-swift Air Express. Its almost as if the plane 
zoomed through the window of your office and landed 
next to your desk! 


Even if there’s no airport near you, our coordinated 
air-rail connections permit you to benefit through Air 
Express speed. In the sky, we speed at 3 miles a minute: ak of climbing that holds the 
while on the ground we make special pick-up, special 
delivery at no extra charge within our regular vehicle Saftex Tape that makes it GRIP and 
limits in all cities and principal towns. International HOLD . . . faster, tighter, and thus 
Air Express to and from many foreign countries. Phone ee a oe 
Raitway Express, Air Express Division, for service. 


tape you have ever used. 
AIRN 
EXPRESS 


: 


MENASHA, WIS. 


EXPRESS 


ULL-TAB OPENER 
EVERY ROLL 


SAVES TIME AND TAPE | 


CENTRAL PAPER CO. 


‘Fastest Way’ Means Air Express 


| 
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contacts may be assembled in either plug shell or receptacle 
housing, depending upon which is connected to the live line 
side of the circuit. This allows the use of extension cords 
with cable connectors, and convenient receptacles mounted on 
portable equipment, without the hazard of exposed live 
contacts. 


VIBRATING SCREEN 
The Crushing 


Cement Division, Al- 
lis-Chalmers Mfg. 
Company, Milwaukee, 
Wis., has developed a 
new vibrating screen 
called the “Ripl-Flo,” 
which is said to in- 
volve a new principle 
of operation. 

Having an eccentric 
shaft working with 
the unbalanced force 
of the counterweight- 
ed flywheels, the new 
mechanism vibrates the entire screen body in rapid, circular, 
gyratory motion. Its smooth operating characteristic, high 
capacity, and neat compact design make it especially suitable 
for screening coal, coke, sand, gravel, stone, ore, chemical 
products and other granular materials. 


In brief, the screen consists of two high tensile steel side 
plates spaced apart by welded steel deck supports, with the 
operating mechanism enclosed in a tubular housing between 
the decks. The shaft is eccentric between bearings and pro- 
vides much of the force which causes the screen body to 
gyrate. Fine adjustments for balance are made in the flywheels 
externally. 


Ask Anyone in Industry! 


A NATION-WIDE ORGANIZATION 
GEARED FOR 
PROMPT, DEPENDABLE SERVICE! 


e When you specify Alemite Lubrication Equipment or 
Alemite Lubricants on a purchase order, you usually avoid 
explanations. Everybody who is concerned with the opera- 
tion or maintenance of machinery knows the reputation and 
dependability of Alemite products and Alemite service. 

Alemite Lubrication Systems are standard equipment on 
products of most leading machinery manufacturers today. 
Profit by their experience and specify Alemite when you 
buy grease guns, fittings, and lubricants! 


ALEMITE 


REG.U.S. PAT OFF 


DndusTrcal LUBRICATION 
ANOTHER STEWART-WARNER PRODUCT 
1845 Diversey Parkway, Chicago, Illinois « Belleville, Ontario 


“Doubtful” Socket Screws 


3 of 16 Precision Steps in QUALITY-CONTROI 


16-Point Quality-Contro! 
Guarantees Every 
Parker-Kalon Socket Screw 


Most socket screws are good socket screws. But it 
takes only a few poor ones in a lot to cause trouble. 
That’s why it pays to specify Parker-Kalon! 

For Parker-Kalon gives you complete protection 
against “doubtful” screws —serews that look all right but 
of which a percentage fail in use — resulting in assem- 
bly delays and service complaints. In Parker-Kalon’s 
QUALITY-CONTROL Laboratory — finest’ in the 
industry —an exacting 16-point inspection routine 
assures unvarying uniformity of physical and metal- 
lurgical characteristics ... eliminates “doubtful” screws. 

You can get this extra protection at no extra cost! 
Specify PARKER-KALON!  Parker-Kalon Corpora- 
tion, 202-204 Varick Street, New York. 


16-point test and inspection routine covers: 
Chemical Analysis: Tensile and Torsional 
Strencth: Ducetility: Shock Resistance under 
Tension and Shear: Hardness: Head diameter, 
height and concentricity; Socket shape, size, 
depth and centricality; Class 3 Fit Threads; 
Clean-starting Threads. 


PARKER-KAL 


COLD-FORGED 
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IMPROVED SWITCH AND OUTLET BOXES 


Wy You Should Buy @ All switch and out- 
Waquer Motors — 


new knockouts, new 
pryouts, clamps, 
and cable clamping ribs 
which and 
make wiring easier, it 
has been announced by 
the General Electric 
construction materials 
division, Bridgeport, 
Conn. 

The knockouts 
are horse-shoe shaped, 
permitting cable to le 
flat on the bottom of 
the box, thus saving space and protecting cable. 
The 
knockouts is possible even after a box is installed. 

New clamps are “BraidX” in the 
series of and in 


new 


save space 


new 


New pryout 


@ You can select a Wagner motor that ea te yet 


exactly fits the job because Wagner mo- 
tors are built in a wide range of types 
and sizes with electrical and mechanical 
characteristics to fit the varying require- 
ments of all types of motor-driven 
equipment. 


WIDE RANGE OF 
TYPES 
AND SIZES 


slots are scientifically located for easy use. 
provided for SP20625 
round outlet 
They provide more wiring space and eliminate completely any 
sharp edges which might injure the cable. 

Other features of these improved 
bottom of the box 


shallow boxes switch boxes 


boxes include ribs in the 
to help hold cable securely and new mount- 


@ Actual performance records of Wagner 
motors under the most severe operating 
conditions provide excellent proof of 
their dependability and economy. The 
efficient, dependable operation of 
Wagner motors improves the perform- 
ance of the equipment they operate. 


ing ears which provide much greater range of adjustment. 


PROVEN DEPEND- 
ABILITY AND 


ECONOMY FLUORESCENT LAMPS 


Three Mazda fluorescent 
watts, respectively, have been announced by General 
lamp department at Park, Cleveland, Ohio. 
The 100-watt lamp produces a daylight quality of light and 
100-watt 60-inch T17 white Mazda 


lamps, rated at 100, 15, and 14 
Electric’s 
Nela 
@ There are hundreds of thousands of 
Wagner motors powering stokers, re- 
frigerators, pumps, compressors and 
other machinery where trouble-free mo- 
tor performance is absolutely manda- 
tory. Motor failure in certain types of 
machinery, such as hospital equipment, 
etc., might result in serious conse- 
quences. That is why manufacturers all 
over the country have selected Wagner 
motors—They Do Not Fail! 


is otherwise similar 


USED by HUNDREDS of 
NATIONALLY KNOWN 
MANUFACTURERS 


@ Wagner motors are the product of an 
organization with 50 years of success- 
ful manufacturing experience. All the 
knowledge and experience gained dur- 
ing that 50 years is incorporated in 
every Wagner motor “coming off the 
line” so that it too shall give many years 
of service. 


BACKED BY A HALF 
CENTURY OF 
MOTOR EXPERIENCE 


BRANCH SALES AND 


@ These 25 Sales and Service Branches en- 


SERVICE OFFICES IN 
TWENTY-FIVE 
PRINCIPAL CITIES 


able the Wagner Electric Corporation 
to keep in close contact with its many 
customers. Trained sales-engineers are 
always ready to assist you in selecting 
the proper motor for your particular 
need. 


Besides electric motors of all types and sizes, Wagner manufactures 
a large number of other electrical and automotive products: all 
types and sizes of power and distribution transformers; a complete 
line of ventilating equipment for home, office, or factory; Lockheed 
hydraulic brakes, brake parts and fluid; industrial bridge brakes; 
air brakes; and other automotive equipment. 


Write for More Complete Information 


M41-9 


Wagner Electric Corporation 


6400 Plymouth Av 


Saint Louis, Mo..US. 


OOKLYN, N. 
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F lamp announced in November. Its approximate initial 
lumens are given as 3350. 
The 15-watt Mazda F lamp produces a soft white light. It 


is 18 inches in length, comes in a T12 bulb, is rated at ap GREATER PRODUCTION 
proximately 435 lumens. 


The 14-watt lamp produces a daylight quality of light. Its 
length is 15 inches. It comes in a T12 bulb, is rated at 
approximately 370 lumens. A C q i e V E M E N T 
FANS IN NATIONAL DEFENSE 
“CM” Materials Handling Equipment 


bracket model electric fan 
with Micarta blades is the 
leading model of the 1941 
commercial fan intro- 
duced by the Westinghouse 
Electric & Manufacturing 
Company. 


Electric Hoists © Hand Chain Hoists 
I-Beam Monorail Trolleys ® Hand 
Power and Electric Overhead Cranes 


The entire line has new 
streamlined styling, the Pow- 
er-A\ire models of the line 
coming in gunmetal gray, and 
the Pacemaker models, priced 
lower, in mahogany brown. 

The line also includes a 
full variety of models of ven- 
tilating fans, Whirl-Aire air 

circulators, and ceiling fans. 


Commercial fan salesmen are being supplied a fan survey 
and application form, which carries complete information as 
to tan models best suited for particular use. 


RESPIRATOR EYESHIELDS 


@ Two units furnishing approved respiratory protection against 
even invisible particles of harmful dust, and guard the 
wearers’ eyes from flying dust and grit by a light, durable, 


Tuis new 1941 CM 
Catalog contains detailed information 


on the complete CM line of materials 
handling equipment. Fully illustrated 
it enables production and purchasing 
executives to quickly select the correct 
equipment for the job at hand. 

CM manufacturing and distribu- 


tion facilities assure dependable 
attention to delivery obligations. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnon Chain Corp.) 
TONAWANDA, N.Y. 
Branch Offices: New York * Chicago » Cleveland 


SEND FOR YOUR 
“PACK MULE” JOB FREE COPY 


Chasing hither and yon to get materials for this and parts 

for that makes today’s purchasing job a burden only a burro —— 
can carry! We know this and want to help wherever we . 
can. So if you will let us know your wants, we will do 
everything in our power to make and ship the parts you may CHISHOLM-MOORE HOIST CORPORATION 
need. If you want advice on a job you are doing, write us 136 Fremont Ave., Tonawanda, N. Y. 

about that, too. Our long experience is at your service. 


Extra-Work Burdens Make Buying a 


Gentlemen: Please send us your new illustrated 1941 CM Catalog. 


THE NEWTON MFC. CO., 11 Riverside Ave., Plainville, Conn. 


Name 


| Company 
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Protect Your Men 
So They Can Get 
More Work Done 


Thread Your Small Pipe 
With Less Work 
With the Speedy No. OR 


Minutes count this year — and 
avoidable motion wastes man- 
power. Speed your small pipe 
threading with these work-saver 
ratchet dies. Die heads snap in- 
stantly into ratchet ring from 
either side, can’t fall out. And 
push out easily for changing. 

Dies reverse quickly for close- 
to-wall threads, no special dies 
you can’t find when you want 
them. Handy patented die car- 
rier with each set. 

Save valuable time and effort 
— buy easier-working 
at your Supply House. 


THE RIDGE TOOL COMPANY 
ELYRIA, OHIO 


Die heads push out readily 
for changing. 


Dies reverse quickly for 
close-to-wall threads — no 
special dies needed. — 


wear dies, easily reground. 


BREATHING 


PURCHASING 


transparent plastic shield, are being manufactured by Mine 
Safety Appliances Company, Pittsburgh, Pa. 

The eyeshield is designed to deflect small flying particles, 
and affords full, unobstructed vision. It is removable and 
replaceable and has a rubber-reinforced edge. 

The respirator is compact, permits unobstructed vision in 
every direction, and features U. S. Bureau of Mines-approved 
protection against harmful dusts, low breathing resistance, 
easy maintenance, soft sponge-rubber face cushion, foolproof 
exhalation valve and protective filter cover. The “all-dusts” 
filter is quickly replaceable. Metal parts are aluminum. 


GANTRY CRANE 
@ Heavy duty gantry 


cranes provide auxil- 


lary service bencath 
the box type mill 
crane shown the 
background. These 
gantries operate at 100 
fi.pm. from dual 
drives, the  conven- 
tional steel wheel on 
the floor rail and rub- 
ber wheel unit on the 
wall rail. 

On the crane bridge 
is shown an electric hoist which is propelled by a spur type 
MonoTractor for horizontal movement. This carrier unit 
operates at 350 {.p.m., controls for all movement being located 
in the gantry cab. 

Similar 
furnished to handle loads up to 5 tons. 
by the American Monorail Company, Cleveland, Ohio. 


Consult 


PULMOSAN 


To safeguard against every hazard 
of Dusts, Fumes, Gases, Smoke or 
Sprays, Pulmosan offers correctly 
designed Respirators, Masks, Hoods 
and Helmets — to protect lungs, 
eyes, face, head and shoulders, as 
conditions require. Send us details 


The capacity of the crane illustrated is 2 tons. 
equipment can be 


Made 


Before you buy 
Safeguards for 


HAZARDS— 


of your hazard, for recommendation. 


Write for our complete safety 
catalog. 


PULMOSAN 


SAFETY EQUIP. CORP. 


176 Johnson St. 
Dept. EP, 
Brooklyn, N. Y. 


RESPIRATORS 
FACE MASKS 
GAS MASKS 
HELMETS 
HOODS 
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ARTILLERY SHELL SPRAYER 


MA fully automatic 
machine to spray coat 
the inside of projec- 
tiles has been built by 
the Eclipse Air Brush 
Co., Newark, N. J. 

The machine as il- 
lustrated sprays the 
inside of 155 mm. 
shells at the rate of 
500 an hour, although [ 
this same type ma- | 
chine can be built to 
handle any size pro- 
jectile or other cylindrical object. 

The shells are picked up by metal arms from the conveyor 
belt, carried along in a horizontal position on the machine 
to a point in front of an automatic spray gun fitted with an a 
extension nozzle. A master switch trips the trigger on the 
gun as it starts to move forward, and a rotating device, 
with which the gun is synchronized, spins the shell to insure 


an even coating. As soon as the nozzle has withdrawn from 
the projectile, the shell moves along, making recom for the CL 
next one. 

At the end of the machine the metal arms deposit the 
sprayed shell, still in a horizontal position, on another con- 


FELT EXPERT 


HEAVY DUTY SANDERS 


@ Compact, powerful sanders built to work on the toughest 
and most difhcult production and repair jobs. Mechanical re- HE man who sends in an American Felt Company 
card is worth seeing. He is not a “casual” caller. 
| you are a user of FELT, he will have new, late facts from 
the field or from the laboratory to pass on to you for the 
— — : betterment of your product or the curtailment of costs. If 
_ you are not now using FELT, he will tell you how others in 
your industry are using FELT profitably ... give you bed- 
rock information on time or labor-saving possibilities 
through the use of Fett. American Felt Company repre- 
sentatives are salesmen ... good salesmen . . . their aim 
is to counsel with you as to the precise FELT you need for 
specific job. When you are using the proper 
you are a satisfied FELT user. They will then take their 
_ chances of selling you American Felts. These men are the 
type of salesmen you like to do business with . . . they 
_ wear well because they serve well. Any time you want 


facts about FELT just drop us a line, or see the man who 
presents the American Felt Company card. 


American Felt 
Company 


TRADE MARK 
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h General Offices: Glenville, Conn. 


Plants at Franklin, Mass., City Mills, Mass., Glenville, Conn. 
Newburgh, N. Y., Detroit, Mich. 


RIVET AND MACHINE CO. 
1851 South 54th Ave. ($°5°) Chicago, Ill. 
TUBULAR AND SPLIT RIVETS IN ALL RIVET METALS 


PRODUCERS OF FINEST QUALITY PARTS FOR OIL RETAINERS, GREASE 
RETAINERS, WICKS, DUST EXCLUDERS, GASKETS, INSULATING FELTS 
CHANNEL FELTS, UPHOLSTERY RISER STRIPS, BODY SILENCING 
PARTS, DOOR MECHANISM GASKETS, AND BODY POLISHING WHEELS 


WRITE FOR DATA SHEETS 


AUTOMATIC AND MANUAL RIVET SETTING MACHINES 
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machines. Set up four riv- 
ets ata single machine stroke 
_..and set them cleanly and 
firmly without harming the 
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Innocent Sabotage 


When, through neglect or ignorance 
materials for the defense and other 
programs are not properly and per- 
manently identified, the confusion 
and loss can be just as harmful as 
though markings were deliberately 
effaced. 


Don’t take chances NOW! Do as ship- 
yards and other great industries work- 
ing on government defense contracts 
are doing: 


Establish permanent identity on your 
materials with Paintcil—real paint in 
stick form! 


Handy as a pencil to use and to carry 
—lasts in all kinds of weather because 
it’s real paint. Proven over a period of 
4 years use by every type of industry. 
For marking all materials, wood, metal, 
glass—everything. 


One sample will convince you. 
Wire, or if time permits, write 


Ine. 


323 West Huron Street, Chicago, Ill. 


| heavy duty nickel steel precision spiral gears, totally enclosed 
double pole switch, powerful ventilated Universal motor, and 
many others, make for long life and trouble free service. 
Sanding, grinding, buffing and surfacing of wood, metal and 
concrete of the toughest kind are jobs for these machines. 
The sanders come complete with bevel type flexible pad, 6 
abrasive discs—(3 for metal and 3 for wood), wrenches and 
heavy rubber covered three-wire cable. Available as acces 
sories are felt rubbing pad, lambs wool polishing bonnet and 
pad, and wire torque brush. Flare cup grinding wheels can 
be used with these for smoothing welds and surfaces where 
considerable metal is to be removed. Made by Stanley Flec- 
tric Tool Division, The Stanley Works, New Britain, Conn. 


FLOATING TYPE ROLL BRANDER 


@ This tool reduces the time 
of marking mill rolls to be- 
tween 15 and 30 minutes 
where previous methods re 
quired 6 to & hours. Both 
the roll and roll holder are 
ot one-piece construction to 
eliminate any possibility of 
thread or screw failures. 
The unique Hoating type 
feature allows each piece o} 
type to level itself im the 
roll with no chance of being 
wedged in an off position. 
This) results ino much 
clearer branding with every 
character the same depth 


This same floating type fea 
ture eliminates type break 
age because the pressure is always on the center line 

The type is engraved with a background clearance which 
eliminates chipping of the edges of characters when the 


SPEED MEANS 
BUSINESS 


USE POSTAL TELEGRAMS 


SUPPLIES “RUN OUT,’ remember 


this: A Postal Telegram brings quick action. 
Merchandise goes out to you that same day! 


THE UNEXPECTED HAPPENS, 


notify all concerned by Postal Telegraph. It 
costs surprisingly little, thanks to new low 
Postal Telegraph rates! 


WHENEVER SPEED IS ESSENTIAL, 


count on the nation-wide Postal Telegraph sys- 
tem — for helpful, personal service. Just phone 
Postal Telegraph. Charges appear on your 
phone bill. 


Telegraph 


“First when Seconds count!“ 
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The Famous FULLER FIBER BROOM 


HELPS KEEP FACTORIES IN APPLE PIE ORDER 


CLEANING tool built to engineering standards, 

which leads the field in QUALITY, EFFICIENCY 
and ECONOMY. The tough, resilient fibers are blended 
carefully and accurately in several textures and weights 
to fit your sweeping job. The sturdy construction pro- 
vides a broom which takes abuse on heavy work. The 
fiber wears down evenly and is not affected by water, 
oil, or grease. Use Fuller Fiber Brooms and reduce your 
maintenance costs. 


Write for our special Industrial 
Cleaning Equipment Catalog. 


Special brushes—cylindrical, flat, oval, 
can be supplied in STEELGRIPT. 
and Blueprints to Department 8C. 


all shapes and 
Address Specifications 


styles— 


~The FULLER BRUSH Compan 


INDUSTRIAL DIVISION 


3585 MAIN STREET - 


“specials” department is adequately equip- 
ped — with men, materials and machines — to fabricate 
made-to-order fastening devices and get them to you F-A-S-T. 
Parts like those illustrated, and countless others requiring non- 
standard heads, threads or body shapes, can be fashioned 
accurately, speedily and economically with our large battery of 
cold upset machines assigned exclusively to the handling of 
special orders. 

Send your samples or specifications for our quotations, 
promptly given without obligation. In addition to special fast- 
enings, PROGRESSIVE is prepared to supply from stock all the 

standard Machine Screws and Nuts. Rivets and 


ge Studs supplied on special order. Catalog gladly 
PROMCO) sent on request. Address: 


y 


The PROGRESSIVE MFG: CO 


TORRINGTON:+::CONNECTICUT 


When writing advertisers please 


pisc FRICTION CLUTCHES 


DISC 


Reguire Less &. exvicing 


@ With Link-Belt Twin Disc Clutches, servicing is 
reduced to a minimum because they are engineered to 
fit their jobs—not merely to fit machines. That makes 
a lot of difference in the amount of service required— 
and in performance too. 


Available for normal, heavy or extra heavy duty, 
sizes from 514” to 42” dia., rated at 1144 H.P. to 350 
H.P. at 100 R.P.M. Data is given in Book No. 1600 
and General Catalog No. 800. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia Atlanta Dallas 
San Francisco Detroit Boston Los Angeles 
Portland, Ore. Toronto 


Offices and distributors in principal cities 


SUPER BOND 


150% LONGER LIFE 


Rigid tests on snagging and exacting 
Operations prove they have 150% 
to 300% longer life. Won't ridge 
on welds, sharp corners, sinking 
dies, barbering, etc. 


There’s a shape and size to 
handle every grinding job fast- 
er, better, at lower cost. 


VT Super Bond is the most im 
portant development in mounted 
wheels in 30 years. 


Let us send you atrial Wheel. Tell 
us the kind of job, type of equipment 
you use and size wheel you prefer 


FREE MOUNTED WHEEL CHART—ldeal for ready 
shop reference. A wall Chart 22” x 15” showing actual 
size and shape of every standard Chicago Mounted Wheel. 


Handee Tool of 1001 Uses 


A small “power house” that can be used wherever there 
is an electric outlet. Grinds, drills, polishes, cuts, 
routs, carves, sands, saws, sharpens, engraves, 
cleans, etc. Uses 300 accessories. Weighs 12 oz. 
25,000 r.p.m. $18.50 postpaid with 7 accessories. 


Send for Catalog of Complete Line 


CHICAGO WHEEL & MFG. Co. 
Makers of Quality Products for 40 Years 
118 S. Aberdeen St., Chicago, Ill. 
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Architectural Forum 
Bus Transportation 
Engineering & Mining 
Architectural Record. 
Metal Progress 

Power Plant Engineering. - - 
Coal Age 
Paper Industry & Paper World 
Western Construction News - 
Heating. Piping & 

Air Conditioning 
American Builder 
& Building Age 

Food Industries 
Pit & Quarry 
Machine Design 
Electric Light & Power. 
Metals & Alloys 
Laundry Age 
Railway Purchases 
Roads & Streets 


& Stores 


Manufacturers Record.--- 


Diesel Power & Diesel 
Transportation 

Printing 

Ceramic Industry 


Wood-Worker 


Southern Power & Industry - 
Mechanical Engineering. - - 


Pencil Points 


Heating & Ventilating. - 
Water Works & Sewerage - - 


Electrical South 
Telephone Engineer 


Purchasin 


H*: is undeniable proof of the 
of the Purchasing 
pen n today’s industrial 

ing. Proof, too, that industrial 
are fast recognizin 
importance—devoting an 
anges share of advertising pi 
priations to intensive cultivation of 


ce i 
ntralized purchasing departments 


NOVER-MAST PUBLICATION 


PURCHASING 


LADDER! 


Bus Transportation 

Engineering & Mining 

Architectural Forum 

Power Plant Engineering. - - 

American Builder & 

Building Age--- 

Metal Progress 

Coal Age--*°** 

Western Construction News - 
& Paper World 


pi & Quarry: 

Electrical Contracting -- 

Metals & Alloys 

Laundry Age 

Pencil Points 

Roads & Streets 

Railway Purchases & Stores - 

Metal Finishing 

Manufacturers Re 

Diesel Power & Diesel 
Transportation 


Purchasing 

Printing 

Ceramic Industry 
Wood-Worker 

Southern Power & Industry - 
Water Works & Sewerage: - 
Electrical West 

Gas 

Mechanical 


Discuss PURCHASING’s gain 
seats the reasons for it — with you 
sociates. You will agree that ae 
cost of a schedule in icuiotec 
ee intensive cultivation of 
decidedly worth while 
ap 205 East 42nd St., 

ity; 333 N. Michigan Ave., 
icago; Leader Building, Cleveland 
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1 wr erty 
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for Purchasing 
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branded roll is put in operation. No bearings are needed 
because of a special shaft design. The steel type is inserted 
and held in place by an entirely new method which eliminates 
the need for spacers and thereby reduces setting-up time at 
least 50 per cent. Product of M. E. Cunningham 


RUBBER SPRINGS 


Development of 
rubber springs for 
mine cars been 
announced by the 


United States Rubber 
Company, Mechanical 


Goods Division, New 
York, N. Y. 
These springs, ac- 


cording to the manu- 
facturer, offer a num- 


ber of advantages 
so convention Pictured here is an exterior view of 
the first mine car ever equipped with 
have been used  jubber springs. The springs shown are 
throughout the years. the compression type. They go into 
Among advantages effect when the car is loaded and take 
claimed are the fol- the total load of car and coal. There 
lowing: better spring are four of these springs. The rubber 
action; quieter ride; is indicated by the arrows. 


greater dependability ; 
increased economy; vreater safety. 

The rubber springs are being introduced on the new, stream- 
lined, all-steel car built by Irwin Foundry & Mine Car Com- 
pany, of Irwin, Pa., for the Kehce-Berge Coal Company, of 
Pittston, Pa. Three hundred of ultra modern cars thus 
equipped are to be placed in service this spring. 

Two types of rubber springs are used in this 
One is a shear and the other a compression type. 

The shear type spring carries the load 
empty. There are four of these springs 


these 
installation. 


the car is 
each car. They 


while 
on 


WRITE FOR 
CATALOGS 


FRED MEDART MANUFACTURING 00. 


3539 DE KALB ST. + $T. LOUIS, MO. 


Sales Engineers in Al! Principal Cities * Dealers Everywhere 


Company. 


SAFETY COLLARS 
HAVE MANY DISTINCTIVE FEATURES 


Malleable Iron Types 


Solid or split—strong, durable, light 
in weight, occupy little space, resist 
rust and corrosion, easy to install. 
Bores are machined and accurately 
faced on both sides. Can be driven 
on or off the shaft without break- 
ing or chipping. Set screws are wel! 
protected for safety. 


Solid Steel Type 


Machine-finished all over and cad- 
mium plated. Corners are smooth 
and flangeless—outer edges round- 
ed for safety—set screws tighten 
below the surface—bores are 
chamfered for ease of installa- 
tion. Especially well suited where 
limited space is available on and 
around shaft, or where corro- 
, sion resistance and appearance 
are important. Neatly pack- 
aged. 


LINK-BELT COMPANY 


Chicago, Indianapolis, Atlanta, 
Philadelphia, Dallas, Toronto, 
San Francisco. 


Offices, warehouses 

and distributors 
located in principal 
cities. 8280 


For the Clean-up Spot 
in YOUR Plant! 


Dermatitis, and other industrial skin diseases, can 


strike out key workers overnight and handcuff pro- 
duction when every man-hour counts. Mione Pow- 
dered Hand Soap removes the cause of skin infections 
by getting workers’ hands really clean! It doesa double- 
duty cleansing job— both on deep-seated grease 
and grime and on surface dirt. Mione wash-ups are 
more thorough, and leave the hands soft and smooth. 
Yet Mione costs less—saves many dollars a year. 
Let Mione police the clean-up spot in your plant and 
help keep employees’ 

hands clean and healthy. 


Write for detailsof special intro- 
ductory offer and information 


about Mione’s new quick-act- 
ing sanitary dispenser. 


THE COST? 


MIONE MANUFACTURING co, COLLINGDALE, PA. 


When writing advertisers please mention Purchasing 
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You Find What You Want FASTER! 


The new high-speed four-column page and easy- 
to-read typographical construction of Plant-Pro- 
duction Directory helps you find the proper classi- 
fication of industrial products in a jiffy! There are no 
unnecessary listings of manufacturers under cross 
references to confuse you—waste valuable space 
and time. But every possible term is listed as a 
cross reference. No matter what you call the prod- 
uct you're looking for, you'll find the right classifi- 
cation in a few seconds! 


How Could We Do It? 


How could we get all this information in so small a 
volume? Executives of leading industrial firms all 
over the country helped us weed out over 90% of 
the conventional listings. For example, PLANT- 
PRODUCTION DIRECTORY has only 9 classifica- 
tions covering “Gears and Pinions’—and in the 
opinion of leading manufacturers of Gears these 9 
classifications entirely embrace the 130 classifica- 
tions covering the same subject in other industrial 
directories. 


Use Plant-Production Directory for complete informa- 
tion in regard to manufacturers of industrial sup- 
plies, machinery and equipment. Plant Production 
Directory, 333 N. Michigan Ave., Chicago; 205 E. 
42nd St.. New York: Leader Bldg., Cleveland. 


To Save You Time 


USE 
PLANT-PRODUCTION 
DIRECTORY 


for complete and vital infor- 
mation on sources of supply 
for all industrial equipment 
and products. 


It's stripped for action—no searching 
through pages of complicated classifi- 
cations for the information you want— 
everything at your finger tips. 


PLANT-PRODUCTION DIRECTORY 
weighs only five pounds—less than 
one third the weight of similar direc- 
tories. Yet, all the information desired 
by industrial executives may be found 
in its pages. Over 40,000 classifica- 
tions appearing in other directories 
have been reduced to less than 3,400 
in PLANT-PRODUCTION DIRECTORY 
without omitting one important classi- 
fication. 


A CONOVER-MAST PUBLICATION 


Sources of supply located quicker and easier with PLANT PRODUCTION DIRECTORY 
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carry a load of 5,000 pounds. Each spring measures % in, x 
3-5/16 in. x 33% in. 

The compression type spring carries the total load of car 
and cecal. There are also four of these springs on each car. 
They carry a total load of 19,000 pounds. Each spring 
measures 4 in. x 13 in. x 134 in. 


DIESEL ELECTRIC LOCOMOTIVE 


@ The ease witli 
which a modern 
diesel-electric locomo- 
tive can handle indus- 
trial switching has 
been proven with 
this 65-ton in 
the plant of the 
Hammermill Paper 
Company at Erie, Pa. 
This internationally 
known industry is located on a tract of 211 acres fronting on 
Lake Erie, and maintains four large storage yards, with ca 
pacity for storing 100,000 cords of wood. The yards, wit) 
about seven miles of standard-gage track, were served for 
years by a steam locomotive. With recent increases in pro- 
duction, the steam locomotive was found inadequate for the 
service, and the diesel-electric locomotive was obtained. 
The diesel-electric locomotive, on duty 16 hours daily, is 
operated by one man, together with the ground crew. A re 
duction in fuel cost is expected since the engine may be shut 
down when not in active service, eliminating standby losses. 
The 65-ton locomotive is the four-axle type with two 


Cummins engines, with a total capacity of 350 hp. The engines 
are direct-connected to General Electric generators, and elec- 
tric power under the direct control of the engineer is supplied 
to motors geared to each axle. Compressed air is provided 
oe 
AMERICA’S “QUALITY” CANVAS PRODUCTS 

For almost a quarter century the ““DANDUX" trade mark 

has stood for ‘‘quality’’ canvas goods . . . proper materials for 

all purposes and craftsmanlike construction, and at no greater 

cost than the ordinary. Whether you require only a yard 

of canvas or a thousand intricate canvas products for specific 

purposes, the “DANDUX” trade mark is your guarantee of 

satisfaction. Let us solve your canvas problems . . . write 

for details and quotations on your requirements. 


C. R. DANIELS, INC. 


101 Crosby St. 


NEWARK 
DETROIT 


New York, N. Y. 


CHICAGO CLEVELAND 


STON 
PHILADELPHIA PITTSBURGH 


on 


BABBITTED BEARINGS 


Up-to-the-Minute Designs 


@ Simple .. . dependable . . economical .. . 
Link-Belt babbitted and bronze-bushed bearings are 
designed for modern supporting structures—for today’s 
requirements. Scientific metal distribution, in compact, 
well-proportioned units, provides maximum strength 
and durability with minimum weight and bulk. 


The broad selection includes solid and split bearings 
grease lubricated or self-oiling, for the full service range. 
Popular sizes carried in stock. 


We also carry a complete line of Friction Fighter 
roller and ball bearing units. 
LINK-BELT COMPANY 
Chicago, Indianapolis, Philadelphia, Atlanta, Dallas, San Francisco, 


Detroit, Boston, Los Angeles, | Seattle, Portland, Ore., Toront« 
Offices and distributors in principal cities. 


For TIGHT FASTENINGS 
on any mechanical or 


electrical equipment... 
Every Elastic Stop Nut has a resilient 
non-metallic collar which locks it to the 
bolt by eliminating all thread play, automatically and 
permanently. Available in all types, sizes, thread systems, 
and materials. 


@ Write for descriptive folder 


ELASTIC STOP NUT CORPORATION 
2337 VAUXHALL ROAD UNION, NEW JERSEY 


SELF-LOCKING 


NUTS 


We have placed our country’s needs ahead of our own interests and 
are eager to help as best we can those organizations participating in 
the defense program who require rough, heat-treated or machined 
forgings in any size or quantity. 


ROPP 


KROPP FORGE COMPANY 


World's Largest Job Forging Shop 
5315 W. Roosevelt Road, Chicago, Ill. 


Representatives in Principal Cities 
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Sets 
Instantly 


to ‘Height that’s 
Right” for every 


Simply lift seat to desired 


heigh 
locks 


Extra Comfort 


Try seating your factory and office workers on 
stools and chairs that automatically 
in the 


t and it 
instantly. 


automatically 


Speeds Up 
Production 


most comfortable and 


positions. 


with self-adjusting, 
exactly the 


every 


Write 


db Cr 
LABORATORY FURNITURE YG. 


VER- 


right height for 


worker always 


for Free Catalog and Prices. 


Cc. G. CAMPBELL, President 


5006 S. Center St., Adrian, Mich. 


efficient 


OLD 


Automatic-Adjustable 
Stools and Chairs 


self-locking seats assure 


Worker! 


place them 
working 


Locks 


wrenches, 
screws 


Stool No. ES24 
Adjustable from 
18 to 24 inches 


Leaders in the Manufacture of Laboratory and Library 
Furniture Since 1905 


securely 
at any height or 
lowers instantly. 
Requires no 


thumb 
other 


SPECIAL TRUCKS 


Nutting has built hundreds of 


some 


handling put it up to Nutting 


e 
spec 


Tool 


This truck was first 


an 
It 1 
able 


sembly 
workshops, ete 
or tools go in the drawer or 


top 
m 


End Dump Hopper Cart 


A 


cher 


faster way to handle bulk ma 


teri 
lum 
lem, 
arat 


FLOOR TRUCKS 


WHEELS- CASTERS 


Designed for YOUR Needs 


ial trucks If you have 
“‘kinks’’ in your material 


show two examples of such 
ially designed trucks 


and Shop Truck 


built for 
Automotive Parts companys 
as proven to be a remark 
time-saver in factory as 
departments, garages, 
Small parts 


tray, large or 
the bottom 


heavy 
shelf 


parts 


nanufacturer of granulated 
niceals needed easier, 
ils, This specially designed 
p truck solved his prob 
and is splendid for grain, 
1, powders, ete. The end 


e slides up and the load slides out. 


Tell Us What You 


Nutting engineers can design it for 


For 


“asters 


in 
phor 


NUTTING TRUCK and CASTER CO. 
formerly Nutting Truck Co. 


1802 Division St. 


anything in floor 
consult Nutting! 
principal cities. See your 
ve directory, or write direct to 


trucks, 


Need 


you 

wheels, 
Representatives 
classified 


Faribault, Minn. 


Fig. 918 


FLOOR TRUCK LEADERSHIP SINCE 1891 


YEAR 
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for braking both the locomotive and the trailing cars, and 
auxiliary power is provided for the usual lights and acces- 
sories. The locomotive is one of a line of standard units in 
sizes from 20 to 80 tons built at the Erie Works of the 
General Electric Company. 


MICROMETER HEAD 


@The Brown 
Sharpe \ig. Co. of 
Providence, R. I. has 
added another mi- 
crometer head to its 
line of precision tools 


which is available mn 
both tenelish and 


Metric measure and is especially useful to those desiring fine 
measurements. 

The measuring screw, English measure, has 30 threads per 
inch and the thimble has 200 graduations read direct 
by ten-thousands of an inch. The measuring screw, Metric 
millimeter pitch and the thimble has 200 gradu- 
| twenty-five ten-thousands of a 
are clean-cut and easy to read 
is approximately 31/64” and is threaded back 
Diameter of shank 34”. Spind!e 
micrometer set at zero. 


which 
measure, 1s ! 
ations 
millimeter. The graduations 
Length of shank 


which read direct by 


lock nut. 


14” from end for 
projects 9/16" wit 


ELECTRIC HOIST 


HA full electric wire-rope hoist to be sold at popular prices 
has been announced by the Harnischfeger C 


Milwaukee, Wis. 


The hoist has been designed 


rporation ot 


flexible handling 
enough 


for the most 


service in all lines of industry. It is light for a man 


SERVICE PINS 
improve employee 
morale - return much 
little cost. Write 
us for designs and 
quotations-now! 
IRONS & RUSSELL CO. 


95 CHESTNUT STREET, PROVIDENCE, R. |. 


Manufacturers of Emblems and Service Pins for 80 Years 


DARNELL 
CASTERS 


E-Z 
ROLL 


WHEELS 
DARNELL CORP. seach, cacir. 


36 CLINTON, CHICAGO © 24 22nd, NEW YORK 
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SAFETY PRODUCTS 


STEEL | 
TAKE-UPS 


@ Maximum strength combined 
with minimum weight .. . a modern 
steel take-un for every light, no: 
mal, or severe service condition. 


EARN US 
LOWER 
INSURANCE 
RATES, 


JUSTRITE 
SAFETY CANS) JW 


(right) are accepted as the safe, economical way to 


i 5 i 
handle and store explosive and flammable liquids. | You can see — in Aa a types ate Soe a 
They’re built for endurance—for efficient, trouble- these Justrite wi e€ range of shaft SIZES and bear- 
free service—for prevention of leakage and evapo- | Safety Products ing movements, for installation in 


ration. What’s more—labeled by the Underwriters’ | at all leading 
Laboratories, approved by the Associated Factories 
Mutual Fire Insurance Companies—Justrite Safety 
Cans will reduce your insurance costs! Seven sizes, 
1 pint to 5 gallons. 


any desired position upon any suit- 
able support. Available from stock 
for immediate shipment. Prices and 
complete information will be sent 
on request. 


hardware and 
mill supply dis- 
tributors. Write 
us for your 


JUSTRITE OILY WASTE CANS | of 


(left) in 6, 8, 10 and 14-gallon sizes, are also lab- of big facts— 


eled by the Underwriters’ Laboratories. They open “Save on Fire i 

by foot pressure, close automatically and, by help- Insurance” — COMPANY 
ing to end the hazards of oily waste in your plant, TODAY! enta, ‘Dallas. Detroit, Beaton, Las 
will cut your rates on fire insurance. Angeles, Portland, Ore., San Francisco, 


Toronto. Offices and = distributors in 
principal cities. 


JUSTRITE manuractunine co. 


ONE OF THE FIRST TOOLS REQUIRED 


in 


PLANT EXPANSION 


MACHINISTS’ VISES 


First the benches and then the VISES! 


Play safe—ANTICIPATE YOUR REQUIRE- 
MENTS—and be assured of getting PARKER 
VISES— 


AMERICA’S OLDEST AND FOREMOST VISE 


THE PARKER DISTRIBUTOR in your city will 
gladly explain the 7 construction features that 


NEW NESTING TYPE TOTE PANS add years of service to the vise, and will ar- 


INDUSTRY'S EVERY NEED 


BRIDGEPORT CONN. 


range for the handling of your requirements. 


Lots of If you would like a catalog just drop a line to THE 
CHARLES PARKER COMPANY, Meriden, Conn., U.S.A. 
50 
$1.00 each 


PARKER 
VISES 


Established 
1832 


20” long x 12” wide x 6%” deep 
16 gauge steel, drag holes and handles both ends. 


Other sizes and types available. Write for circular. 


J. L. LUCAS & SON, INC. 


5 Fox Street Bridgeport, Conn. 


for Every Service 
‘ —— = | 
| | 
| 
| 
3 
he’ 
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+ 
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cere ™ 


AND STRONG AS 
THE TEETH OFA 
WOLF... 


faction on hundreds of jobs from 


Coast to Coast. 


LENOX BLADES come in “HIGH 
SPEED,” “MO-SPEED™ molybdenum 
“TUNGSTEN” and “SUPER-FLEX.” 


Sold by distributors everywhere. 
See yours today. 


HACK SAWS 
BAND SAWS 


AMERICAN SAW 
& MFG.CO. 
SPRINGFIELD, MASS., U.S.A 

a Bus the Blade in the Plaid Box” 


PURCHASING 


to carry; it can be mounted rigid, or on look or trolley—with 
mountings interchangeable when desired. It operates with 
pushbuttons, and is powered from an ordinary light circuit. 

Outstanding features include double brakes for safety of 
loads, automatic limit switch to prevent loads from rising too 
high and jamming hoist drum, and fully enclosed construction 
making the unit absolutely impervious to dust, fumes, acid, 
or weather conditions, 


MOTOR GRADER 


@ Said to have more 


power and_= earth- 
moving capacity than 
any other motor 
grader, this machine 
has been designed for 
heavy grading, bank 
cutting, ditching 
(both forward and 


reverse), oil mixing 
and snow removal. It 
weighs 21,500 ibs. and 
nas 75 l)iesel horsepower. 

Greater 


through 


attained 
clearance under the front axle and circle permitting the full 
volume of dirt to roll off the blade without hanging up in 
the axle or circle thus absorbing 
ing travel speeds and increasing 


earth-moving capacity is more 


engine horsepower, decreas- 
fuel consumption. The 
front has 22 inches of clearance and 
there is 634 inches of clearance between the “roll-away” blade 
and the circle. 

Power is supplied by the smooth General Motors 2-cvcle 
Diesel engine developing 75 brake horsepower. This 2-cyck 
engine has a power stroke on every down stroke of the piston, 
therefore, delivers as much power 
its size. 


clusive “hi-arch” axle 


as a 4-cycle engine twice 
It offers the advantages of unit injection, four-way 
cooling, faster acceleration, smoother power, easy starting and 
fully protected by air, oil and fuel filters. Made by Allis 
Chalmers Manufacturing Company, Milwaukee, Wis 


FOR YOUR EVERY REQUIREMENT in 
Hollow Screws and Hexagon Hole 
Products, — a complete line 30 years 
in the making by hollow screw 
Specialists. Made of special-analysis 
alloy steel ( ALLENOY), heat-treated 
for balanced hardness and toughness. These screws lock parts 

together with a rigidity that defies vibration. 
Thread accuracy has been brought to perfection with Allen - 
developed lead screw threading machines and the new “ Duo- 
”. Sockets are true, clean, accurately centered. Screws are 


process”. 
instrument-tested for each physical property besides being 
visually and manually inspected. Full technical data in Folder 
GP-21,—yours on request. 

Call your local Allen Distributor for free samples and accommodating service. 


THE ALLEN MFG. COMPANY, HARTFORD, CONN., U.S.A 


WANTED—EXECUTIVE 


To manage department purchasing 
metals, machine tools, fabricated parts, 
chemicals, etc. Unusual opportunity for 
right man. Must be experienced in pur- 
chasing and organization. Christian. 


Apply in longhand. 


ADDRESS BOX NO. 923 “PURCHASING” 


“Yours on Request” offers you the latest catalogs and manufac- 
turers’ announcements, information on new industrial products. 
| Are you using this department? Turn to pages 10-16. 


THE PURE OIL COMPANY 


CHICAGO, U.S.A. 
A COMPLETE LINE OF INDUSTRIAL PETROLEUM PRODUCTS 
A Pure Oil engineer will help solve your lubrication problems. Write today. 


When writing advertisers please mention Purchasing 
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WESTINGHOUSE WESTINGHOUSE 
COMBINATION LINESTARTER > sw6s SAFETY SWITCH 


For Motor Control and Circuit 
Protection 

CLASS 11-206 a : = Diamond-pointed break jaw 
quater and extended-blade construc- 
circuit switch—motor overload tion prevent burning and 
protection—nofuze circuit protec- a 4 - beading of contacts. One- 
tion—all in one unit. Bi-metal : a piece copper construction 
gives permanently accurate over- saves money by preventing 
load protection. ““De-ion” quench- a power loss. Quick - make, 
ers protect contacts—save main- i quick-break on Types A and 
tenance. Four-in-one Unit saves C. Ample space for wiring 
installation time—saves space— Sold 
saves wiring—provides_ greater 

protection for operators. ae quenchers on 575-V switches. 


For Circuit Protection 


WESTINGHOUSE 1 WESTINGHOUSE 
AB-I BREAKER “DE-ION” LINESTARTER 
For Circuit Protection Magnetic Across-the-line 
Eliminates switch and fuses. q ee ; Starter 
Bi-metal overload protection. CLASS 11-200 


““De-ion”’ protection for con- : Push-button operated—built- 


tacts. Saves maintenance — ie in or mounted separately. 
time and production time— : 2 ang Small, compact construction 
circuit outages can be re- q 4 saves space. Bi-metal over F 


stored by operator. No live oS load protection—hand or @& 


automatic reset. ‘“‘De-ion”’ 


: 
parts exposed — eo protection for contacts re- 


omy when duces maintenance. Vertical 

position. Occupies approxi- . magnet operation speeds con 

mately 40°) less space than q 4 - tact opening and prevents 
switch and fuses. accidental operation. 
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Weston’s 


BLACKSTONE 
BOND 


(25% COTTON FIBRE CONTENT) 


To paper buyers, the Weston name 
means the ultimate in high grade 
paper. Yet Weston’s BLACK- 
STONE BOND is in the economy- 
priced 25% cotton fibre content 
grade. That means you get a real 
bargain when you specify BLACK- 
STONE BOND. For the men who 
make the nation’s finest paper can’t 
forget their natural skill even when 
they make paper that sells at the 
minimum price. Ask your supplier 
: to show you samples of Weston’s 
BLACKSTONE BOND. You 'llagree 
it’s the world’s biggest bargain in 
bond paper. 


PAPER BUYERS 


Profit by the ideas and information in 
Weston’s Papers, a special publication 
for paper buyers. It will help you get 
more for your money. To receive it 
regularly, write 


_ BYRON WESTON COMPANY 


DEPT. H 


KEP your Washington alpha- 


bet up-to-date. 1941 addi- 
tions include OPM (Office of Pro- 
duction Management) which is a 
subsidiary of OEM (Office for 
Emergency Management) which 
really dates back to the Reorgani- 
zation Bill of 1939, but didn’t get 
much publicity until its very impor- 
tant subsidiary was created and 
swung into action in January. April 
has contributed OPA (Office of 
Price Administration and Civilian 
Supply), another subsidiary. The 
relationship between these three, all 
of which affect) purchasing very 
directly, is expressed by the equa- 
tion: 

OPM plus OPA equals OFM 
which will presumably give us the 
answer to national defense and a 
reasonably stabilized = economy 
under these difficult conditions. An- 
other popular way of summarizing 
the functions of the organization 
considers the three divisions of 
OPM, plus the new agency, and ex 
presses the result as the “four P’s” 
—Purchasing, Production, Priori 
ties, and Prices. 


ON NELSON, OPM Director 
)D) of Purchases, got into a 
tangle with New York Sun column- 
ist George E. Sokolsky regarding a 
recent radio debate on the topic, 
“Can We Prevent Higher Living 
Costs?” Mr. Nelson had remarked 
that he saw no evidence, so far, of 
unsound fiscal policy on the part of 
the government. Challenged on 
this point, in view of average gov- 
ernment deficits of three billion dol- 
lars over the past several years, he 
replied, 

“Well, sir, of course I am not an 
economist. I am just an average, 
ordinary business man, and to me 
it seemed the advisable thing to do 
and, therefore, I thought it was 
sound.” 

Mr. Sokolskv, paving tribute to the 
OPM official’s business ability and 
common sense by suggesting that 
he made this statement with tongue 
in cheek, remarks, “It was an em- 
barrassing question for Mr. Nelson. 
After all, he could not criticize his 
chief.” Which recalls that Mr. 


PURCHASING 


Knudsen has on several occasions 
frankly sidestepped an expression 
on national policy by referring it 
to “The Boss.” We are fortunate 
in having competent business ex- 
ecutives to administer the practical 
business phases of our national de- 
fense program. We are doubly for- 
tunate in the opportunity of hear- 
ing them at the forthcoming con- 
vention in Chicago, regarding the 
specialized responsibilities for which 
they have been drafted into the pub- 
lic service. They should not be put 
into the position of apologists for 
administration policy. They are 
sincerely trying to carry through a 
tremendous job, and competent ad- 
ministration of their respective as- 
signments, working together toward 
a common objective under the con- 
ditions in which we all find our 
selves, is what will make that ob- 
jective attainable. To define that 
objective and its scope, is the re- 
sponsibility of our elected repre- 
sentatives in government. There 
can be no sabotage in our govern 
mental plant. 


And speaking ot effective 
“purchases,” take a look at 
last month’s personnel 
report. It lists 140 dollar-a- 
year men now serving in that 
agency, Whose market value in 
private industry is conserva- 
tively estimated at well over 
a million and a half dollars a 
vear. Not a bad value’ for 


$140. 


[DING the trains last month, 

F.O.B. inadvertently listened 
in On a most interesting conversa- 
tion between two fellow travelers. 
One of the men had applied for a 
position selling boiler compound, 
and was given a long application 
form to fill out regarding his quali- 
fications. According to his story, 
he had answered all the questions 
frankly and honestly, revealing a 
considerable familiarity with the 
product and its uses, but likewise 
revealing that his golf was played 
on public courses, and that he be- 


Ihen writing Byron IWeston Company please mention Purchasing 
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longed to no luncheon clubs. In 
due course he received a reply by 
mail, which he read aloud. It said, 
in effect, “We regret to advise that 
you do not seem to have the type 
of social contacts necessary for 
meeting and talking to Purchasing 
Agents.” It would make a_ pretty 
good story if it had stopped right 
there, and several different morals 
might have been drawn from the 
incident. But the pay-off came in 
the rejected applicant’s comment as 
he folded the letter and put it back 
in his pocket: “Hell, | was going 
to sell the stuff out in the boiler 
room,” 


MIEN, including 


Purchasing gents, have been 
obliged to spend so much time in 
Washington during recent months 
that they have sometimes wondered 
how the plant back home continued 
to run. This month the reverse of 
that situation develops. With 
Messrs. Stettinius, Nelson, Hender- 
son, Clark, Sanger, and numerous 
of their key assistants scheduled to 
take part in the N.A.P.A. conven- 
tion in Chicago, it is a fair question 
to inquire exactly how OPM. plans 
to function during the week of May 
26th. 


Incidentally, it is one of the 
finest tributes ever paid to the 
unportance of the purchasing 
function im our industrial and 
national economy, that the 
aforesaid gentlemen are quite 
willing to take time out in this 
way to meet with a represen- 
tative group of purchasing 
men. It was not always thus. 


REDIT an assist to) Frank 

Phillips of the Chapman Valve 
Company for the following  plain- 
tive verses, describing the P..\.'s 
WoOes 


Your Order 


Keep your temper, gentle Sir, 
Writes the manufacturer. 
Though your goods are over-due 
For a month, or maybe two. 


We can't help it; please don't swear. 
Labor’s scarce and metal’s rare, 
Can't get steel, can’t get dies, 
These are tacts—we tell no lies. 


Harry's drafted, so is Bill. 
\ll our work is now uphill, 
So your order, we're afraid, 
May be still a bit delayed. 


Stull you'll get it—don’t be vexed— 
Maybe this month, maybe next. 
Keep on hoping, don’t say die, 
We'll fill vour order bye and bye. 


with BARRETT ELEVATORS 


— if, like many plants are doing, you pile 
boxes, bags, barrels or box top skids five 
tiers high with a Barrett Elevator instead of 
only one tier high by hand. Even three or 
four tiers save lots of floor space, quickly 
returning the cost of the elevator. 


Almost every plant, shipping room and 
warehouse has available overhead room 
which is merely using up a lot of B.T.U.'s of 
winter-time heat—why not utilize this space 
for storage, eliminating overcrowding and 
the necessity for additional buildings. 


There's a Barrett Hand or Electric-Powered 
Portable Elevator for every requirement— 
telescoping, revolving, die handling, drum 
pouring, crane and other types. 


Examine their rugged 
construction and fast, 
simple operation. See 
them all—learn 
how they can 
save for you! 


Send for Catalog 639 rive! 


and details of our a BARRETT 
free trial offer. ELEVATOR 


BARRETT 


BARRETT-CRAVENS COMPANY 
3280 W. 30tk Street, Chicago, Illinois 
Represer tatives Everywhere 


When writing Barrett-Cravens Company please mention Purchasing 
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Weston’s 


BLACKSTONE 
BOND 


(25% COTTON FIBRE CONTENT) 


To paper buyers, the Weston name 
means the ultimate in high grade 
paper. Yet Weston’s BLACK- 
STONE BOND is in the economy- 
priced 25% cotton fibre content 
grade. That means you get a real 
bargain when you specify BLACK- 
STONE BOND. For the men who 
make the nation’s finest paper can’t 
forget their natural skill even when 
they make paper that sells at the 
minimum price. Ask your supplier 
to show you samples of Weston’s 
BLACKSTONE BOND. You’ llagree 
it’s the world’s biggest bargain in 
bond paper. 


PAPER BUYERS 


Profit by the ideas and information in 
Weston’s Papers, a special publication 
for paper buyers. It will help you get 
more for your money. To receive it 
regularly, write 


BYRON WESTON COMPANY 


DALTON, MASSACHUSETTS 
DEPT. H 


PURCHASING 


KEP your Washington alpha- 


bet up-to-date. 1941 addi- 
tions include OPM ( Office of Pro- 
duction Management) which is a 
subsidiary of OEM (Office for 
Emergency Management) which 
really dates back to the Reorgani- 
zation Bill of 1939, but didn’t get 
much publicity until its very impor- 
tant subsidiary was created and 
swung into action in January. April 
has contributed OPA (Office of 
Price Administration and Civilian 
Supply), another subsidiary. The 
relationship between these three, all 
of which affect purchasing very 
directly, is expressed by the equa- 
tion: 

OPM plus OPA equals OFM 
which will presumably give us the 
answer to national defense and a 
reasonably stabilized economy 
under these difficult conditions. An- 
other popular way of summarizing 
the functions of the organization 
considers the three divisions of 
OPM, plus the new agency, and ex- 
presses the result as the “four P’s” 
—Purchasing, Production, 
ties, and Prices. 


ON NELSON, OPM Director 
of Purchases, got into a 
tangle with New York Sun column- 
ist George E. Sokolsky regarding a 
recent radio debate on the topic, 
“Can We Prevent Higher Living 
Costs?” Mr. Nelson had remarked 
that he saw no evidence, so far, of 
unsound fiscal policy on the part of 
the government. Challenged on 
this point, in view of average gov- 
ernment deficits of three billion dol- 
lars over the past several years, he 
replied, 

“Well, sir, of course I am not an 
economist. I am just an average, 
ordinary business man, and to me 
it seemed the advisable thing to do 
and, therefore, I thought it was 
sound.” 

Mr. Sokolskv, paying tribute to the 
OPM official’s business ability and 
common sense by suggesting that 
he made this statement with tongue 
in cheek, remarks, “It was an em- 
barrassing question for Mr. Nelson. 
After all, he could not criticize his 
chief.” Which recalls that Mr. 


Priori- 


Knudsen has on several occasions 
frankly sidestepped an expression 
on national policy by referring it 
to “The Boss.” We are fortunate 
in having competent business ex- 
ecutives to administer the practical 
business phases of our national de- 
fense program. We are d rubly for- 
tunate in the opportunity of hear- 
ing them at the forthcoming con- 
vention in Chicago, regarding the 
specialized responsibilities for which 
they have been drafted into the pub- 
lic service. They should not be put 
into the position of apologists for 
administration policy. They are 
sincerely trying to carry through a 
tremendous job, and competent ad- 
munmistration of their respective as- 
signments, working together toward 
a common objective under the con- 
ditions in which we all find our- 
selves, is what will make that ob- 
jective attainable. To define that 
objective and its scope, is the re- 
sponsibility of our elected Frepre- 
sentatives in government. There 
can be no sabotage in our govern 
mental plant. 


And speaking of effective 
“purchases,” take a look at 
last month’s personnel 
report. It lists 140 dollar-a- 
year men now serving in that 
agency, Whose market value in 
private industry is conserva- 
tively estimated at well over 
a million and a half dollars a 
vear. Not a bad value for 


$140, 
ry 


IDING the trains last month, 

F.O.B. inadvertently listened 
in On a most interesting conversa- 
tion between two fellow travelers. 
One of the men had applied for a 
position selling boiler compound, 
and was given a long application 
form to fill out regarding his quali- 
fications. According to his story, 
he had answered all the questions 
frankly and honestly, revealing a 
considerable familiarity with the 
product and its uses, but likewise 
revealing that his golf was played 
on public courses, and that he be- 
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lenged to no luncheon clubs. In 
due course he received a reply by 
mail, which he read aloud. It said, 
in effect, “We regret to advise that 


you do not seem to have the type ‘ 
of social contacts necessary for with 
meeting and talking to Purchasing 


Agents.” It would make a_ pretty 
good story if it had stopped right 
there, and several different morals 


might have been drawn from the — if, like many plants are doing, you pile 
incident. But the pay-off came in boxes, bags, barrels or box top skids five 
the rejected applicant’s comment as tiers high with a Barrett Elevator instead of 
he folded the letter and put it back th 
in his pocket: “Hell, I was going only one tier hig y fana. Even ree or 
to sell the stuff out in the boiler four tiers save lots of floor space, quickly 
— returning the cost of the elevator. 
Almost every plant, shipping room and 
S o 

warehouse has available overhead room 

Purchasing gents, have been T.U's of 
1B} to spend so much time in which is merely using up a lot of B.1 U.SO 
Washington during recent months winter-time heat—why not utilize this space 
that they have sometimes wondered for storage, eliminating overcrowding and 
how the plant back home continued h dditi 
to run. This month the reverse of the necessity lor additional buildings. 
son, Clark, Sanger, and numerous Portable Elevator for every requirement— 
of their key assistants scheduled to telescoping, revolving, die handling, drum 


take part in the N.A.P.A. conven- 
tion in Chicago, it is a fair question 
to inquire exactly how OPM plans 
to function during the week of May 
26th. 


pouring, crane and other types. 


Examine their rugged 
construction and fast, 
simple operation. See 
them all—learn 
how they can 
save for you! 


Incidentally, it is one of the 
finest tributes ever paid to the 
importance of the purchasing 
function in our industrial and 
national economy, that the 
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aforesaid gentlemen are quite and details of our A BA RRETI 
willing to take time out in this free trial offer. ELEVATOR 
way to meet with a represen- 


lative group of purchasing 
men. It was not always thus. 


REDIT an assist to” Frank 
Phillips of the Chapman Valve 
Company for the following  plain- 


tive verses, deseribing the P..A\.’s 
Woes: 


Your Order 


Keep your temper, gentle Sir, 
Writes the manufacturer. 
Though your goods are over-due 
For a month, or maybe two. 


| 


We can't help it; please don’t swear. 
Labor’s scarce and metal’s rare, 
Can't get steel, can’t get dies, 
These are tacts—we tell no lies. 


BARRETT 


BARRETT-CRAVENS COMPANY 
3280 W. 30tk Street, Chicago, Ilinvis 
Represer tatives Everywhere 


Harry's drafted, so is Bill. 
\ll our work is now uphill, 
So your order, we're afraid, 
May be still a bit delayed. 


Still you'll get it—don’t be vexed— 
Maybe this ‘month, maybe next. 
Keep on hoping, don’t say die, 
We'll fill vour order bye and bye. 


When writting Barrett-Cravens Company please mention Purchasing 
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DESIGNS 


Construction 


1. NON-BREAKABLE BASE made of malleable iron, These New HOWELL Protected Motors are 
securely attached to motor frame. recommended for any application where you 
Mm 2. NON-BREAKABLE FRAME fabricated from heavy would ordinarily use open type motors, and 


are IDEAL for driving machines and equip- 


steel plate. Unlike cast iron, the steel frame and 
ment where the atmosphere is not entirely 


malleable base will withstand practically any ex- 


ternal blow or accidental abuse. REAL PROTECTION! moisture or dirt-free. 
: 3. SHIELD-TYPE END PLATES: Each end plate has but Use these New HOWELL Motors and obtain 
7 one opening (for ventilation) as indicated above. a standard of performance and appearance 
This opening is WELL BELOW the center line, and you never before thought possible! Sizes up 
protected on the top and both sides. No dripping to 5 HP ready now — larger sizes later. Our 
liquid or falling particle can possibly enter the motor new Bulletin RS-60, just off the press, tells the 
— no moving part exposed. REAL PROTECTION! whole story — write for it! 
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